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New 2-3 Plow ZB Tractor 


Here's 2-3 plow power, visionlined des on, a4 d a ho t of new 
MM advantages—all combined in the greatest tractor buy in 
years. It's the new Minneapolis-Moline ZB Tractor, proud suc- 
cessor to the far-famed Model Z, offering a new high platforn 
and an improved Flote-Ride seat, new centerline steering, new 
automotive-type twin-disc brakes, new sealed split-beam head- 
lights, new safety features, and a powerful new 12-volt electrical 
system. One look and you'll Anow, that here’s the new leader ot 
the 2-3 plow class! 


Teams with This Mounted Huskor 


Two simple hook-ups mount this MM Huskor on the ZB Tractor 
for a compact, big-capacity husking combination that offers 
self-propelled speed and handling ease plus all the proven ad- 
vantages of MM _ pull-behind Huskors. Five-position floating 
snouts, four 53!" snapping rolls, ten new type 36” metal and 
rubber husking rolls, and a large-capacity shelled-corn saver 
assure a thorough job that helps get a// the crop! 


= 
oa), & 


New 3-4 Plow UB Tractor 
From the sealed split-bea 
bar: from the new foot 
ft new MM UB Tract 
isi safer tractor drivit 


npression cylinder 


more cor plete t 
economy! And talk about 


a 3-4 plow tractor could be so easy to drive! 


Mounts This Fast, Efficient Huskor 


Here's the Tractor-Huskor team that makes fast casy work out 
of the biggest corn harvesting job. Five-position floating snout 
adjust to guide even wind broken and out-of-line stalks into 
the gathering chains ten 36° metal and rubber husking 
rolls and an exclusive MM cleaning fan do a fast, but gentle 


husking job help deliver cleaner cars to the wagon 


MINNEAPOLIS-MOLINE muinnearotis 1, minnesota 
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Red. Devil Tools © Irvington 11, m J, U.S.A. 


/7 





Here is a Floor Polisher to answer 
your need for a larger household floor polisher; a smaller, more 
convenient polisher for offices, stores, schools and other buildings. 


The Red Devil FP-34 has twin, counter-rotating brushes 
that scrub, wax and polish a full 16"’ swath! Light and easy 
to handle, the FP-34 has a 35 pound pressure on the brushes, 
enough weight to do nearly every cleaning and waxing job. 
Powerful 2 H.P. Universal (AC-DC) motor, designed espe- 
cially for this machine, drives the Tampico and Palmetto 
fibre brushes at 400 r.p.m. The polisher is smart steel gray 
with vinyl bumpers on brush and motor housings to prevent 


marring furniture. 


Here is a powerful, useful new Red Devil Floor Polisher 
in a brand new weight and work class at a most reasonable 
price. It comes equipped with scrubbing and polishing brushes, 
clip-on reversible buffing pads and 
reversible steel wool pads. 


Road Devil rp.33 


Smaller and lighter version of the 
FP-34 — Twin 6” brushes, Universal AC-DC 


motor. Excellent for low-cost rentals 


3670 Sa) 


Including Tax 


Mr. Dealer! 


This floor conditioning machine will 
do double work for you! A superior 
machine that will be a welcomed 
addition to your group of rental 
machines — and a better machine 
for large home owners and small 
business men. A perfect middle-of- 
the-road floor conditioner. 





Products of 
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The lower price of 
galvanized roofing 


means more turnover, 
MORE PROFIT 


Among the first questions a prospective buyer usually 
asks about a product ts, “What does it cost?” 
Right there you have one big reason why gal- 
vanized steel roofing is always in demand. It is 
priced lower than other metal rooting of com- 
parable weight 
If you compare steel roofing with other metal 
rooting on the basis of equivalent strength, you 
will again find steel costing substantially less. 
Bethlehem’s Stormproot is a moderately 
priced rooting manutactured from strong, dur- 
able steel, either plain or copper-bearing. It 
carries a tight, unttorm coating of zinc to give 
it good resistance to corrosion. It is designed 


to hold snugly t any root construction 






































of each 
lesigned triple mbs that n th . flattens out when the side lay eet securely painst cl op of the 


length of Stormproot rooting si ts nail 0 ne the entire heet te heet prevent water trom 


Double drains carry off 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 
On the Pacific ( 1st Bethlehem products are sold by Bethlehem Pacific Coast Stee! Corpora 


Export Distributor Bethlehem Stee! Export Corporatior 


STORMMPROOF GALVANIZED STEEL ROOFING 
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WHAT'S BOOSTING 


ROKER 
TREES BRAND > 


Dependable Quality — 
Generous Markups 
Reasonable Retail Prices 
Strong Notional Advertising — 


Ye ir, BOKER has its own 4-Point Plan! QUALITY so de 
pendable that the sale of any one item paves the way for future 
sales of other Tree Brand Cutlery. MARKUPS that give you a 
for pushing BOKER. PRICES that cut sales 
resistance to a minimum. NATIONAL ADVERTISING in The 
16,000,000 readers — that send ‘em to 
you “lookin’ and askin’” for BOKER Tree Brand 


reason why 


Saturday Evening Post 


WHAT A COMBINATION FOR PROFI TS! 





eer. tear 


ROKER 
TREE Qi BRAND 


Way UTLE RY ue 


On over «4 © 


HANDY KITCHEN KIT 


st seller! Three most-used ” kitch 
wr 


SCISSORS —SHEARS and 


CARVING SETS 
y fe EASY PINKERS 


kiy becouse the 


n 
t! Wide voriet 


HOUSEHOLD 
UTILITY SETS 
st of poring, f 


POCKET KNIVES 
" ond y ne 
i! Fine stee 


ASK YOUR JOBBER TO SHOW YOU THE 


BOKER TREE BRAND LINE 


Catalogs Available on Request 


H. BOKER & CO., 


Established 1837 


INC. 


101 Duane Street New York 7, N. Y. 


SOUTHERN HARDWARE for NOVEMBER, 1953 








You Asked for it £ 


w Millers Falls 4 Drill 
-" with pistol QP -G 


Here it is! The drill you've been asking for 
W ith all the outstanding features which have 
made the No. 914 so popular — and with the 
extra sales plus of a pistol grip. This new 


No. 814 is the finest available at 5 : “ 7 

such a reasonable price. A fast » ¥ 
moving tool — in all ways. Drills “ e 

up to !4” diameter in steel. Also 2 \ 

operates grinding, buffing and wire a * x 
brush wheels, sanding discs and . > CO | 
polishing bonnets. Motor: Univer- “ 

sal for DC or AC — 25 to 60 cycles 

— 115 and 220/230 volts. No load No. 814 Pistol Grip Drill $19.85 ~4 


R.P.M.: 2500 Shown above as No. 1814 with Jacobs Key Chuck $22.35 


BIG PROFITS FOR YOU, TOO, IN THESE OTHER OUTSTANDING 
MILLERS FALLS UTILITY ELECTRIC TOOLS 


Most Now a Saw Line for 


Every Type of Trade 
Powerful 7 oe 
7) In addition to the popular No 
Drill on 700 7-inch Portable Electric Saw 


“a 


Field high-capacity industrial models 
the 9-inch No. 850 and the 10 
Theres a big market too for inch No. 1050. All are rugged 


Lor 
— \ 
the ! 2-inch Millers Falls now offers the hard “Gl, ~ ~ b> 
‘ Utilit wore trade the new No. 610 6 GC or, 
Y inch Heavy Duty Sow and two : 


- 


mpact, accurate and light 

larger drills, and the No. 912 compac u g 
engineered for high production 
is the most powerful in the ‘2 
‘ on wood or with special abro 


stility field. Ideal for formers sive discs. on metal, concrete or 
home workshop owners ond other materials 

service men. A powerful . 610 

money maker for you . 700 

. 850 


No. 912 — $40.95 with Jacobs Geared Key Chuck 1050 





Most Versatile Tool High-Value, Rugged 
Your Customers Can Buy Drill Stands 


Th ' for Vo" and ' ils re ' 
And the versotility of the No ese stands fo 2 ond ', drills presen 


the biggest values you con offer your custom 
966 Sander-Polisher spells big 99 y > y 


ers. Their rugged construction assures long life 





ger sales for you. It's the only 
and working accuracy 


disc sander polisher with on or 


bite! attachment for fine finish 
gig: apr gariPomastrsigs MILLERS FALLS COMPANY, Greenfield, Mass. 
sanding, also buffs, drills, grinds 


wares, sharpens, mies point MILLERS FALLS 


cleans operates wire brushes 


With 6 rubber pad. 6° lamb's Ta oO LS 


wool bonnet ond three 6” sand 


SINCE 


1868 


She Mfak of Dypetoly 


ing discs 


No. 966 — Sander-Polisher . $37.50 
No. 980 — Orbital Attachment .. 15.50 
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Every woman knows DAZEY « Every woman wants DAZEY 


THE CONSISTENTLY ADVERTISED LINE OF QUALITY KITCHEN HELPS 


LET THESE FREE 


HELP — SELL! 


NO. 6 POINT- OF-SALES BOARD NO. 24 DISPENSING DISPLAY UNIT 


j » modern yellow trim. De This sales ard features four of Dazey's fastest 


tems contained are easily se ng can openers lt puts the merchandise 
rraht int the customer s hands while she is ir ; 


rchase 


tly DEMONS sealed 
y display, demonstrate, and sell six Dazey buying mood. Furnished free with ¢ 
Helps. Furnished free with purchase of follow of ¢ wing: 6 No. 32 Budgit Can Opener 
1 N BO Darzite (Rust-Proof) Finish Deluxe Can 6 No 33 New Junior Maanetic Car 
1 No. 88C Red Dual Electronic Con Opener Openers, 6 No. 61 Ser r Can Openers 
9OOC Red Sharp:t, 1 No. 61 Dazite (Rust-Proof 6 WN 8O Deluxe Can Opener A 
h Senior Can Opener 1 N B10C Red Eag models in Dazite (Rust-Pr f) Finish 
and 1 No. 160 Red Ice Crusher. Total retail! Total retail value of merchandise 


f merchandise on board $30.82 dispenser $57.72 


Many retailers have upped their volume on Dazey Kitchen Helps by as much 
as 40% to 60% by making good use of these selling tools. You'll find them 
an excellent means of capitalizing on today’s serve-yourself trend 
Besides serving your customer and you, and speeding turnover, they 


save on counter space. These selling aids cost you nothing extra— 
FR but they do bring you extra profits. Ask your distributor about them 


These sales-making display 

units are supplied free to AW Cage a 

you with purchase of the y fe a ss 

merchandise as outlined : \ Good Houseseeping 
* eZ 


res 
sine hen you Stock and Sell the Complete DAZEY Line. 
| you PROFI T. atid DAZEY wall “el pat oon fit the same wall bracket. 


So... Sell One, and you've Sold the Line. 








“"DAZEY CORPORATION © ST. LOUIS 7, MISSOURI 
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Republic Upson Cap Screws 






@ Tough heads to outlast hard-muscled 
mechanics, armed with heat-treated 








wrenches... 





Sharp threads that will tighten 
smoothly and powerfully with full 
engaged-thread area to resist pull-out. 





Republic Upson Cap Screws are but one 
member of the family of Republic 
Upson products ... more than 20,000 
styles, sizes, and types of highest- 
quality precision-made fasteners for 
all industries, 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 

CLEVELAND 13, OHIO . GADSDEN, ALABAMA 

Export Department: Chrysier Building, New York 17, NY, 





Upson quauTY OUI CID UY 2! 
lie ii rn 


SOUTHERN HARDWARE for NOVEMBER, 1953 5 











Get Ready Now For Extra 


wih PW RE X ware 


BIGGEST ADVERTISING CAMPAIGN IN OUR HISTORY Will 


Back PYREX Ware For 


@ This big, powerful, hard-hitting advertising campaign will help 
you boost your PYREX Ware sales and profits this Christmas 
season! It includes in November full-color pages in LapIEs’ 
HomE JOURNAL and LirE, November 23, plus a full page in 
Betrer Homes & GARDENS! And in December full-color pages 
in LApigs’ Home JOURNAL and Betrer Homes & GARDENS, plus 
a two-page, full-color ad in Lire, December 7! Here’s a campaign 
that will reach thousands of customers and prospects in your area! 
So stock up now and get set for bigger profits than ever on PYREX 
America’s favorite gift ware! 


Christmas Giving! 


New PYREX PRIZE RECIPE SET Offers Your 
Customers A °6.74 Gift Value For Only *4.95 


@ Millions of gift buyers” in 
cluding your customers — will see 
this sensational, new PYREX 
Piwe Recipe Set of 12 Oven 
ware pieces plus the brand- 
new “PYREX Prize Recipes” 
cookbook advertised in LIFE, 
LADIES’ Home JOURNAL and ie 
Betrer Homes & GARDENS! : 


“PYREX PRIZE RECIPES” 
contains 128 pages, scores of 
tested, appetizing recipes, more 
than 50 color photographs 
regularly sells for $2.50! 


8-0z, Measuring Cup 
(in dish) >. ¢ 
mene! Six 6-02. Custard Cups 


| Ready For Gift Wrapping! 


6 


PZ ps 8%" Round Coke Dish 
A 
| 


P Bread or Loaf Pan 


¥ Corning Glass Works + Consumers 
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Holiday Profits 


America’s Favorite Gift Line! 


New PYREX 
DINNERWARE 


@ Full-color pages in Lirt 
ind Lapies’ Home JouRNAI 
will feature exciting new 
PYREX Dinnerware 16 
piece swervice tor four in a 
hoice of four colors at only 





Qs or. with color borders 
banded in 22-carat gold and 
pratt -poac kaged, only $8.95 














New PYREX 
BAKINGWARE 


@ Five popular baking 
and serving dishes in deco 
rator colors Flamingo 
Red and Lime Green in 
pac kaged sets or open stoc kh 

priced from 60c to $5.65 
for the packaged set of 
five pieces. 














New PYREX 
FLAMEWARE 


@ Smart, modern top 

of tove ware ingle 

piece or matched 
priced from S2 

S305 ire ils entures« 

im thi fiant 

PYREX Ware a 


ne cumMpumn 














PYREX OVENand .« PYREX 


nese soe COLOR BOWL SET 


four colorful dishes with clear 7 @ Handsom« et of 


glass covers dozens of uses ee colored, nestin heat 
only $3.25 ~~ = resistant bow! onl . A) 


==> se 
y——— 2 — featured to mullion in 
-- . two-page full-color Lars 
' ot | advertisement 


Check Your PYREX Ware Stocks Now; Tie-In With This POWERHOUSE PROFIT DRIVE 




















@ Feature PYREX Ware in your local newspaper, radio, and ‘TV Place your order today with your 


advertising. Mats and commercials will be furnished free upon requ 


to Consumer Products Division, Corning Glass Works, Corning, N. Y regular PYREX Ware distributor! 


Products Division, Corning, 
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FIRE STORY with 
HAPPY ENDING! 





~MELLS STOpes 


games 

January 23, 1953. There was a glow in the frigid 
Minnesota sky. The Hager store had become the blazing 
inferno you see in this dramatic fire photo 


August 1952. The sun was shining in Heron Lake, Minne- 
sota, birds were singing, and business was good as it 
usually is for progressive businessmen like L. L. Hager 





June, 1953. Happy ending. New store going up. The 
Federated man can be one of the best friends you'll 
ever have, because he knows his business and will help 
see to it that you don't lose yours 


January 24, 1953. What's more depressing than the 
blackened ruins of a totat fire loss? Forty-three percent 


of such firms fail to open again ioe : - _ 
‘war i 
L.] ws ~ 
R HAGER HARDWare 


HERO 
N LAKE. yyy 
SQ 


Wouldn't it be convenient for you to have, 
in one place, a list of your policies, so that 
at a glance you could check the policy 
number, company, kind of insurance, prop- 
erty insured, amount of policy, premium, 
and expiration date? It's yours free for the 
asking. Just drop us a note on your letter- 


head. 
Prin tedeg 





itd Mateal 


IMPLEMENT and HARDWARE INSURANCE COMPANY *%& OWATONNA, MINNESOTA 
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7 
youll 
smile 
100... 


when you get inon 


ACME ’s new 


FULL DEALER MARK-UP: 


HONEYBEE—125 FIREFLY—124 LADYBUG—123 ROBIN—101 BLUEBIRDO—102 











~~) 
r acme acme 
- “4 
\ 7 F . 7h 
~ , . 
. zw — » . 




















a complete 
sprayer line! 
.. + built for profit 


\ er 





» if 


a 


FLL key CAPTAIN ‘'241"" MAJOR ‘'243"' POPULAR ‘'567"' GARDENER ''481"' 
ACME GOLD SEAI 1 qt. cap 2 qt. cap 1 qt. cap 1 Ib. cap 


FREE! FREE! FREE! 
mail this today 


ACMELINE MFG. CO. 


ACM 
ae Traverse City, Mich. 


QUALITY 


Sold only through thre 
Hardu are ‘4 hol sale r 


SPRAYERS ano DUSTERS 


ACMELINE MFG. CO,— TRAVERSE CITY, MICH. 
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“L-0-F CUTS MUCH EASIER”’ 


says Richmond dealer 


This is Pete Spiro of the Spotless Company, Ine. (hard- 
ware), one of 30 dealers in various parts of the country 
who took L-O-F’s “Blindfold Test”. He says: “Brand *7’ 
took the cutter much better and the glass snapped quick 
and clean. Much easier to cut than the other three 
brands”. (“2 was L-O-F. 

Mr. Spiro was given four well-known brands of single- 
strength window glass to test-cut. He didn’t know what 
they were just marked W, X,Y and Z. He ran 
several cuts, sometimes cutting \ first, sometimes Z or 
W or Y. In each case, he pe hed Brand “Z” as easiest to cut. 

"28 out of the 30 dealers who took this test picked 
Lek! 

L-O-F Window Glass is easier to cut into big pieces or 


brands 


little pieces. [t's easier to cut into angled or curved pieces, 
You can even cut off narrow strips with a light, easy stroke. 

L-O-k cuts easier because it is annealed more slowly, 
more patiently. That makes it less brittle —so it’s a safer 


buy for your customers, too. 


n 
Or 


| 
| 
| 
| 
| 
! 
| 
| 
| 
| 
| 
| 
| 
1 
| 


ponte - - - - - — - - - 


TRY THE “BLINDFOLD TEST’’ YOURSELF! 


Cut L-O-F first. last, or in-between the other 
brands. Run anv kind of a cut vou want. 
You ll see why vou have fewer bad cuts, less 
waste and more profit with L-O-k. 

Call L-O-l 


These local businessmen are 


Glass 


your nearest Distributor. 
listed under 
in the vellow pages of phone books 
in many principal cities throughout the 
country. And send for your free booklet 
“bor Greater Profits in Window Glass”. 
Write Libbey‘Owens-Ford Glass Com- 
TILIS) Nicholas Building, Toledo 3. 


pans . 


a> LIBBEY-OWENS-FORD the casy-to-cut WINDOW GLASS 


bias hips Oomenemansnanesammesmmeomell 
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When they know 
the facts— 
hardware dealers 
always choose 


at the left 

is shown one 

of a series of 
advertisements 
which urge the 
trapper to buy his 
traps from his local 
hardware dealer — 


the same reasons which 


make BLAKE & LAMB 
the best buy for the 
consumer also make the 
"Steel Trap of the Hard- 
ware Trade" the most profit- 
able line for the hardware 
jobber and dealer to stock and 
push! 


no other brand can match the high 


quality, the lower prices and the co- 
operative policy of 


BLAKE & LAMB 
STEEL TRAPS 


“The Steel Trap of the Hardware Trade” 


THE HAWKINS COMPANY 


America’s Oldest Trap Manufacturers 
SOUTH BRITAIN, CONNECTICUT 
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ways to make 
more Money M scenes 
the hardware 


Made from long, wiry, springy fibers — all 
beaten and twisted and intertwined and bound 
together to insure tremendous durability. 


si 
— 
’ 


business 6% a 


=> 
£ re 
AK 4; 
+, Lis 4 


Mineral-Surtaced 
Genuine Ruberoid Roll Roofing 
Liberally surfaced with firmly embedded, colorful 
mineral granules which give an attractive appear- 
ance and greater fire-resistance. 


yan 
te 


| —— ere » key to greater sales 

] | and profi in your roofing depart- 

| eal, = nent. Feature all three of these great 
SSS mot makers. Rube roid Roll Roof- 


vr i backed by more thar 60 vears 


~ rd , ‘ 
| | L, experience in pleasing customers .. 
ince 1892 when Ruberoid produced 


the first prepared asphalt roofing 
ever made. And the original is still 
a the best. For your free literaturs 
vrite to The Ruberoid Co., 500 5th 


Dubl-Coverage He gut 
fi - Avenue, New York 36, N. Y., or your 
Genuine Ruberoid Roll Roofing sciiieeiidii adie linea: Miiieiaiia: She 


Provides a double thickness and Dallas, Texas; or Mobile, Ala 
double protection for roofs . . 
virtually a built-up roof. 





27 


Coior-Grained Asbestos-Cement Siding 
Cash In on The Greatest Advertis 


ing Program In the Business With 


Dubl-Coverage Tite-On Shingles 
Stonewall Asbestos-Cement Board 


The RUBEROID co. 


ASPHALT AND ASBESTOS BUILDING MATERIALS 
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the line . . . with the South in mind Murray 24° Window Fo 


/ 


Murray fans are made in the South, with 





the Southern customer and the Southern 





dealer foremost in mind. Murray — and only 
Murray offers a complete line — a type of attic ieee mia 
or window ventilating fan to fit every Vertical Discharg 
Southern home, every Southern pocketbook. 
Murray — and only Murray — offers a 
complete money-back inventory guarantee to 
its distributors. Murray — and only Murray 





— offers the best product, the best 





advertising back-up to Southern dealers. 
For full information on dealer and distributor 


franchises and free catalog, write... 


Exclusive Notional Sales Ager's for Murray Fans 
H. C. Big Cc Ine 
177 Harris St., NW 
Atlanta, Ga 





Company of Texas, Inc. 
VENTILATING FAN DIVISION . ATLANTA, GA. 
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MODERN WAY TO 


e a Handuiane Store | 


Today the store with the streamlined lay 
out has a definite edge over old-fashioned 
competition 

For today’s busy customer demands con 
venience. The store that’s arranged to help 
him find what he wants quickly and easily 
with merchandise neatly displayed, will get 
his business. He hasn’t time to hunt for 
wanted items or wait for a clerk to fumble 
through a drawer 

RB&W’s “upside-down” packages help you 
give your customers the convenient service 
they want in fasteners. These smart, red 
and-green packages stand out on your 
shelves feature one product to a box 
with labels that tell you exactly what’s in 
them (big, black type, white background 
with the product pi tured) 


Whe nyo 


unique boxes, vou simply take off the top 


i fill an order from one of these 
and there are your fasteners mm the lower 
part of the box, with the label reading right 
side up. You can’t spill the contents, and 
there’s no mix-up as to what's in the boxes 
Here’s modern, efficient packaging for up- 
to-date hardware retailing! 

Feature a compl te department of RB&W 
top-quality bolts, screws, nuts and rivets 
Phey're great hardware staples that build 
traffic for everything you sell, as well as top 
sellers in their own right. And they are one 
of the few profitable, fast turnover items 
you can stock in quantity without worrying 
about style changes or deterioration 

For fasteners that move fast, order the 


complete RBAW quality line today 


108, YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants ot: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Colif. Additional sales offices 
ot: Philadelphia, Pittsburgh, Detroit, Chicago, Dallos, San Francisco. Sales agents ot: Portland, Seattle 


THE MPLETE 


A i NE 


Available at Leading Wholesale Hardware Distributors from Coast to Coast 
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“My water system sales are up now that 


I concentrate on the quality line” 





The Myers line alone gives you all you need changeable. you can make more sales from Ie 


Quality at a profit-making price Top performance imventory 

And the line is complete. From the new Ejecto Jr It's easier to train a man to install and service 
to the big, sturdy deep well working head there is one line of water systems than several, Concentrate 
a Myers water system to meet every requirement on Myers, and you'll be able to handle more job 
...to meet all competition. Today, as for &3 years, in less time. 

Myers sells on quality. When you concentrate on Myers, youre selling 


You simplify stock problems when you con- top quality and life-long dependability, And there 


centrate on Myers. By « irrving the Myers line, you no surer wayvto m ike and keep a itished customer 
are assured quick availability of non-stocked models To boost vour sales and cut your cost 


and parts. And since many spare parts are inter- on the quality line... Myers 





Because More Buyers Buy Myers... 
the Myers line is all you need! 


"VERS 


THE F. E. MYERS & BRO. CO. 
311 Fourth St., Ashland, Ohio 
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Tt pays to sell the Geet! 








IDEAL LAWN AND 
GARDEN FERTILIZER 


THE SEWERAGE COMMISSION 


MIL WAUKE [ — 


 ieiieieattieeneeiettee en 


aaa 
S. cll MILORGANITE! (iriver Ber makes the lsh 


lawns and gardens your 
customers want! Stock up 
ORDER TODAY FROM YOUR now—the lawn season is at 


KING HARDWARE SALESMAN! hand! 


SOLE DISTRIBUTORS FOR GEORGIA’ 


KING HARDWARE COMPANY 
490 Marietta St. 
ATLANTA, GA. 
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Ph eatin: 


Gor conrusss EMIS oY 
x sn Siilp-lif 
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HEDGE SHEAR 


on = 
LONG HANDLE 
DEL OK 6 
’ f k Retail Price $3.25/ 





LONG HANDLE f 
GRASS SHEAR | 
MODEL DK 303 | 


°; 
GRASS SHEAR 


Peo 


HMB ees & MANUFACTURING CO. 


Alliance, Ohio 











WHITE BLADE 


DUR ABLE 
CHROME-PLATED CASE 


3 HANDY SIZES 


D’’ swapeo case for 
QUICK INSIDE MEASUREMENT 
BLADES EASILY REPLACED 


New Merchandising Display of Popular “PULL-PUSH” Rules 


Order No. 1206A 
@ Here are three sizes of fast-selling Stanley Rules 
on a new colorful counter display. Unit is sturdy, 


easel-backed . . . printed in three colors to provide 
an eye-catching setting for four each of rules No. 
1206W, 1208W, and 1210W. Rules are packed in 
place, display is ready to set up the minute you 
receive it. Retail value of rules is $14.65, shipping 
weight 3°, Ibs. 

Put this money-making display to work for you 
now. Ask your wholesaler for Display Unit No. 
1206A. Stanley Tools, New Britain, Connecticut. 


THE TOOL BOX OF THE WORLD 


STANLEY 


Reg. U.S. Pat. Off. 


HARDWARE * TOOLS * ELECTRIC TOOLS * STEEL STRAPPING * STEEL 


18 





( Note these big 
sales-making 
features... 


a 


Brand Stanley — the best known name in tools 
White enameled flexible-rigid blades with large, « 
to-read black numbers 

Steel case handsomely finished in chrome. "D" shoped- 
adc. two inches for inside measurements 

V2 inch blade graduated in | 6ths entire length and in 
32nds for first 6 inches on upper edge 

Blade is easily replaceable. Extra blades available with 
instructions for attaching 





NUMBER LENGTH 





1206W 6 ft. 
1208W 8 ft. 


Yes 1210W 10 ft. 
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INSECT WIRE SCREENING 





OTHER .WICKWIRE 
HARDWARE PRODUCTS 


WEAL FLEET 


d 


Gold Strand Insect Wire Screening is made in grades that 





meet the price requirements of all your customers — gal 





vanoid, bronze or aluminum. The name Gold Strand is 


your assurance of insect wire screening that’s long-wearing 
Quick Hitch and reliable; screening that’s manufactured to the most 
Gate Springs » 
rigid standards of testing and inspection. For a well-rounded 
x stock, carry the complete Wickwire Hardware line. 
f Qe 
P f ~ 





rs wa THE COLORADO FUEL AND IRON CORPORATION—Denver, Colorads 
: ’ ; PACIFIC COAST DIVISION—Oakiond, Catifors 
Door Springs ‘, WICKWIRE SPENCER STEEL DIVISION—Atlonta, Bosto 
( Buffalo, Chicago, Detroit, New Orleo New York, Philadelphio 


WICK WIRE 
(F HARDWARE PRODUCTS 


Wissco Flexible HE ( f ANe RON ; 
Wire Clothes Line 


Ra’l 
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NOW AVAILABLE 
TO 
HARDWARE DEALERS 


SEINE TWINES 

SEINE CORDS 

TROT LINES 

STAGING 

VENETIAN BLIND CORD 
SASH CORDS 

CLOTHES LINES 
MASON LINES 
BUTCHER'S TWINES 
FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 

KITE CORDS 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 


ORDERS OF $50.00 OR MORE, FREIGHT PREPAID. Orders of 
Capacity —10 Items less than $20.00 f.0.b. Mill, Lawndale, N. C., Los Angeles, 
California, or Marietta, Minnesota. Orders of $20.00 to $50.00, 


Size — 56” High — 22'2" Wide — 15%" Deep freight allowed to $1.00 per cwt. Freight prepaid does not in 


clude extra charges incurred outside carrier's regular zone 


Color — White Background — Red and Blue Lettering of delivery. 


Construction — Heavy Corrugated Board 


Further Details on Request 


Cleveland Mills Company LAWNDALE, NORTH CAROLIN/ 


2102 Colorado Blvd Marietta 


ESTABLISHED in 1673 
Los Angeles 41, Calif Minnesota 
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VBECORATED SUILDING PAPER 


rings up : 
bigger profits . 
for YOU! ; 





Backed by the biggest advertising and pro 
motion campaign in its history, WALLRITE 
is your big money-maker for "53-54. Take 
full advantage of this set-up—STOCK ALL 
10 NEW WALLRITE DESIGNS~— DIS. 
PLAY WALLRITE—(write today for 
WALLRITE Window Display, Sample 
Books, Metal Display Rack) —ADVERTISE 
WALLRITE (free newspaper mats and color 
folders) . GET YOUR SHARE OF THE 
WALLRITE PROFITS! . , 


Mail this Today! 





- 


saformation how | cen tie in with 


Please send me full 


WALLRITE Advertising Program. 


lam a Wallrite Dealer 
I am not a Wallrite Dealer | 


Store Name 


City 


FLEMING & SONS, INC. 


DALLAS, TEXAS 





The Tapatco #54 hos the exclusive patented Foot 
Pocket for extra comfort, extra sales appeol. No 
other manufacturer can offer this Foot Pocket feature 
The #54 is one of 16 Tapatco sleeping bag styles, 
including DACRON, DACRON Biends, Kapoc and 
Feather & Down-filled models 


here’s how 


4 ak: eal: © @B If you are concerned about sleeping bag 
sales and profits, Tapatco exclusive 


features can help you move cheod of 
competition. 


exclusives can help 


One of the best ways to turn a shopper into a 
buyer is to show him an exclusive feature — a 
feature that no other merchandise has. When 
you sell Tapatco, you have plenty of exclusives 
to talk about. Tapatco invests more in research 
than any other manufacturer in its field. That’s 
why there are more Tapatco firsts than any 
other manufacturer can offer. That’s why you'll 
find it profitable to sell Tapatco, as thousands of 
other successful dealers are doing. Ask your 
jobber about Tapatco exclusives or write us 
for full-color literature. 


THE AMERICAN PAD & TEXTILE CO. 


Greenfield, Ohio « Fairfield, Calif. © New Orleans, La. 


Stay-A-Float ? Sportster Vest 





Cfou cant buy LE 
~ oy save your Ge. 


Ta patéo... 





Design Boat Cushions Sportster Vest 
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NEW! THIS FAST-SETTING GLU 


rol 
is especially developed for the huge DO-/7-VOURSELF public! 
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SO MANY SELLING FEATURES 


Here are a few @ Ready for Instant Use 





@ No mixing, heating or dilution e Fast 
setting — many soft wood jobs can even be 
worked in less than 30 minutes; full strength 
A in 24 hours e Clean working — doesn't stick 
to hands e Forms a strong joint that stays 


Strong @ 6 handy sizes from 1'4 o7.tol gallon 








1 
— im Sar. EVE. POST Jany 
nn oat” polher SELLING ods ig COLtiERs 
; sc , 
es MLUSTRATED, ne My yo 
MAN, Home MAINTENANCE —— os 


... 


ary 9th 

















IVE BOOKLETS AnD counres Canos 
. “MOMErS Will see «, 

Ser Diente, ie, " €e Our ads and want P 

' remind San Our Windows On vo — 

oY c! ind you will our Counters 


b READY To use - SETS PAS ™ 


/ 






f FOR USE ON 


‘ FOR EVERY DOZEN YOU BUY — YOU PAY FOR 11 — YOU GET peter 
1 INTRODUCTORY DEAL EXPIRES DEC. 31, 1953 — MAIL TH 
Pew ng e Size Each You Sell ~~ Prof 
oy on fabrics and othe! F] Doz wf ee 
% Is 1 ot 25¢ $6.00 $3.67 $2.33 
| porous materia mot} é 1¥4 ot. TUBES to rato 
A W 2 oz. to iplay crto : aie — 
& UNITED STATES PLYWOOD CORPOR?E 4 $5 or. TUBES to rail ot Se 340 
ahem 1 rhe re aa 135 16.20 9.90 463 
’ 


Minimum 1 Doz.) 


QUARTS (Units 230 2760 687 1073 
Minimum | Doz 
~ YOUR PROFIT ON SALES 39%! 
—— 
/ 
DEAL YOURSELF A BONUS PROFIT a 
ESS 
Effective till December 31. For every dozen you ADDR 


STATE 
order you will be billed for only 11 — you get ewe 


! Ship Through Our Jobber 
a 12th FREE! Mail coupon - order blank now ; 


4 
4aee we = & 2 













—mnanaeana ee = oa oe oe 


aaa = = = 


— © -_=a a 


, - Ne k. 36. 
UNITED STATES PLYWOOD CORPORATION, 55 West 44th St. * New Yor 
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Long-Range Business 
Outlook Continues Good 


THOUGH SOME readjustment in 
the months ahead is expected in 
most lines of trade, few people are 
worried as yet, the consumer least 
ef all. In the year’s final quarter, 
individuals were continuing to 
purchase at a healthy rate with 
Christmas business looming pleas- 
antly on the economic horizon 

There is little doubt but that 
business activity is being some- 
what slowed. Inventories at the 
manufacturing level have in- 
creased, and in many lines pro- 
duction has out-paced sales at this 
time. It is probable that many 
durable goods lines will be cut 
back in the months ahead and pro- 
duction and sales planning revised 
to meet the actual demand of the 
market 


Government Spending 


These are the readjustments that 
have been spoken of in the months 
past. However, there is nothing to 
indicate a depression or a reces- 
sion in the period ahead, Govern- 
ment spending will continue well 
above 60 billion dollars annually 
This alone can prevent any recur- 
rence of the 1929 crash 

But most important is the high 
rate of employment that continue 
month after month. This, coupled 
with the level of personal incomes, 
(which also rises monthly) pro- 
vides a solid base for future busi- 
ness 

Individual tax cuts, which now 
appear definite for the first of the 
year, will add new purchasing 
power and it is probable that cor- 
poration taxes will be eased also 

Not to be overlooked is the fact 
that the population will expand 
by about 2.4 million persons each 
year, a powerful factor in strength- 
ening demand throughout the e- 
conomy. 

In short, it appears that any set- 
back to business will be brief and 
mild 
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Refuses to Review Fair Trade Ruling 


The importance of the U. S. 
Supreme Court's action in re- 
fusing to review the Georgia 
Supreme Court Fair Trade de- 
cision is limited, according to 
John W. Anderson, President of 
American Fair Trade Council. 

The nation's highest court re- 
cently denied review of the 
Oneida, Ltd. — Grayson-Robin- 
son suit in which the Georgia 
Supreme Court held the Georgia 
Fair Trade Act invalid because 
it was never re-enacted after 
passage of the Miller-Tydings 


and McGuire Acts. 

“The Georgia decision is ap- 
plicable only to the Georgia 
Fair Trade Act," Anderson 
pointed out, “and ao subsequent 
decision by the U. S. Supreme 
Court may clarify the question 
raised by the Georgia Court.” 

“Fair-Traders feel fortified in 
their belief that the Georgia de- 
cision will have little effect on 
other state courts because of 
past U. S. Supreme Court de- 
cisions,”’ Anderson said in the an- 
nouncement. 





Personal Incomes at 
Near Record Levels 


AS A FURTHER platform for sales, 
personal incomes continued on a 
high level in August, the latest 
month for which figures are avail- 
able. Payments were at an annual 
rate of about 287 billion dollars, 
down only slightly from the new 
record high of 288 billion reached 
in August 

For the first eight months of 1953 


personal incomes were about seven 


percent above the corresponding 
period of 1952 


oa 


1953 Cotton Crop Set 
at 15 Million Bales 


THE 1953 COTTON crop, forecast 
at 15 million running bales as of 
September 1, is about the same as 
the 1952 crop. The supply of cotton 
for the 1953-54 crop marketing 

(Continued on page 74) 





change 
in sales 
Geographic Aug. 1953 

Division from 


Aug July 


1952 1953 


Stocks-Sales 


Ratio 


change 
in inventor 
Aug. 1953 


from 


Aug July f : July 


1952 1953 3 f 53 





U.S. Total 
Sal 


Hardware 


South 
Atlanti 


East South 
Central 


West South 
Central 











160 














Wholesale Hardware Sales and Inventories 
(From U.S. Dept. of Commerce Monthly Report) 
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Sealand_ FIRST FAMILY OF SPORTS 
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THE MOST FAMOUS 
ROLLER SKATES IN THE WORLD! 
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Like Santa Claus, roller-skating kindles the 
enthusiasm of generation after generation as “small 
fry” wistfully wish for that day when they, too, 























may “roll.” 














And, today, as for the past 100 years, 
most children, ‘teen-agers and adults use Unions for 

















roller-skating. 











Union Roller Skates can be an important 
factor in your business. For Union Roller Skates are 























staple never become obsolete You enjoy contin- 














uing sales month after month; all seasons. Yes, you 
can count on Union Roller Skates to keep your business 
































rolling profitably. 




















So always carry a complete stock of Union 
Roller Skates; meet the constant demand for all 























Union models. 









































Famous No. 5 standard pace-setter of the industry 




















with oscillating trucks with live rubber cushions plus 








the fast rolling self-contained ball bearing wheels. 
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The Advance Trainer (Lilliputian No, 2) the ideal 
kevless skate for little kids learning “to roll.” Heel and 
toe plates scientifically designed to fit and be easier on 
children’s shoes High back and strong red leather heel 








Union Roller Skates 
reach you in a colorfal and toe straps mesure firm grip and safe skating 
NEWLY DESIGNED 

box, a made-to-order 

point-of-sale display 

that doesn't cost you a 

cent. Booklet, “How to 

Have Fun on Union 

Koller Skates” included 

in every package, 


Terrington, Coanecticet 


MION HARDWARE CO Since /826 


THE SPRINGFIELD CO OSEPH T. WOOD CC THE T 00D ¢ NEW YORK * CHICAGO + ATLANTA + LOS ANGELES 


picTn 





Walton Hicks Will Head 
1. W. Phillips & Co. 


WALTON Hicks, Sr. has been 
elected president and general man- 
ager, also chairman of the board, 
of I. W. Phillips & Co., well-known 
hardware wholesalers of Tampa, 
Florida. 


Walton Hicks 


Mr. Hicks, who was formerly 
vice-president and general man- 
ager of the company, succeeds the 
late I. W. Phillips as president and 
chairman of the board. 

Other officers were elected at 
the regular annual meeting of the 
stockholders and directors, held on 
September 29, as follows: Robert 
W. Trice, first vice-president; Ken- 
neth E. Wynns, second vice-presi- 
dent; Arthur E. Slack, secretary 
and treasurer. 


oa 


New Firm Formed by 
Chattanooga Implement 


THE CHATTANOOGA Implement & 
Mfg. Co. is announcing the forma- 
tion of a new firm, Special Prod- 
ucts Co., Judd Street, Chattanooga 
6, Tenn., to manufacture the Royal 
line of brass and cast iron fire- 
place furnishings. This part of the 
Royal Line formerly was manu- 
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factured by the parent company. 
Rex Conley, Jr., is to be the gen- 
eral manager. 

The company will continue to 
manufacture Royal Gas heating 
equipment and Royal Chef port- 
able barbecue grills and acces- 
sories, the announcement stated 


. 


Billings & Spencer Buys 
Peck, Stow & Wilcox 


THE BILLINGS & Spencer Co. of 
Hartford, Connecticut has an- 
nounced the purchase of the ma- 
jority of the common stock of the 
Peck, Stow & Wilcox Co. of South- 
ington, Connecticut, Roland J. 
Ahern is President of Billings, and 
Mark J. Lacey is President of 
Pexto. 

The Pexto board of directors re- 
signed, with the exception of Mark 
J. Lacey, president, and Samuel G 
Wilcox, executive vice president, 
and the new directors of Pexto are 
the present directors of Billings, 
in addition to Mr. Lacey and Mr 
Wilcox. Mr. Ahern became chair- 
man of the Pexto board, and Mr 
Lacey will be chairman of the Bill- 


R. J. Ahern 


ings board of directors 

The Billings & Spencer Co. was 
established in 1869 and is one of 
the oldest manufacturers of hand 
tools in the country. It has built 
a reputation for the quality of its 
craftsmanship in the making of 
wrenches and shop tools, which 
are sold primarily through indus- 
trial supply distributors and hard- 
ware wholesalers 

The Peck, Stow and Wilcox Co 
was established in 1785 and man- 

(Continued on page 28) 


Chicago's Navy Pier to be Scene 
of 1954 National Hardware Show 


FRANK YEAGER, managing direc- 
tor of the National Hardware 
Show, has announced that the 1954 
exhibition will be held on Navy 
Pier in Chicago next October 

When doors closed at the °53 
show, held at Grand Central Pal- 
ace and the 71st Regiment Armory 
in New York, on October 9, more 
than 41,000 buyers, a_ record 
crowd, had registered to see what 
was termed the greatest array of 
hardware and allied’ products 
every displayed 

Buyers came from all over A- 


merica and 51 foreign countries. 
Show managers stated that this 
was the only show, public or trade, 
ever to outgrow the exhibition 
space at the Palace and use all 
available space at the 7lst Regi- 
ment Armory 

More than two million dollars 
worth of merchandise was on dis- 
play, and orders in respect to both 
volume and value, ran high. Buy- 
ing in the Lawn, Garden and Light 
Farm Equipment Division was re- 
ported heavy by officials of the 
show 
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FORGED STEEL TOOLS 


THE COMPLETE LINE 









pRW0o 
2 a? 
SINCE 1854 


Keely 
WARWOOD TOOL COMPANY, Wheeling, West Virginia 


PROTECTIVE PACKAGING 











HARDWARE 





INDUSTRY 


ufactures mechanics’ hand tools 
and machines and tools for the 
sheet metal working industry. 
Its trade names “Pexto” and 
“Worth” are well known a- 
mong the hardware and machin- 


ery trade 


* 


Samuelson Named 
Greenlee Sales Head 


AT A RECENT meeting of the 
board of directors, R. J. Samuelson 
was named vice-president in 
charge of sales of Greenlee Tool 


R. J. Samuelson 


Co., Division of Greenlee Bros. & 
Co., Rockford, Illinois. Mr. Sam- 
uelson has been with Greenlee for 
33 years and for the past 10 years 
has been sales manager of the tool 
division 

Also announced are the appoint 
ments of A. H. Hawkinson as sales 
manager of the western division 
and R. W. Stevenson as 
ager of the eastern division 


4 


sales man 


Walter H. Allen Co. Holds 
Annual Merchandise Show 


BUYING WAS much heavier than 
had been expected at the annual 
merchandise show and stockhold 
ers’ meeting of the Walter H. Allen 
Co., hardware distributors of Dal 
las, Texas, according to a report by 
Walter H. Allen, president 

For this event more than 100 
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NEWS 


factory men displayed their wares 
merchandise filled the 
Crystal ballroom of the Baker 
hotel in Dallas, August 31 and 
September 1 

More than 300 persons attended 
the annual luncheon, served in the 
Baker Mural Room, one of the 
swank Dallas dinner spots 

A report to the stockholders on 
results of the fiscal year closing 
July 31 showed a 10 percent in- 
crease in sales, said Mr. Allen. 
This, with an accompanying reduc- 
tion in expense of operating, pro- 
duced a highly satisfactory profit 
for the year 

Those who participated in the 
merchandise show are looking for 
ward to the 1954 event, according 
to Mr. Allen 


and thei 


. 


Bailey Re-joins Johnston 
Mower Corp. Sales Staff 
BacK WITH Johnston Lawn 
Mower Corp. after a brief absence 
is veteran Sales Manager Dan W 


(Continued from page 26) 


Dan Bailey 


Bailey, who will direct Johnston's 
new sales promotion and advertis- 
ing program for 1953-54. Having 
wide experience in the lawn 
mower industry, Mr. Bailey is en 
tering his fifth season with John- 
ston 
Mi Bailey 
nounced the appointment of Gor- 
don W. Taylor as his assistant 
(Continued on page 32) 


subsequently an- 


Shown above is part of the display at the Walter H. Allen Co., annual 
merchandise show. More than 300 attended a luncheon, below, during the 
two-day event 


SOUTHERN HARDWARE for NOVEMBER, 1953 











Tension Screens 
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IN NAME BRAND PRODUCTS 


OllaNss, 
Businessmen agree that the secret of ie aan] NACONDA 
success hinges on giving top-dollar value 
and customer satisfaction. The surest way 
to follow this formula is to sell name Colanel Pertatn 1etg 


brand products that are known for their 


quality, value, and performance. EZ-WAY 
= 








—— ; , petaine trowrmer) 
SSirco-distributed products are all na- Ay 
tionally-advertised, quality products that x... 

. . eo . ~ aCling 
assure customer satisfaction... bring wi 


them back for repeat business. Designed 


to appeal to your customers, priced to 


appeal to your business judgement, they 
are easy to sell and easy to stock. From 
16 SSirco warehouses you get convenient 
overnight or drive-in, pick-up delivery 


cutting inventory investment. 


Order now ... and hit a new high in 
sales and profits with SSirco-distributed 


products. 


FOR A NEW HIGH IN ALL 3—QUALITY, PROFITS, AND DELIVERY 
—WRITE OR CALL YOUR NEARBY SSIRCO WAREHOUSE 


SOUTHERN STATES 
IRON ROOFING COMPANY 





Biggest news ever in Steel Goods Merchandising 


Our expert merchandisers, cooperating with the 
National Retail Hardware Association, have been hard 
at work for months on your Spring Selling Problems 
Result: the creation of America’s greatest sales building 


Merchandising Kit on lawn and garden tools. To get 


advance information just write “Sales Maker Kit” on 
the back of a post card and mail to True Temper 
Corporation, Merchandising Department, 1623 Euclid 
Ave., Cleveland, Ohio 


RUE fEMPER 


TOPS IN TOOLS 
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ROTARY POWER MOWERS 
18” and 20” Cut 


The COOPER Cyclo-Me Trimmer Type Rotary Mower - an instant hit when introduced in ‘53 - now 
sets a new high in design and will surely make a “HOME RUN" for dealers in ‘54, 


Improved design provides lighter weight, maximum safety, closer trim, confour cul with NO 
SCALPING, adjustable front grass chute eliminates windrowing or bunching, simple height 
adjustment from 1'2" to 3%” permits the cutting of high grass or tough weeds, plus new 
Briggs & Stration 4-cycle, easy starting engine for extreme flexibility and power. Truly 


“TOPS” in design, performance and safety. 


KLIPPER NEEL TYPE POWER MOWERS 


8” and 20" Cut 


Fully ioillata oversize Diamond chain drive. 
Oversize enclosed Timken reel bearings with 
automatic takeup. Tubular standup steel 
handle. Patented, positive action, non-wear- 
ing clutch. Simple, powerful, self-locking. 
Extra strong, sine die cast alley frame. Zinc 
die cast alloy pini with hardened steel in- 
seris. Patented 
“Quickset" height 
adjusiment with «a 
range of “2” to 2%." 
Briggs & Stratton 4- 
cycle engines. Power 
driven weed culter 
(optional) 











Sopoiat” 


27” ROLLER TYPE MOWER Nationally Advertised 











for '54 in 
Rubber covered steel roller Evening Pest 
and caster wheels. New paar Sense S 6 
a Flower Grower 
new welded » Sunset 
Briggs & Stratton 4-cycle 3.1 pan , A 
HP engine. Rubber tired ih, ae Write or W IRE for litera- 


Riding Sulky (cptional 
equipment). 


lure, prices and name o} 


nearest distributor. 


COOPER MANUFACTURING COMPANY 


627-629 South First Avenue 
Marshalltown, Iowa 






BUILT FOR THOSE WHO WANT THE BEST © 
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Sealand, Inc., Holds 
Sales Meeting in N. Y. 


AT A SALES meeting held recent- 
ly in New York, M. G. Meinig, Sea- 
land vice-president, unveiled some 
of the corporation's new products 
and sales plans for 1954 

The corporate members of Sea 
land, Inc., are Union Hardware 
Company, gristol Horton, Ine., 
Rain-Beau Products Co., The 
Springfield Co., Joseph T. Wood 
Co., and The T. H. Wood Co 

In 1954 Bristol plans to bring 
out the “first complete matched set 
of golf clubs in history; Joseph T 
Wood will introduce new skating 
outfits for ice and roller skating as 
well as a new line of football shoes 
and Bristol, also, is featuring fish- 
ing rods in new styles, designs and 


colors 


° 


Stanley Tools Appoints 
Texas Representative 


THE APPOINTMENT of Roget 
Cross as sales representative for 
the state of Texas has been an 
nounced by C. K. Freedell, general 
sales manager of Stanley Tools 
New Britain, Connecticut 


Roger Cross 


from Worcester, 
Mass., Cross served for three year 
with the U.S. Army during World 
War II, and is a graduate of the 
College of Business Administra 
tion, Boston University. He is mai 


Originally 


ried and has one child 
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(Continued from page 28) 


Seated, left to right, are Tom Higgins, Sealand's N. Y. district representa- 

tive, M. G. Meinig, vice-pres., and |. Swirnow, eastern regional manager. 

Standing are Sales Representatives Chet Mahoney, John Golden, L. T. Bates, 
and Edward Dailey 


Joining Stanley Tools in 1948, 
Cross took aé factory. training 
course and later called on the re- 
tail trade in the Middle West and 
New England. In 1950 he was ap- 
pointed sales representative for the 
northwestern states with head- 
quarters in Seattle, a post he has 
relinquished to take the Texas as 
signment 


. 


Eclipse Co. Inaugurates 
Travelling Show Rooms 


AT A RECENT sales meeting of the 
Eclipse Lawn Mower Co., Prophets- 
town, Ill.. the direct-to-dealer sales 
representatives received new sta- 
tion wagons equipped with sam- 
ple mowers. While not all models 
from the complete Eclipse line of 
hand and power mowers can be 
carried in a tation wagon, the 
company believes this new mobile 
display technique will be of in- 
interest and practical assistance to 
dealers, in that it permits an in 
stant comparison of product fea- 
tures, colors, sizes, and enables the 
dealer to more quickly place hi 
ordet 

The travelling show rooms are 
already in the various sales terri 
tories, and each Eclipse dealer will 
be visited by the middle of Decem 
ber 


John D. Wallace Named 
To Executive Post 


‘ 


D. M. WALLACE, president of 
Wallace Hardware Co., hardware 
wholesalers in Morristown, Ten- 
nessee, has announced the election 
of John D. Wallace as vice presi- 
dent of the company 

After returning from service in 
the Pacific during World War I 
Mr. Wallace was graduated from 
Baylor University. He has been a 
general hardware salesman in the 
Knoxville territory 

He is being succeeded in his ter- 
ritory by Robert L. Horner, Alcoa 

(Continued on page 34) 


John D. Wallace 
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“You can build a good winter business on 
Cyclone Insect Wire Screening 
an Cyclone Hardware Cloth’’ 


ne 
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yp long winter evenings ahead will give house- played during the coming months. They will remind 

holders plenty of time to do many of the necessary your customers of their needs and bring you profitable 

maintenance jobs around their homes jobs like business 

repairing screens and protecting screen doors and Cyclone Insect Wire Screening gives your customers 

cellar windows with Hardware Cloth a choice of three durable materials galvanized steel 
That's why it will pay vou to keep Cyclone Insect hronze and aluminum. Its firm, even mesh and lasting 

Wire Screening and C€ yclone Hardware (¢ loth well dis- good looks mean screen jobs of the most satisfactory 


kind. It is offered in standard 18 x 14 mesh m 

24, 26, 28, 30, 32, 34, 36, 42, and 48-inch widths 
Cyclone Hardware Cloth has built a reputation a 

the top-quality woven hardware cloth with the welded 


FLEXIGLE STEEL MATS 
Cheon Better —Lest Longer 


selvage that makes installation so easy Wires are 


straight and even and heavy galvanizing assures long 


life. tis manufactured in2 x 2,3%3,4x%4,and&8 x & 
“@a¢ 
®ii span mesh sizes as well as *4” and 5%” heavy grades in 
aan? , . 
reg) 24, 30, 36, and 48-inch widths 


led A Tes Make sure you have a full stock of these and all the 
; other Cyclone “Red Tag” Hardware Products. Order 


from your jobber today 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS ~ SALES OFFICES COATT TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 









“UNITED STATES STEER c 
so. | wa Bt ri. . x ae tae ae tf a 
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well a add ey 


Harry Taylor Elected nationally a s 
Old Guard President new items to the Tapatco 


Tent cork and balsa-wood 
MEMBERS OF the Old Guard buoys, rope and cork boat fender 

Southern Hardware’ Salesmen’ ea anchors, water bags, deer ce¢ 

Association, recently held an elec- ers, and cork and balsa-wood 

tion by mail to fill the position left rafts will be added 

vacant by the death of R. R 

Wendt, Old Guard president, who ad 


Chicago Group Buys 
Acmeline Mfg. Co. 


THE ACMELINE Manufacturing 
Co., Traver City, Michigan, man 
ufacturer of compressed air and 
hand insect prayel a well a 
hand-operated corn and_ potato Richard S. Clarage 
planter has been purchased by 
Richard S. Clarage and Robert purchased from the family of the 
H. Adler, both of Chicago late Senator Jame Millikin, who 
The Traverse City company wa died last yea1 
founded in 1850, and throughout The plant consists of 45,000 
i, the 103 years of its existance wa square feet and i completely 


held by the Millikin family of tooled with modern equipment 
~. rraverse City. The company wa (Continued on page 36) 


mow 


Harry Taylor 


died at his home in Springfield, Clemson Bros. Sales hack saw frames and lawn 
Mo., on August 27 Force Meets in N. Y. ers. 
75th Ann 


The new line-up of officers of Highlight of the 
the Old Guard is as follows: pres- lo DISCUSS PLANS for 1954—the versary will be the introduction o 


ident. Harry A. Taylor, Houston company’ 75th Anniversary a new power lawn mower, an 18 
Texas: first vice president, Julian Clemson Bros., Inc., Middletown in. model driven by a 2-hp Brigg 
Scruggs, Nashville, Tenn.; second N. Y., recently held a four-day & Stratton motor 

vice president, Sam K. Eaves, Dal- sales meeting attended by all com In addition to the mower de 
las. Texas; chairman of the exec- pany representatives, major com velopments, new plans were dis 
utive committee, W. S. Gardner, pany officials and the firm’s advert cussed for adding further flexi 
Chattanooga, Tenn. Harry A, Hoff- tising counsel. Clemson Bros., in bility to saw-blade packaging to 
ner, Jacksonville, continues as business since 1879, manufactures better meet distributor-dealer in 
secretary-treasure! hack saw blades, band saw blade ventory requirements 


¢ 


‘ 


Tapatco Sales Staff 
Convenes in Ohio 


THE AMERICAN Pap & Textile 
Co., manufacturers of Tapatco 
marine safety products, sleeping 
bags and sport shirts, recently 
completed its annual sales meeting 
at the main plant in Greenfield 
Ohio 
The acquisition of Seaway Mfg 
Co. in New Orleans, and Wilber & 
Son in Fairfield, Calif., as new op 
erating manufacturing divisions 
will enable the company to give Members of Clemson Bros. sales force met recently to discuss company 


improved service to customers plans for 75th Anniversary in 1954. 
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Vhs ts the world fewest 
im 
V bir Dh renise 


JS nap Jock DELUXE 


No. 2610-10” 
No. 2607- 7” 


PROMPT DELIVERY 


FREE; Display 
Literature 
Mats 


Are you offering it to your customers? 


These exclusive advantages: SWIVEL JAW ¢ JAW SIZE INDICATOR e FINGER-TIP LOCK RELEBASI 
Fits work. Holds tighter. Visual, on handle. Saves time Saves hard pull to unlock jaws. 


No. 610-10” 
. . a No. 607- 7” 
Whe Snap lock a 


Your Seymour Smith distributor 
has full information—or write us 


Also Utility Pattern “Snap-Lock”. Same locking principle, 


same rugged construction but without exclusive features above. 











Seymour $mitH 


° 
ignap Jock Seymour Smith & Son, Inc., 34011 Main Street, Oakville, Conn, 
. 


Sales Representative: John H. Graham & Co., Inc, 


. 105 Duane St., New York 8, N.Y 
Swnce [850 
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Present facilities enable the plant 
to turn out 1,000 compressed air 
sprayers daily and 900 hand spray- 
ers per hour 

Clarage ha 
dent of Acmeline and ha 
to Traverse City to assume con- 
trol of the company. He was for- 
merly secretary and general man- 
ager of the Prepo Corp., Skokie 
Illinoi: 

Adler previously was president 
of Skokie Enterprises and served 
as executive-secretary of the 
Skokie Chamber of Commerce. He 
has been named vice-president and 
sales manager of Acmeline 


+ 


been named presi- 


moved 


South Bend Bait Co. 
Alters Sales Territories 


IN ORDER TO more closely coordi- 
nate its salesmen’s activities with 


their new marketing program, the 


Hank Bruns 


Chuck Schiliing 


(Continued from page 34) 


Bommer Spring Hinge Co.'s new plant in Landrum, S. C. 


South Bend Bait Co. of South 
Bend, Indiana, announced the fol 
lowing changes in representative’ 
territories 

Hank Bruns adds the Carolina 
to his territory of Mississippi, Ala 
bama and Chuck 
Schilling is now the direct sale 
representative for Florida 


Georgia, and 


* 


Bommer Spring Hinge Co. 
Opens New Plant in South 


THE BOMMER SPRING Hinge Co 
is now in production at the new 
modern plant in Landrum, South 
Carolina. where their main office 
is now located 

The announcement further di 
that though they will main 
sales office and ware 


close 
tain thei 
house at the Bommer Brooklyn of 
fice and their sales office at Chi 
cago, the new plant will be the hub 
of operations. The company pro 
, lavatory hard 
hinges and 
apartment 


duces spring hinges 
ware, checking floor 
government approved 
house mail boxes 

at 60°7 of 
capacity, is expected to reach 90% 


this fall, according to the company 


° 


Production, already 


Falcon Named to 
Savage Arms Board 


FRED F. HICKEY, president of the 
Savage Arms Corp., has announced 


J. V. Falcon 


the election of Joseph V. Falcon to 
the Savage Board of Directors 
Falcon presently holds the post of 
Sales Manager of the corporation's 
Firearms Division 


+ 


Edd. H. Howell Dies 
in Memphis, Tenn. 


Epp. H. HOWELL, hardware buy- 
er for Stewart Bros. Hardware Co 
Memphis, Tenn., for the past 31 
years, died in September after an 
illness of several weeks. Howell 
was 73 

Well-known to 
representatives travelling the ter- 
ritory, Howell devoted a lifetime 
to the hardware industry 

(Continued on page 38) 
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the COLD FACTS 
about the HOTTEST MOWER 


on the market 


“TRUNLBUS 


FACT NUMBER ONE... . New Features 


Pulverator leaf mulche 

leave in a matter f minute 
LAWN.-BOY the quiet 

ting Handle attaches and detaches in se 

storage spoce in cellars of garages 


ed safety 


. FACT NUMBER Two e « e More Features 


Add the new features above to the ones that mode the LAWN BOY America’s most 
modern lawnmower and you've got a mower you can sell with pride. The LAWN BOY 
trims closer. 1 won't scalp. It's ell aluminum alley construction and it's simple to 
operate. The tron Horse engine is designed and built exclusively for lawnmowers 
What's more, the LAWN.-BOY cuts any height grass and it cuts it with ease. Compare 


these features against those of any other mower on the market 


FACT NUMBER THREE... 


1954 Promotion Most Complete in Lawnmower History 


Here ore the facts! A 4 lor 2-page spread in LIFE magazine for the second 
yeor, and 23 other ads in SATURDAY EVENING POST, BETTER HOMES AND 
GARDENS, AMERICAN HOME, PATHFINDER and FARM JOURNAL In addition 


tr 


every key lealer will be listed in o newspaper ad in his area a 
him. Next time you hear about advertis ng support, get the tacts 


pore! You'll see why the LAWN. BOY is the best known lawnmower 


SOUND SILENCER MUFFLER 


This new muffler makes the 
LAWN.BOY the quietest 2-cycle 
mower on the morket, because 
of its low sound level. You con 
hardly hear it across the street 
it's die-cast as on integral part 
of the housing so it cuts out 
squeoks and rattles elimi 
notes vibration noises 


AVAILABLE THROUGH WHOLESALERS FROM COAST TO COAST 


THREE OTHER MODELS 


In addition to the 18 inch LAWN 
BOY illustrated above, other 
models include ao 21 inch model, 
oan 18 inch economy model and ao 
17 inch electric model. 18 inch 
models equipped with 2-cycle en 
gines; 21 inch model with a 4-cycle 
engine. 


RPM MANUFACTURING COMPANY 


Lamor, Missouri 
The world’s largest Manufacturer of Rotary Power Mowers 
A Subsidiary of Outboard, Marine & Manufacturing Compony 
Makers of Johnson & Evinrude Outboard Motors 
Manufactured and sold in Canado by 
Ovutboord, Morine & Manufacturing Co., of Conoda, iid 
Peterborough, Canode 
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Garr Celebrates 40 Years 
with Texas Wholesaler 


WALTER N. Garr, sales repre- 
sentative for Roberts, Sanford and 
Taylor Co. completed his 40th yea: 
with that firm in Octobe1 


Walter N. Garr 


Garr began his career in 1913 
when he was hired as a warehouse 
assistant, and his first selling ex- 
perience came in 1916. Garr trav- 
elled the East Texas territory for 
28 years, and also served eight 
years in the Sherman territory 


> 


Monroe Hardware Co. 
Plans New Warehouse 


THE Monroe Hardware Co. of 
Monroe, N. C., recently has pur- 
chased a ten-acre tract of land on 
the Seaboard Railway, two miles 
east of Monroe. Plans are to erect 
a warehouse on the property in the 
future. 


+ 


O'Rourke to Represent 
Aluminum Industries 


JAMES O’ROURKE, manufactur- 
er’s agent, with headquarter’s in 
Jacksonville, Florida, will repre- 
sent Aluminum Industries, Inc., 
Cincinnati, Ohio in the state of 
Florida. 

Mr. O'Rourke was with the De- 
voe & Reynolds Co. for 13 years 


38 


as salesman and branch manager, 
in that state, before opening hi 
manufacturers’ agency busine in 
1948 

Announcement ol Mr O’- 
Rourke’s appointment was made 
by R. Wain Bowman, director of 
sales of the paint and varnish di- 
vision of Aluminum Industries 


« 


Baird & Co. New Foley 
Representative in South 


APPOINTMENT OF G. M. Baird & 
Co., a ales representative for 
Foley rotary power mowers Cove! 
ing the Southern United States 1: 
announced by Walter M. Ringer, 
Jr., president of Foley Mfg. Co. of 
Minneapoli 

The G. M. Baird Co., with head 
quarters in Memphis, Tenn., and 
district offices in Nashville and 
Dallas, will sell the complete 
Foley rotary power mower line 
which includes 17” gasoline and 
electric models, and 18”, 20”, 21”, 
gasoline models 


. 


and 26” 


Cooper Co. Host 
To Sales Force 


TWENTY-FIVE SALES representa- 
tives from all over the nation at- 
tended the sales convention recent- 
ly held by the Cooper Mfg. Co., 
Marshalltown, Iowa. 


Pictured are 25 
sales representa- 
tives who attend- 
ed a parley held 
annually by the 
Cooper Mfg. Co., 
manufacturers of 
mowing machines 


(Continued from page 36) 


The meeting was set for the 40th 
anniversary of the firm and served 
to christen the new factory build- 
ing and offices which are located 
across the street from the original 
factory 

The new reel type Klipper mow- 
ers and two new 18” and 20” 
Cyclo-Mo Rotary type mowers 
ready for the 1954 season were 
demonstrated at the meeting 

The firm’s 1954 advertising pro- 
gram was also disclosed and a 
Chicago representative of the 
Saturday Evening Post addressed 
the group and explained the func- 
tions of national advertising 

Speakers at the two-day session 
included A. R. Cooper, President, 
H. M. Cooper, Secretary-Treasurer, 
Clayton H. Cooper, Chief Engineer 
Glen Cooper, Manager of the Gas- 
ket Department, Dayton C. Buck, 
Director of Sales and Ralph 
Schmidt, Sales Manager 


. 


Airex Resumes 
Full Production 


FULL PRODUCTION of fishing 
tackle has been resumed at plants 
of the Airex Corp. which were 
partially destroyed by fire last 
June 29, it was reported recently 
by Redge Purnell, vice-president 
and general manager of 
Airex Division of the Lionel Corp 

(Continued on page 40) 
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SELF-SERVICE —A - Tool Bar 


AUGMENTS YOUR WALL TOOL SECTION 
COMPLETES YOUR TOOL DEPARTMENT 











Ee ams 
Als Y ff LYLE) - 


‘nw 























ATTRACTS 
“DO-IT-YOURSELF” 
TOOL-USERS 


ALL *TOOLS GUARANTEED 


EACH TOOL INDIVIDUALLY PRICE-MARKED, 
THE FIRST REQUIREMENT 
FOR MODERN SELF-SERVICE RETAILING 
ASK OUR DISTRIBUTORS’ SALESMEN 


THE PECK, STOW & WILCOX CO., Since 1785, Southington, Connecticut, U.S. A. 
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Due to emergency production 
lines set up in temporary build 
ings until the plant is completely 
rebuilt, Airex has been able to fill 
its backlog of orders on schedule 

The new Ajrex plant 
completion will be larger and more 
modern than the previous plant 
and will utilize the latest machin 
ery available, Purnell said. In ad 
dition to its present line, Airex 
will then add a new line of rod 
reels and lures for both fresh and 
salt water use which will be made 
available for the opening of next 
year's fishing season 


7 


nearing 


Titan Appoints Stalter 
to New Sales Post 


NEW GENERAL SALES manager of 
Titan Chain Saws, Inc., is David E 
Stalter of New York, whose ap- 
pointment to the recently created 
post was announced by Robert 
Gillespie, president of the Seattle 
concern 


David E. Stalter 


Stalter will divide his time be- 
tween the Seattle factory and a 
new office established recently in 
New York City. He will be re 
sponsible for the American and 
foreign marketing operations of 
Titan 

Titan is the manufacturer of a 
line of one- and two-man power 
chain saws, ranging in size from 
14” to 12’ cutting blades, as well 
as bow saws. The principal factory 


40 


is in Seattle, with a branch plant 
in Atlanta. Distribution i 
ive throughout the United Stats 
and Canada as well a foreign 
market 


exten 


Atlantic Steel Names 
New Representative 


Gorpon E,. Brooks has been 
named Atlanta sales representative 
of the Atlantic Steel Co.. effective 
November 1 

Brooks joined Atlantic Steel in 
1933, and has served in the com- 
pany’s order and scheduling de- 
partments, as well as in variou 
Since 1948, he ha 
representative in nortl 


sales capacitie 
been sale 
and central Georgia for Dixisteel 
Product 

Enlisting in the United State 
Air Force in 1942, he received his 
discharge with the rank of Major 
in 1946, and is now a member of 
the Air Force Reserve 

Brooks now resides in Decatur, 
Ga., and is an active member of 
the First Presbyterian Church of 
that city 


¢ 


C. H. Frankenberg Dies; 
Savogran Executive 


CHARLES H, FRANKENBERG, 49 
ales promotion manager of The 
Boston. died sudden 
September 


Savogran Co., 
ly in Concord, Mass., 
18, 1953 

Born in Wilkinsburg, Pa., he was 
graduated from Dartmouth College 
in 1926. He did advertising work 
on the Worcester Post for a time 
after leaving college 

Surviving are the widow, two 
sons, Peter Frankenberg, and Dirk 
Frankenberg; and a daughter, Mrs 
Mary M. Aloian 


° 


Townley Retires from 
Gilbert and Bennett 


MORELAND T. TOWNLEY has an- 
nounced his retirement’ after 
spending more than 61 years with 
the sales department of Gilbert 


and an 


(Continued from page 38) 


and Bennett Mfg. C« 
office boy, he later traveled many 
of the eastern states for 40 vear 
He was made New York office and 
Export Manager in 1937, which 
position he held until retirement 


Starting as 


M. 7. Townley 


He is a member of the Hardware 


Trade Association of New York 


associate member of the 


Pennsylvania Wholesale Hardware 


and Supply Association. He plan 


lo« al 


where 


to devote his time now to hi 
in Westfield, N. J 


made his for many 


interest 
he ha 
years 


home 


Coleman Co. Expands 
Sales Division 


THE ADDITION of a merchandis- 
ing department to the sales divi- 
sion of the Coleman Co., Inc., Is 
announced by Sales Vice-President 
C. L. Burrows 

Julian F. Warren, formerly sales 
manager of Delco Appliance Divi- 
sion of General Motors Corp., has 
been named merchandise manager 
Under Warren's direction, the new 
department will develop merchan 
dising policies, plans and programs 
for all lines of Coleman products 
and will operate in close coopera- 
tion with the field sales organiza- 
tion, Burrows said 

A native Virginian, Warren 
joins the Coleman Co. with a back 
ground of 20 years experience in 


(Continued on page 72) 
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EXCLUSIVE NEW OLIN DISCOVERY... SOLINITE*... 
HELPS PREVENT LEAKAGE, SUDDEN BATTERY FAILURE 





Self-sealing 
e cop bly a. 
double protection 


against leakage at top. 





SOLINITE — 
prevents formation 
of ooze at source! 


Moisture-proof 
ovter jacket — extra 
barrier on all sides. 


Protective disk — 
gives added safety 
at bottom, keeps 
contacts firm. 














*Trade Mark for Corrosion Inhibitor 


OLIN’S GUARANTEE: If this battery damages your flashlight send it with 
the battery to us. We will promptly give you FREE a new flashlight of 


equal value — plus batteries! 





Order These New Counter Displays Now 


i? 


'Ctey tan Q 
or 





48 OLIN No. 1511 48 OLIN No. 1550 

GUARANTEED BATTERIES SIZE “D" LEAKPROOF BATTERIES 
Long-life, guaranteed batteries to sell at Extra long shelf life. No dating 
2 for 25¢ required. Extra profit for dealers. 


Retail price 15¢ ea. 


COLORFUL — COMPACT — PROFIT PER UNIT 35% 


ELECTRICAL DIVISION, OLIN INDUSTRIES, INC., 
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BATTERY 


(Lay) NEW OLIN BATTERIES 
J WIN NATIONAL FAME 


Cited by TIME Magazine 


Says TIME about Olin’s new Leakproof 
Battery: “A flashlight battery which is 
chemically sealed against leakage of its 
electrolytic materials was put on the 
market by Olin Industries, Inc. Sealed 
by a chemical, the battery does not 
require thick insulation or an outside 


metal jacket.” 


A New Kind of Battery 
Every Store Should Carry 


There's more profit for you in exciting 
new merchandise. Be the first in your 
area to stock and feature this great new 
kind of battery — developed exclusively 
by Olin scientists to give America its first 


truly modern battery 





NATIONALLY ADVERTISED IN 


Saturday Evening Post 
Look «+ Collier's 
Farm Journal «+ True 
Country Gentieman 
Outdoor Life 

Boy's Life 














NEW HAVEN, CONN., U.S.A. 


4\ 





Display the sign 
of the profit line 


DIXASTEEL 


The colorful metal sign on every roll of Dixisteen Fence 
is a sure-fire profit producer, because it sells two ways 
for you. 

Displayed in your store, the sign calls attention to well- 
made, well-advertised Dixistee. Fence. 

When the fence is erected, the sign becomes a part of 
the installation—-a permanent advertisement of the fence 
you sell, 

Make your store headquarters for Dixisteen Fence. 
Barbed Wire and Staples-—the profit line. See your whole- 


saler or write us today. 





SELL DIXISTEEL BARBED WIRE 
AND STAPLES, TOO! 


Dintsteet. Barbed Wire and 
Staples are perfect companions 
to Dixisreen, Fence. Every 
time you make a fence sale, 
suggest that it be topped with 


Dixnisteen Barbed W ire, stapled 


— SPJ) )) with Dinisrees. staples. 


Atlantic Steel Company 


ATLANTA, GEORGIA 
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Christmas Is for Kids 


in This Hardware Store © 


Ne FANCY gift department, no 
i Nhuge investment in toys—and 
still Christmas time in the prosper- 
ous farming area in and around 
Hazen. Arkansas, brings enviable 
seasonal profits to the Kocourek 
Hardware Co 

Appropriately enough, the bulk 
of their large Yuletide business 
comes from the children of the 
town and countryside, to whom an 
unusual special service is given 
Tots as young as six have their 


— 


) 


. \ 


SA © 


} 


—~J*e 4 
( 


) 
e 


r 
PA 
{ 


\ 


They like to cater to the kids at Christmas. 


Result: Santa quite often buys there, too 


own charge accounts. They come in 
to buy gifts for their parents or 
novelties for themselves, sign their 
own charge tickets, and pay their 
bill 

‘Letting kids have their own 


charge accounts creates good will 
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that pays off for years,” says F. H 


Kocourek course, 


manage! Of 
the youngsters don't create much 
volume from their own small pur 
chases, but the novelty of the serv 
ice also pleases parents who are 
glad for their children to learn 
how to shop and have the respon 
sibility of owing a small bill and 
paying it themselves.” 

After school and on Saturdays 
the store has a steady stream of 
children. more on Christmas than 
eason, with a valued 
spend 


at any othe 
amount of small change to 
or charge accounts to be used 
judiciously 

One window at Christmas is de 
voted to inexpensive items that 
children can buy as gift flash- 
light knives, and small kitchen 
gadgets. Kocourek also arranges a 
pecial display panel on which a 
group of these small items are at 
tached, and this he can hold be 
fore a young shopper looking for 
a gift for his mother or father 

“Children are truly half the life 


Though wheeled goods and chairs 
ore the only large toys that Ko- 
courek stocks, children flock to 
the store to shop, choose from 
many items for Mom, Dad or pals 





our business here,” Kocourek 
“For in the 51 
operating, 
everal generations of youngsters 
Some of the kids who have thei 
own charge accounts now are 
grandchildren of the first 
tomers. They come from all overt 
the to and 
try to make them feel at home.” 
The only toys stocked are wheel 
children’s chairs. and the 
that children will 
buy for themselves all year round 
the store is well stocked 
catalogs, from which a 
other 


of 
ay years 


been we have served 


cus 


county hop here we 


good 
novelty items 
However 
with cu 
that 
immediately 
The special 
large for 


tomer may select toys 
be obtained 
the distributor 
volume is 
many other items as well as toy 

One of the most attractive 
Christmas displays in the store is 
the island fixture annually filled 
with Christmas decorations ex 
clusively—wreathes, snow cotton, 
tinsel, tree lights, and gift-wrap 
ping items. The display gives the 
store a thoroughly festive air, and 
brings people in 

Another floor fixture is filled at 
Christmas with a variety of items 
that women like—and generally 
need—as gifts. Small electrical ap 
pliances, glassware, pottery, and 
kitchen utensils have great appeal 
to children and husbands anxious 
to get “something nice, and use- 
ful” for Mom or wife 


may 
from 


order very 


A wide assortment of Christmas 
decorations and gift wrappings 
fill one whole display fixture 


we have 


the 


Right, F. H. Kocourek shows the 
panel of small gift suggestions 
he has arranged for child cus- 
tomers, which has been popular 


men include 


for 


good 


Gift suggestion 
chiefly 


quipment 


porting 
tool 
here 


camp 
of 
from 


variety 


there 


and a 


item taken and 
tock 
“Almost 


ware 


anything in the hard 
be bought as an 
acceptable gift, especially in an un- 


store can 


ophisticated, practical farming 
Throughout 
have encouraged out 


aurea the years we 
customers to 
ideal 

If 


they 
for 


tore a an 
at Christma 
exactly 
glad to 
pecially if it is 
Kocourek picked up the current 
woman's 
through 


consider out 


hopping cente! 
don't what 
get it 


new.” 


we have 


want, we 


them, e 


are 


magazine and 
the 


l ue of a 
thumbed 


ments 


advertise 


Gift 


suggestions for women are 


set aside for prominent display 


on their 


Women 


own “special island” 


magazine 


toda‘ 


full of advertisements and art 


ty] 
Ly 


about 
Wome n 


able 


countrys 
the 
them 
often 
merchandise 


ot 


custome! 
available to 


citie 


“On Christmas we 
extensively 


new product and 


on prosperou farm 
these thins 
merchant « get hi 


he can 


to buy 
an 
volume if 
Our special 
actually 
in 


ordael « 


places the 


the 
quicker than 


] 


people livir 


by erving the 


hand Or 


yin tk 


f 


and 


Cc 


the 

hnare 

upply 
ry 


newe 
the 
it become 


us 


tomer who shops from the picture 


and 


articles in magazine 


(Continued on page 70) 
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tres 
orie 


ment of Christma 
lights. and 
colorf il in ide and outst 


fixture lo! 


“Just-for Decorations” 
Fixture Lures Buyers 


acce 
tree por 
decoration 


head 


A JustT-ror-Christmas decora- dow 
tions shop, set up each year on the 
first floor of the W. W. Woodruff 
Hardware Co. several weeks be i li 
fore Christmas, has attracted hun- 
dreds of Yuletide hoppe! in 
Knoxville, Tennessee were 
As pictured it ell 


hted 
been a pel 
little bird 


ai la t 


Ornaments, lights, candles, tree stands—all 
decorating are sold at this well-adertised, well-situated counter 
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Ther 


accessories for Christmas 


Cheistinds RowoRous 
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ip t de corations 


qd churche in a 


minia- 
snow 
electric 


tand 


e and smal 
i Christmas tree 
istome! 

ations counter itself 
Christma etting. A 
di play 


nearby mans 


and there are 
like tick candy at 


and jutting 


oratior 
of counter 


a snowman on t 


ua po 
the decoration hop 
econd floor at Wood 
when transferred to the 
it did muctl better 
headed for the of 


hop j pro 
with a 


item 


1 local paper 

description of 
Jr., promotion 
excellent re ilt 


man 


ince the hop Wa 
» the center of the main 
pe ople 


early “be 


Lon encourage 
dec oration 


items are picked over 


We 


Add “Last Minute" Gifts 
To Bring Them Back 


PLAN for extra volume 
in holiday gift merchandising is a 
“last minute gift display shown 
throughout the entire Yule 
an idea that has worked especially 
well for Harland Cash 
the Cash Hardware Co 
Alabama 


Experimenting with the 


A WISE 


eason 


owner of 
in Dothan 


variou 
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methods of boosting gift sales has 
led to some definite conclusions on 
Cash's part. “We've actually found 
it important to remind customers 
of last minute gifts from Novem 
ber 15 on,” he pointed out, “even 
though there is, of course, plenty 
of time left for shopping. The 
principal value of the idea lies in 
the fact that customers who have 
already shopped in the store re- 
member the display late in the 
season, and not only come back for 
forgotten purchases, but likewise 
mention the display to friend 

The “last-minute gifts” display 
begins gathering momentum after 
December 15, and by the 24th, re 
quires constant re-stocking. It’s 
mere presence insures that many 
better-priced gifts are sold to cus- 
tomers who came in originally for 
the $1 gift items which are offered 
on the table 

The decision to feature all last- 
minute gifts on a $1.00 price level 
came through a simple study of 
buying habits, the Alabama retail 





See what a} 


. < tast MINUTE GLE \ i 
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Spotlighting Wide Range of Toys Is 






Profitable Policy for This Dealer 


er indicated. “If the gift recipient 


was overlooked until late, chance 
are that he was only a minor con 
ideration with the gift buyer,” 


Cash said. “Thus, the purchaser 
isn’t anxious to spend too much, He 
remembers our $1.00 display, a nice 
round sum, and comes back for 
those small gifts. Also, he is bound 
to mention the price bracket to 
others. That display serves as the 
springboard for the sale of more 
expensive items elsewhere in the 
store, but above all, it brings folks 
in in large numbers.” 

Among the dollar gift items in- 
cluded are sporting goods items, 
small housewares items, novelties, 
tools, toys, and many other small 
products 
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GOING ALL OuT to please the kids 
when Santa makes the rounds is 
the key to the Christmas merchan- 
dising policy of the Wheaton Paint 
and Hardware Co. in Wheaton 
Maryland. In three years, toy 
volume has doubled as a result of 
turning half the store over to toys 
from November 28 to December 
24 

The colored lights, gay decora- 
tions and a “real live” Santa Claus 
not only have drawn a 75% in- 
crease in traffic during this par- 
ticular season, but many of their 
year-round customers have made 
their first acquaintance’ with 
Wheaton Paint and Hardware at 
Christmas time 

Turning over approximately 
1500 square feet to toys, Elwood 
Harding, owner, puts garden sup- 
plies and spring goods in the rear 
and housewares to the side. With a 
$7,000 toy stock occupying six 
tables, shelves and two display 
windows, Wheaton Paint and 
Hardware readies itself for the 
shoppers with: wreathes, stream- 
ers, a tree fully decorated beside a 
red brick hearth situated just in- 
side the doorway with artificially 
glowing fireplace and, invitingly 
arranged nearby, a supply of toys 
for both boys and girls 

Harding starts’ thinking of 
Christmas in July when he visits 
local and out-of-town toy marts for 
the vast assortment of toys he 
selects ranging from inexpensive 
items through high-priced wheel 
goods up to $35. 





“Last minute gifts” counter, set 
up early in season, sticks in 
shoppers’ minds. Items are $1 


























Large Washington, D. 
C. store window pre- 
sents handtools as 
gift suggestion. In 
past years, a 20° 
gain in sales volume 
of tools has resulted 


io try to choose toy that I think 
I would have liked to have re 
ceived when I was a child at 
Christmas,” he said, looking at the 
red metal wagons workshop 
benches, construction set doll 
basinettes, cooking utensil and 
games of all kinds. “I have to keep 
in mind the family pocketbook too 
catering to a wide range of in 
comes. I must have budget items a 
well as the expensive two-wheel- 
-— 

Harding advertises in the Shop- 
ping News the wide assortment of 
toys available in his neighborhood 
store. Later he selects spot items, 
playing them up in advertisements 
He joins with the other merchants 
in the shopping center on Christ 
mas lights outside the store, paying 
$2 a front foot or $64 for his 32 
feet of frontage 

Though stocking a $500 inven- 
tory on toys throughout the year 
Harding expands at Christma 
time in accordance with the previ 
ous year’s sales picture. A 45° in- 
crease for December is usually 
anticipated over other months of 
the year. 

“I have no markdowns after 
Christmas, and thus far in previ 
ous years have practically sold out 
by Christmas Eve. I can only hope 
and somewhat suspect, that the 
same thing will happen again thi 
year,”’ he concluded 


Santa shows youngster a toy in 
this store which devotes half 
of its space to Christmas toys 





This City Window Brings 
Shopper in from Street 


A LIVELY, colorful Christn 
window of brightly wrapped hand 
tools against a setting of now 
covered evergreen timulate al 


ready heavy Christmas traffic at 


the J. Frank Kelly hardware store 
in Washington, D. C. Invariably 


expressions of appreciation § for 
Christmas gift ideas are received 
from the customer 
and skilled 
spond to the inviting window 
Flanked by Christma 


home-owne! 


tradesmen who re 


trees, 


pine cones, wreathes and garlands, 

































in the window in- 


gift suggestion 


clude uw lathe Vise of all 
types and é crew drivers and 
hammet 

We d not limit these choser 
items to any price range or special 


category,” says Melvin L. Ogden, 
general manager. He cited a 20 


gain in volume at Christmas time 
that is attributed to the window 
‘We do know from association 


with our home-owner customer 
and killed 
neighborhood what tool 
them would like to receive as gift 
during the holiday We have seen 


them come in and handle them, in 


tradesmen in thi 
many of 


quire about them and put their 


purchase off for ome future time. 











Some are 
they will allow themselves only on 
a special occasion like Christmas 
J. Frank Kelly is apparently on 
the right track, for comments indi 
cate that the window is not only a 
bright, attractive spot on this busi 
ness street, but that the hand tools 
are particularly the ones custom 
alway wanted and 


high-priced hand tool 


ers have 
needed 

Sales people are alert to sales of 
related items, and a customer who 
wants the saw in the window i 
frequently shown a vise, square, o1 
level to go with it. Other depart 
ments are therefore markedly af 
fected by the traffic drawn in by 
Christmas decorations 

“There is no doubt that our 
Christmas window helps consider 
ably,” said Ogden, “not only in 
selling what is displayed but also 
related and even unrelated items 
Paint, screws, and nails, kitchen 
and bathroom accessories all 
kinds of items are sold just as a 
result of bringing people in.” 

Ogden, and others in the man- 
agement of the J. Frank Kelly 
store have found it necessary to 
rely heavily on the attractiveness 
of their show windows to lure busy 
shoppers in downtown Washing 
ton, shoppers who otherwise might 
thoughtlessly pass up the store, for 
Kelly’s is out to persuade Washing 
ton folks that a hardware store 
especially theirs—should be at the 
top of the list for Christmas items, 
whether the practical or the most 
luxurious gift is wanted by the 
Christmas shopper. 
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This neighborhood 
store window shows 
handtools, house- 
wores and small ap- 
pliances in one side; 
wheel goods, toys 
and games in side 
shown at left 





Effective Use of Window Displays 
Boosts Suburban Store's Traffic 


“Our CHRISTMAS window is the 


device We use to point out te 


uburban customers the many at 
tractive and useful gifts they can 
get right here in a neighborhood 
tore without going into crowded 
shopping center! downtown 
And,” continued C S Young 
blood, owner of the Youngblood 
Paint and Hardware Co. in Ta 
koma Park, Maryland, “the way 
we've figured, the windows brings 
us a minimum 20° gain in wheel 
tools hand 


and appliance 


goods toy powel 
tools, housewares 

Against a background of greet! 
and red crepe paper, with tall red 
candles, holly wreathes and sprin 
klings of tinsel, Youngblood had 


set up a series of shelves in one 


window on which appropriate gifts 
for home-makers and home-own- 
ers are placed. A kitchen knife set 
an electric floor polisher, pressure 
cooker in various sizes, bun 
warmers toasters and _ coffee 
makers are displayed in crisply 


wrapped cellophane with red satir 
ribbon 
window wagon 


bicycle and toy 


tractors receive the same colorful 


In another 
tricycles, scoote! 
treatment. In corners here and 


there are hand tool gift sugges 


tion uch as drills, lathe ham 
mer and aw for the home 
owner who wants to fill in hi 


workbench kit 

A large table facing the entrance 
of the store i 
treated in red and 
topped with a Santa figure 


corre pondingly 
green crepe 
papel 
amidst a showering of tinsel. Gift 
that appear in the window are re 
peated on this table so that no cus 
tomer need go searching hurriedl: 
from counter to counter to find 
what she spotted in the window 
‘Even as we approach Christ 
mas, we are fairly well sold out 
I think, of the 
neighborhood's appreciation of our 
efforts to save them time and 
energy by reminding them of the 
suitable and useful gifts to be 
found right here, only a few steps 
from their front door. We find 
too, that as customers 
about, they often pick up other 
items around the store. Though 
the exact increase is difficult to 
a definite over-all 
from 


an indication, 


browse 


fauge. we fee! 


rise in volume season to 


’ 


season and year to year.’ 
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Top-of-the-List Electric Trains 


rhi Christma pitt dea ha 


| + brought in much new busine for 
Made Easier for Santa to Finance (Pn ee eS he 
entire tore You can make a lot 
“IT WOULD SEEM that at least continued Stuart o that youn; of kids a lot happier with just 
half of all the little boys there are ters can make their selection and what they want, and perhap 
want an electric train more than plans ahead of time, because many thought the couldn't have, even 
anything else at Christmas,” said of them use our lay-away plan and if it's late in January. And what 
J. R. Stuart, owner of Stuart’: during the early summer begin more, you can triple your electric 
Hardware in Beaumont, Texas paying 50¢ a week. They usually train busine 
But there are many families in can pay the balance with thei This is exactly what Stuart 
and around Beaumont who, for Christmas gift money.” Hardware has done 


various reasons, cannot afford an 
electric train for their youngsters 
Stuart, who had heard many a 
little boy assert in his store that he 
had “rather have an electric train 
than all other gifts put together,” 
decided to question parents, tell 
them what he had in mind, and ask 
for their comments 

All agreed that kid wishe 
come first, especially at Christma 
And so a policy was worked out at 
Stuart’s whereby they could hel 
the kids get their train 

“Almost every boy has two o1 
three uncles and aunts who have 
a hard time selecting a gift for 
them. We suggest to these kid 
and/or their parents that they ask 
the kinfolks to get together—pool 
their gift money—for a train. Or 
they can ask them to send them 
the money and let the boy pick out 
his train. By combining money 
gifts in that way, there usually i 
enough for the train. And in thos« 
cases where the gifts don’t quite 
pay the total cost, the parents are 
glad to pay the balance 

“We maintain a large stock of 
trains on hand the year round 


Electric trains are kept on fea- 
ture display the year ‘round, are 
big attraction for kids who can 
make their choice ahead ef time, 
perhaps lay it away themselves 
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Big Christmas Sales 
of Sewing Machines 


“A SEWING machine displayed 

and demonstrated in the sporting 
goods department?” 
“Yes!” says H. A. Burton, man 
ager of the Conn Hardware & 
Furniture Co., located in Stuttgart 
Arkansas. “Anyone who can dem 
onstrate a gun or aca ting rod can 
demonstrate a sewing machine. | 
often close a sale after I've turned 
a few neat buttonholes while the 
prospect watches!” 

At Conn, sewing machines are 
shown and demonstrated every 
month of the year, but at big gift 
seasons like Christmas, they are 
pushed, quite profitably, to the 
front 

Four models are usually kept in 


5 


frequently shown 
porting goods display 
window. and two in the 
department. The four 
models usually consist of two port 
able and two cabinet unit 

Men who _ indulge 


with luxurlou porting good 


furnitu 


themselve 


items are excellent prospects fot 
urprising thei 
wives, Burton says. A prospect di 

the best points of a modern 


gift machine for 


covel 
ewing machine by seeing one in 
When we interest a man 
in a demonstration, he often has it 
delivered for Christmas without 
further ado, or will send his wife 
to the store for a demonstration 
beforehand 

“It’s quite easy to learn to stitch 


operation 
} ra I 


well enough for a demonstration 

Burton asserts. “I always keep a 
few scraps of cloth about for this 
purpose. Nearly every woman who 


want 
how to use 
the demon 
ing hown how o thread the ma 
chine and use the attachment 

When the machine } old, Bur 
ton assures the customer that when 
adjustments on tension are needed, 
he will do it. After the usual 
guarantee period 1 ip, however 
he make a mall ervice charge 
for going to the home and making 
adjustments. 

“No dealer ever loses by 


a representative into the home for 


ending 


any purpose he emphasizes 
‘When we sell a sewing 
the buttonhole maker and the 
zipper foot, which are not included 
in the original purchase, usually 
are called for. Throughout the life 
of the machine, the customer needs 
needles, light bulbs, and oil—all 
upply.”’ 


machine 


of which we can 

















Most sewing machines are sold 
on time payments, with the dealer 
carrying his own pape! The 
majority of 
go either to new brides or to olde 
women who have worn out thei! 
first models or want a newer one 

Sewing machines have unusual 
display possibilities,” Burton ex- 
plained. “We like to have them in 
the windows frequently. Some 
times I make a few buttonholes 
and show them with the button 
hole maker 

“We've found sewing machines 
very pleasant to handle, and they 
present few problems in connec- 
tion with selling or keeping the 
custome! atisfied. So, for the 
fourth year now, we're looking for 
ward to a heavy volume in sewing 
machines to make Milady happy at 
Christmas.” 

“And,” Burton re-emphasized in 
conclusion, 
of the attractiveness of a machine 
for her, and they'll buy!” 


sewing machine sales 


“convince those men 


H. A. Burton, far left, turns a 
few buttonholes on sewing ma- 
chine while a prospect watches. 
Machines are big Yuletide item 





In the window, left, a portable 
and a cabinet model sewing ma- 
chine make attractive gift sug- 
gestions to shoppers passing by 
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Instead of featuring 
toys, Schaufele 
Hardware in Belle- 
vue, Ky., promotes 
power tools for Dad. 
The result has been 
continued add-on 
sales throughout the 
whole year 





Tools Take The Spotlight in This 


Store's Christmas Promotional Plan 


“LONG-NEEDED tools and a hard- 
ware store are synonymous, espe 
cially at Christmas time said 
William H. Schaufele, who has re 
versed the accepted Christmas pro 
motion procedure at his Schaufel 
Hardware in Bellevue, Kentucky 
This dealer is featuring hand and 
power tools for Dad, instead of 
toys for the kids. And Schaufel 
says past promotion of power tool 
at Christmas has resulted in con 
tinued add-on sales throughout the 
year 

The decision to deviate from an 
established practice followed by 
competitors in the area was not the 
result of snap judgment. Ther 
was no denying that a line of toy 


do increase the seasonal store tra 


fic. “But,” Schaufele said, “much 
of the hardware stock is crowded 
into easily forgotten ometime 
inaccessible place to provide a 
prominent spot for the Christma 
good Salespeople are throw! 
tride by the temporary transfer 
of regular tock, and, even with 
additional sales help, the regular 
custome! mechanic who need 
ipplie every qaay are n 
venienced by the change And 


these custome! are our bread ar 





Schaufele contends that a wel] 
tocked hardware tore otter a 
wealth of excellent iten for holi 
day pitt Ap} hance I nit 


= 
tackle hunting equipme: 


hand and power tools, to mention 
a few, all can provide a wide range 
of gift possibilities. The two and 
three-wheeled bicycles, and metal 
wagon year-round merchandise 
here—provide desirable Christmas 
gifts for the children 

The trong “Do-It-Yourself” 
trend stepped up considerably the 
ale of hand tool 
in helpir Schaufele make a de 
cision. He expanded his power tool 
line hi 
lay-away plan for power tools well 
in advance of the holiday 
and immediately after Thanksgiv 
ing, a display of wood and metal 
together with 


and was a factor 


advertising suggested a 


eason 


working power tool 
an a ortment of acce ore 


given window promotion. A Yule 


were 


tide spirit was injected by backing 
the window display with a heavy 
cardboard, life-size lithograph of 


flanked on one side 
by a woman in a housecoat admir 
ing a pop-up toaster, and a man 
other, clad ir 1 dressing 














( 


tart with the SAW 


divertor sew, the wiode 1%. 
act the toble. Crass ots, rigs, bevels 
miter, does every towing [ow 














DELT 


Him a 


Get 
pELTA'SHOP 


One Tool 
At a Time 


for Dod. Stor? 


ombine 
Deltashop be © 
and genuine D — 
Toolse—not a set of eee 


$ 
A Quality POWER Tool 


Another Product of Rockwe l 
sHop AND SAVE AT 


DELTA QuaLitY 
MAKES THE DIFFERENCE 


robe, expressing joy over the gift 
of a hand plane 

Inside the store, an atmosphere 
of “business-as-usual” prevails 
There are no. blinker 
special decorations to impress the 
customer with Christmas glitter 
The store looks much the same any 
other time of year, except for 
about ten feet across the fi ont, and 
the tool section which was ex- 
panded on an island display 

Power tools with an appeal to 
the hobbyists were given promi 
nence in the ten-foot space at the 
front of the store. Bicycles and 
coaster wagons also shared this 
space. “The combination worked 
well,” said Schaufele. “On several 
occasions the object of purchase 
was a bike or a wagon and by the 
time Mom had made up her mind 
about pleasing Junior, Pop had de- 
cided he could make a lot of use- 
ful things with a power tool. Some- 
times the opposite happened. The 
advertised tools attracted Pop, and 
a wagon or bicycle was added to 
the tool sale.” 


signs or 


§2 


While power tools received ma- 
jor promotion, hand tools and com- 
plete kits were given timely 
“plugs” together with metal tool 
boxes. The complete kits on open 
display and a variety of empty 
tool boxes displayed nearby 
proved effective. A number of tool 
box sales became a starting point 
to which tools were to be added 
on a_ systematic schedule. The 
empty boxes proved a popular item 
ince several customers admitted 
that they had a fair selection of 
tools but nowhere to keep them 

To get “tag-along” sales that go 
with the promotion of power tools 
Schaufele said that customer con 
fidence and good will are a must 
He believes that gaining the cus 
tomer’s confidence is his and the 
salesmen’s job. The good will 
aspect will be taken care of, espe 
cially at Christmas time, he feels 
by giving the customer a chance 
to buy hardware from displays 
that have not been pushed aside to 
make room for more “glittering” 
merchandise 


Power tool ad in local paper em- 
phasizes plan for building pow- 
er tool shop, one at a time. Ad 
pulls much Christmastime traffic 


Picture File for 
Top Display Ideas 


TO ELIMINATE yearly November 
headscratching and searching the 
memory for effective Yuletide 
window and interior displays, per- 
haps used or noticed in years past 
the simple device of keeping a 
“picture file” of outstanding dis 
Nearly 


gone through 


play ideas is suggested 
every retailer has 
the experience of creating a par 
ticularly effective display which 
delighted him with sales results 
and customers in a= search for 
Christmas gift only to forget, in 
a later season, how it was laid out 
what was included, etc 

A photographic or a sketched 
file on outstanding seascnal pro 
motions, advertisement window 
displays, ete., which can be put 
away and brought out each season 
may be one solution to the prob 
lem. A picture car 
answer all questions about a par 
ticular display. Or a sketch of the 
display done in an off-moment 
with pen or pencil identifying 
every item, price, sign, etc., will 
answer the same purpose. Many 
dealers have found that taking a 
simple time-exposure photograph 
is most satisfactory, for the nega 
permanent 


good clear 


tive remains as a 
record easily duplicated whenever 
necessary, and anything from the 
smallest Brownie to a_ tripod 
model camera may be used 

Where a window display is con 
cerned, the dealer simply can put 
his camera on top of a tripod, box 
or stepladder or the 
of the window di 
(when traffic is light ( 
et the shutter on tin A ten t 
30-second exposure on almost any 
standard film will produce a sharp 
clear negative on which 
signs, Santa Claus figure holiday 
trim, etc., are easily seen. Cost i 
only a few cents for film and print 
ing to thus produce a permanent 
record which is useful in half a 
dozen different ways 

The picture may be used to guide 
new personnel in building satis 
factory window or interior dis- 


(Continued on page 72 
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A view of the Atlantic City boardwalk 


Atlantic City Convention 


manufacturers and wholesalers meet 


5 ape NEED FOR increased emphasis 
on selling was the underlying 


theme of the annual joint conven- 
tion of the American Hardware 
Manufacturers Association and the 
National Wholesale Hardware As- 
sociation, held October 11-14 in 
Atlantic City 

Though sales volume will be at 
near record levels again in 1953, 
delegates recognized the reality of 
the buyers’ market, and heard va- 
rious aspects of selling discussed 
by several speakers 

In his president's address to the 
National Wholesale Hardware As- 
sociation, W. A. Parker pointed 
out “that business volume during 
the first three quarters of 1953 has 
run somewhat ahead of 1952, and 
in many lines at all-time high 
levels But we all know that 
we cannot ride the crest of a boom 
forever, and even if busine turn 
down a few points, as is now gen- 
erally expected there seems to be 
no cause for great alarm A cor 
tinuance of the inflationary trend 
and a continuance of the cause: 
of such trends, many agree, would 
be to hasten the day of real calam- 
ity for all 

“One of the great questions fac- 
ing our country today is: Will our 
people have the understanding and 


the character to permit such a 
normal healthy readjustment to 
take place? There are many who 
fee] that most of us in positions 
; leadership are not do- 
ing all we could and should do 
in helping create in the minds of 
those around us a better under- 
standing of the facts of economic 
life.” 

The buyers’ market, M1 
said, “makes it necessary for 
wholesalers once again to give 
their best attention to efficiency 
in operation, selling, sales analysis, 
ervice, 


of busine 


Parker 


sales training, customer 
cost controls, systematic contro] of 


inventories, etc.” 
Booth Pian Used 


The conference booth plan was 
operated for the third consecutive 
year and again received such fay 
orable reaction that undoubtedly 
it will become a traditional part 
of this convention. Thi yeal 
Tuesday and Wednesday after- 
noons were set aside for the in- 
dividual conferences in the Atlan- 
tic City auditorium 

Two changes in the schedule of 
events served to shorten the con- 
vention this year. The wholesal- 
ers’ first business session was held 
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on Monday morning, and the fina) 
business session was shifted from 
Thursday morning to Wednesday 
afternoon 

The opening feature of the con- 
a new event this 
year, was the presidents’ recep- 
tion held on Sunday evening 
Widely-attended, the reception 
was visibly appreciated by the 
convention crowd 

Meeting for their first business 
session on Monday morning, mem- 
bers of the NWHA heard President 
Parker’s address, discussions on 
the use of sales promotion men 
and sales meetings, a panel dis- 


vention, and 


cussion of warehouse equipment 
and operations, and a report from 
the committee on cooperatives 
The featured speaker at the 
joint ession of the convention 
on Monday night, October 11, was 
Dean Manion, former professor of 
constitutional law at Notre Dame 
and currently a practicing attorney 
in South Bend. “How Is Your Con- 
was the subject of an 
which Mr. Manion 
warned hi against the 
further concentration of power by 
the government. “There must be 
a restriction on government if lib- 


etitution? 
addre in 


audience 


erty is to survive 


Mr. Manion urged support of 
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Senate Joint Resolution Number: 
One (the Bricker amendment) 
which would’ subordinate all 
treaties to the Constitution. 

In an open session which fol- 
lowed the manufacturers’ separate 
business meeting on Tuesday 
morning, Authur H. Motley, 
an official of Parade, a na- 
tional Sunday newspaper supple- 
ment, urged a return to aggressive 
salesmanship in his talk “Use It 
or Lose It.” Mr. Motley deplored 
economic pessimism and called for 
a greater understanding of the con- 
cept of mass merchandising as one 
means of maintaining high-level 
sales volume 

Prior to this discussion, members 
of the manufacturers’ association 
heard the reports of committees 
and elected officers for the ensuing 
year. 

In an open session held by the 
NWHA on Wednesday morning, 
wholesalers and visiting manufac- 
turers heard discussions of the 
packaging problems of wholesal- 
ers, wholesaler gross margins, and 
explanations of Do-It-Yourself 
and Hardware Week by Russell 
R. Mueller, managing director, 
NRHA. In a final address, Charle 
L. Wheeler, Salt Lake Hardware 
Co., discussed the possibilities of 
promoting a hardware item-of- 
the-month 

In their final business session 
on Wednesday afternoon, members 
of the NWHA heard reports of 
committees, feature discussions on 
“The Flow of an Order,” and e- 
lected officers for the new year 

W. A. Parker, Beck & Gregg 
Hardware Co., Atlanta, Ga., was 
re-elected president of the NWHA 
while members of the AHMA e- 
lected as president, R. H. Coleman, 
vice-president and director of sales 
of Remington Arms Co., Inc., 
Bridgeport, Conn. 


7 


Manion Warns Against 
Concentration of Power 


IN URGING THE protection of our 
constitutional liberties, Dean Man- 
ion stated that America is the sole 
buttress against a rule by terror. 
The nation is the hope of mankind, 
for in the Constitution, men are 
recognized as equal and have the 
protected right to life, liberty and 
the pursuit of happiness 

However, the speaker deplored 
present tendencies “to run to the 
government” as a provider of too 
many things. And because of the 
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W. A. Parker 
President, the NWHA 


concentration of government pow- 
er, Our constitutional liberties are 
in danger 

Quoting . President Woodrow 
Wilson, the speaker said that the 
concentration of government pow- 
er precedes the death of liberty. 

There must be 
government if liberty is to survive 
God, he said, is a natural limita- 
tion on government, and without 
God, government 
most formidable authority. 

The Constitution of thi 
he continued, most frustrates the 


restriction on 


becomes the 
nation, 
Communist conspiracy, because of 
the constitutional ass 


state’s right Where power and 
authority is decentralized, the op- 


urance of 


erations of communists are made 
more difficult. For this reason, Mr 
Manion urged a continuing fight 
against the concentration of gov- 
ernment power! 

Mr. Manion referred to recent 
court decisions which established 
the authority of treaties and a- 
greements (U.N. Charter) over 
our Constitution. He called for 
support of Senate Joint Resolution 


Dean Manion 


Number One (the Bricker amend- 
ment) which would place treaties 
below, not on top of, our Consti- 
tution. 


+ 


Motley Calls for 
New Scles Punch 


IN HIS TALK, “Use It or Lose It, 
given at the Tuesday morning 
meeting of the AHMA, Arthur 
H. Motley, deplored “depression 
talk.”” He pointed to the nation’s 
record level of employment, per- 
sonal profits as a 
measure of good business. He re- 
ferred further to the nation’s ex- 
panding population as assurance 
of good business in the future 

With an indicated drop of 20 
percent in defense spending, it Is 
the job of business to encourage 
the consumer to spend 10 percent 
more to offset the drop in govern- 
ment outlays 

There must be more emphasis 
on selling, with a keener apprecia- 
tion of the concept of mass market- 
ing, Mr. Motley said 


° 


incomes, and 


Wholesalers’ Separate 
Business Meetings 

OPENING THE FIRST separate busi- 
ion of the National Whole- 
sale Hardware Association on 
Monday morning, October 12 
Thomas A. Fernley, J1 
discussed 


ness se 


executive 
secretary, briefly the 
printed report of the a 
office. Copies of this report were 
distributed at the meeting 
Secretary Fernley also referred 
to the meeting of the association's 
executive committee the preceding 
day in which members gave re- 
ports on the current level of busi- 
nes Averages were as follows: 
sales for the first nine months of 
1953 were four percent ahead of 
the corresponding period of 1952 
sales for the third quarter of 1953 
averaged one percent above the 
1952 period; inventory as of Sep- 
tember 30, 17 percent above the 
Members indicated 
anticipate an average rise 
of three percent for 1953 


ociation 


previous year 
they 
In sale 
over 1952 

The following feature of the 
program, the annual address of 
the president, W \. Parker 
given in condensed form on an- 
other page 

Speaking on 
Promotion Men,” S. D. May 


‘The Use of Sales 
Blue- 
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field Hardware Co., sluefield, 
West Virginia, emphasized that un- 
like the specialty man, promoting 
only one product or the product of 
only one manufacturer, they pro- 
mote the sale of all products. They 
help to open, new ac- 


good 


open, or 
counts and generally foste1 
dealer relations. With most whole- 
salers warehousing more than 60,- 
000 items, general salesmen can- 
not be fully familiar with all 
products. To aid in selling those 
lines that “we must keep in orde1 
to maintain our sales volume and 
profit,” his company has used one 
sales promotion man and plans to 
add another. Such an operation is 
costly and fric- 
tion between sales promotion men 


sometimes create 


and regular salesmen. But some 
lines require such special atten- 
tion 

In order to have the sales 
motion man devote time to diver- 
sified lines, his activitie hould 
be supervised by the sales man- 
ager rather than by a department 
head. 


pro- 


Duer Speaks 


peaker, 7 M Duer 
Jr., of John Duer & Sons, Inc 
Baltimore Maryland, discussed 
“How We Conduct Sales Meetin 

to Keep Salesmen Informed.” For 


The next 


sales meetings to be effective, the 
speaker aid company salesmen 
have to be “sold.” And, above all 
such meetings must be interesting 
for the salesman. Meeting hould 
follow a definite schedule so that 
the salesman can plan ahead and 
can come into the meeting with hi 
mind free to concentrate on the 
subjects at hand 
The new item 
at such meetings should be limited 
so that salesmen will not be bur 
dened with too many facts to be 
Having factory men 


being introduced 


remembered 
on hand to demonstrate product 
is effective and it is a good prac- 
tice to invite missionary men to 
the meetings. It is wise to have 
samples available along with ex 
planatory catalog Price 


changes should be issued at sales 


pages 


meetings and discussed thorough- 
ly with the salesmen 

Mr Duet tated that compan) 
salesmen are req lired to be pre 
ent for meetings as far as circun 
stances will allow. Those who mi 
meetings because of 
fully informed 


geographical 
reasons are kept 
by mail 

The session closed with a panel 
discussion of the subject, “Ware- 
house Equipment and Operatio! 











H. B. Megran, Starline, Inc., retiring president of the AHMA, congratu- 
lates the new president, R. H. Coleman, Remington Arms Co., Inc. 


James F. White, Rice nd Mille talk n omic Pach i 
Co., Bangor, Maine, chairman of the Hard e Industry W. H 
the i; ociation committe ‘ l¢ te ( | tton & erste ‘ 
Warehouse Operation erved Co., ch ! of the associations 
moderato! The panel ncluded committee on packaging, reported 
Fred P. Luthe, Luthe Hardware on an ciation survey regarding 
Co LD Moine low: Rove I net 1 and decimal packag 
Becker, Ohio Valley Hardware d ing. Excerpts from Mr. Terstegge’s 
Roofing Co., Ff nsville, Indiana ti are en on a following page 
Henry E. Sk Slo ind Brittain In discu ' the ibject “Are 
San Francisco, Califorr 1 | Current Gro Margin Ade 
W. Lucas, Jr., plant materials en quate C} es L. Hildreth, The 
neer, H. G. Davy In Boston Emery-Waterhouse Co... Portland 

Panel membe discussed seve Marne blamed the whole le 


al problen present in ther ! hardw ( ndustry for etting it 


dividual operations and explained esale | ( too low We have 
moves which had been made to ceased to take action, he aid, in 
ward olving yme of these prol cutting prices “predicated on rum 
lem Generally, no final conclu- or unsubstantiated in fact as te 
ions were d nin respect to the hat our competito are doing 
relative advantages of 1 to! The peak ad redited the idea 
warehouse \ one-story ware that |} cutt margins profits 
house are increased as a result of in 
In } talk, Mr. Becker id, “We creased volume 
do not agree that everything on 
one floor is ideal Higher Margins Urged 
Fred Luthe, on the other han 
expre ed the belief that a one- The rm Ke! irced ti tn 
floor operation lends itself more to { t ( ecogt ed the wi ( 
new ideas and change ‘ need | iy ed mal I 
Because of their interest ir ‘ Free ‘ ery to dealet he iid, 
r il of the top cheduled ( ( ed te ‘ t itional 
discu n manufacture were ! ! f< ch ee ! e been 
ted to attend the Wedne ! ‘ | e distrit 
mornir busine meetir of the t _M Hildreth criticized tl ‘ 
NWHA 3 eae ali Mane ee nl 
Opening the program with a ait il mh aise nt from twe 
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Russell R. Mueller 


to one percent 

He concluded that gross mar- 
gins are not adequate and that 
wholesale: hould have the cour- 
age to say “no” to both lines that 
carry an inadequate margin and 
business that is unprofitable to 
reach 

“Let’s spend our time and effort 
on increasing our sales with line 
that carry an adequate margin 

The next Russell 
R. Mueller, managing director, 
NRHA, discussed the past do-it- 
yourself campaign and the 1953 
Hardware Week, then outlined 
promotional plans for the 1954 
Hardware Week 

In his address, “Is We Is Or Is 
We Ain't?” Charles L. Wheeler, 
Salt Lake Hardware Co., Salt Lake 
City, Utah, outlined a proposed 
plan to increase traffic in retail 
stores. Through promotion of an 
item-of-the-month, he expressed 
the belief that retail store traffic 
could be built up and that promo- 
tion of specific merchandise each 
month would enable dealers to 
compete more effectively with the 
chains. 

In the final business session on 
Wednesday afternoon, E. C. Kies- 
wetter, W. A. L. Thompson Hard- 
ware Co., Topeka, Kansas, report- 
ed as chairman of the association's 
committee on wholesaling Mr 
Kieswetter described two mailing 
pieces which have been prepared 
for members for distribution as 
they see fit. To further sell the 
value and necessity of the whole- 


speaker, 


saler’s services, the speaker called 
for a wider distribution of the as- 
sociation-prepared literature. He 
suggested that mailing lists should 
include manufacturing supplier 
retail dealers, wholesale salesmen 
and other employees, dealer as- 
sociations and universities and 
colleges 
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James G 


Final topic of the afternoon pro- 
gram were separate discussions of 
“The Flow of an Order” by E, W 
Parker. the Wayne Hardware Co., 
Fort Wayne, Indiana and Norman 
F. Luekens, the George Worthing- 
ton Co., Cleveland, Ohio 

The convention closed with re- 
ports of committees and the elec- 
tion of officer for the ensuing 


yeal 


Associations Elect 
New Officers 


IN THEIR FINAL business sessions 
both a unanimously fol- 
lowed the 
their nominating committees in e- 
officers for the ensuing 


ociations 
recommendations of 


lecting 
yeal 

R. H. Coleman, Remington Arms 
Co., Inc., Bridgeport Conn., was 
named president of the manufac- 
turers association succeeding H, B 
Megran, Starline, Inc., Harvard, 
Ii] 

Serving with Mr, Coleman as 
vice presidents are: Franz T 
Stone, Columbus McKinnon Chain 
Corp., Tonawanda, N. Y.; Mark J 
Lacey, Peck, Stowe & Wilcox Co.. 
Southington, Conn.:; and B. B 
Wood, The Wood Shovel and Tool 
Co., Piqua, Ohio 

Members of the executive com- 
mittee elected for a three year 
term are: G. S. Culver, Richards- 
Wilcox Mfg. Co., Aurora, IIL; 
Geddes, H. K. Porter, 
Robert R 
Corp 


Inc., Somerville, Mass.;: 
Raymond, True Temper 
Cleveland, Ohio; and George F 
Wright, G. F. Wright Steel and 
Wire Co., Worcester, Mass 
Chairman of the executive com- 
mittee is John C, Cairns, The Stan- 
ley Works, New Britain, Conn 


’ 


Parker Re-elected 


W. A. Parker, Beck & Gregg 
Hardware Co., Atlanta, Ga., was 
re-elected president of the NWHA 
Serving with Mr. Parker as vice- 
presidents are: Charles L. Hil- 
dreth, the Emery-Waterhouse Co., 
Portland, Maine: Charles L 
Wheeler, the Salt Lake Hardware 
Co., Salt Lake City, Utah; and L 
T. Haines, E, E. Souther Iron Co., 
St. Louis, Mo 

Members of the executive com- 
mittee elected to serve three year 
terms are E. H. McLaughlin, 
Union Hardware & Metal Co., Los 
Angeles, Cal.: W. W. Conde, W. W 
Conde Hardware Co., Watertown, 


N. Y.; and Burrows Morley, Mor- 
ley Brothers, Saginaw, Michigan 


+ 


Excerpts from the Address 
of President W. A. Parker 


IT HAS BEEN an interesting year 
New opportunities and new re- 
ponsibilitie have faced _ the 
wholesale hardware trade as we 
have moved into what might be 
called the “uneasy follow- 
ing the truce in Korea. But ir 
spite of the uncertainty that ex- 
isted at this time a year ago, the 
fact remains that business volume 
during the first three quarters o 
1953 has run somewhat ahead of 
1952, and in many lines at all 
time high levels 

Of course, no one can 


conditions, do bu 


‘ 


under 
existing 
forecasting with any degree 
surance. But we all know we can- 
not ride the crest of a boom for- 
ever, and even if business turns 
down a few points as is now gen- 
erally expected, there seems to be 
no general feeling that there is 
cause for great alarm 

To the contrary there are many 
who feel such a readjustment, if 
not too serious, could be a healthy 
thing in our general economic life 
A continuance of the inflationary 
trends and a continuance of the 
causes of such trends, many agree, 
would be to hasten the day of real 
calamity for all 

One of the great questions fac- 
ing our country today is: Will our 
people have the understanding and 
the character to permit such a 
normal healthy readjustment t 
take place? There are many whe 
feel that most of us in positions 
of business leadership are not do- 
ing all we could and should do in 


T. M. Duer, Jr. 
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helping create in the minds of 
those around us a better under- 
standing of the facts of economk 


life 
For the first time in years we 
are again in a more or less normal 


competitive market. Only one yeai 
ago our industry was working un- 
der government regulations. With 
the removal of those controls, we 
now find that, generally speaking 
supply is in balance with demand 


The sellers’ market has changed 


substantially to a buyers’ market 
All of which makes it necessary for 
wholesalers once again to give 


their best attention to efficiency 
in operation, selling, sales analy 

sales training, customer § service, 
cost controls, systematic control of 
inventories, etc. 

In fact the 
squeeze” is already with us. In- 
flated costs for many wholesalers 
have outclimbed inflated volume 
This has 
in hardware wholesalers’ 
fore taxes in spite of the existing 
peak of volume. This net before 
tax figure was just 4% this last 
year. It would not require any 
great decline in volume to shrink 
this net figure even further, pos- 
sibly to the danger point, or even 
to the vanishing point. 

The existence of this situation 
suggests, very strongly, the need 
of closer attention to cost control 
and the elimination of unprofitable 
services and a generally improved 
efficiency in operation 

One of the greatest cost burdens 
wholesalers, generally, have taken 
on in recent years has been free 
delivery. During excess-profits-tax 
days the net cost of this new serv- 
ice was not burdensome, but it i 


so-called “profit 


resulted in a shrinkage 
net be- 


now becoming dangerously more 
burdensome day by day 

The cost of free delivery service 
ts too great for many wholesale: 


to bear under normal condition 
And yet apparently not a great 
deal has been done about it. How 
many of us realize when we sell 
goods on the same old historic sug- 
gested schedules and deliver, that 
we as wholesalers are making a- 
round 2% less margin than we 
formerly did, because we are ab- 
sorbing the cost of delivery, and 
that the retailer when he continue 
to sell at the old established sug- 
gested schedule is making about 
2% more than he formerly did 
because he is relieved of his former 
freight costs. Maybe the retailer 
needs as much or more margin 
as formerly and certainly not 2‘ 
less 

There are probably many things 








X-Club luncheon 


the wholesaler can and should do 
to fill our-all-important function 


of bridging the gap between fac- 


tory and retail store We should 
never forget we are the elling 
agent for the manufacturer and 


purchasing agent for the retaile 
We must give due consideration 
to the interests of both 
Our manufacturers 
right to expect more of us than just 
to stock their Most 
wholesalers, I am afraid, carry such 
broad lines that to sell actively all 
the lines we carry is beyond the 
human capabilities of our 
men 
Some 


have the 


product 


sales- 
definite thinking and 
planning in the direction of more 
specialization and real selling of 
our manufacturers’ instead 
of just stocking them, would seem 
to be indicated for many whole- 


uC « rd 


salers 

For our customer! 
our all-important function is to 
have the goods they need 
they need them and at the right 
price. As Marshall Field once said, 
“A successful store is one that 
stocks the right items in the right 


_ the retailers 


when 





qualities, sizes, colors and designs 
at the right price.” Of course, in 
our service to the retaile: ale 
promotion ideas and material, di 


plays, advertising aids, etc., must 
be given due consideration, but of 
greatest 


dise selection 


Importance 1} merchan 


Tied in with merchandise selec- 
tion is stock control and turnover 
The wholesaler stock turn has now 
dropped to around the pre-war 
average of less than 4 time which 
Maybe the aver 
age wholesaler should drop a lot 
of those 30,000 items we have al 
ways claimed with pride we car 


is questionable 


ried. Our average retail custome! 


turnover also has already dropped 
to the pre-war normal figure of a- 


round two times, and that is far 
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too low to compete effi ently with 
oulets of the chain type which nor- 
l tocks 
more times per year 


mally turn their hardware 
four to five 


More specialized active selling, 


and bette tock selection, better 
tock control, and better turnover 
may be a part of the answer to 
ome of the important problems 


facing u 

In conclusion let me say that in 
my opinion the hardware whole- 
aler does not have to adopt a de- 
fensive attitude with anybody. For 
over a hundred and fifty years in 
this country the hardware whole- 
saler has rendered an invaluable 
service both in normal times and 
in period of crisis We are @ 
today than at 
any time in our history. We have 
than does any- 


stronger industry 
no more he adache 
body else 

The current wholesale hardware 
dollar volume ts four time 
er than what it was in 1940, the 
! 


preat- 


ast pre-war year, and more than 
twice what it was then in actual 
volume. This 1 
proof that an ce 
continuing 


most con- 


physical 
vincing ential 
ervice has been, and 1 
to be rendered efficiently and eco- 
indicate that as 


long a ve continue to work in 


nomically, and 
dividually and collectively toward 
performing our function properly 
there is a future for the wholesale 


hardware busine 


Excerpts from the 
Address of S. D. May 


UNLIKE THE specialty man, pro- 
moting only one product or the 
product of only one manufacturer, 
ales promotion men promote the 
ale of all products, the) 
help to open, new accounts and new 
franchised dealers, they talk ad- 


open, or 
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S. D. May 


vertising, sales and promote good 
dealer relations, but like the 2nd 
lieutenant in the Army, they have 
responsibility but no authority. 

We in the wholesale hardware 
business in the United States, as 
a whole, have more capital in- 
vested, stock and sell more differ- 
ent items than any other whole- 
salers in the world. In checking 
with out friendly enemies in our 
own and neighboring states, we 
have asked these questions: 

(1) How many items do you 
stock in your warehouse? 

(2) How many items do you 
show (that is, illustrate and price) 
in your catalogs which you do not 
stock, but sell only for direct ship- 
ment from factory to dealer or 
which are obtained only for im- 
mediate reshipment te the dealer 
from the warehouse when re- 
ceived. 

The answers were amazing, not 
only to us but to nearly all others 
to whom we made inquiry, for the 
numbers of items given in the 
answers to the two questions were 
much greater than was antic- 
ipated 

Please bear in mind that this 
Association is composed of large 
companies, companies of medium 
size and small ones 

We are confident that 
hardware wholesalers are ware- 
housing in excess of 100,000 items, 
that many are warehousing in ex- 
cess of 60,000 and probably none 
warehousing less than 15,000. In 
addition, we believe that nearly 
all companies are illustrating and 
pricing from 10% to 20% more 
items in their catalogs for direct 
shipment only. This percentage is 
much greater for those having in- 
dustrial supply departments and 
catering to the industrial accounts 

Our general salesmen are there- 
fore supposed to be conversant 


some 
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and to have sellin knowl- 
ot a tremendou array of 
including everything from 
age bolts to dual temp refrig- 

from machine bolts to de- 
ric ranges and from lag 
water 


pre imatk home 


a result, we have a 


many order takers, and a 
alesman who 
tuff’ 1 
force 
Frankly, we do not blame the 
salesmen, for we think we are ex- 
pecting too much if we expect 
them to have this information 
This brings us up to the ques- 
tion of “How are we to sell those 
lines that we must keep in order 
to maintain our sales volume and 


know hi 


a real “find” in any sales 


profit? 

(1) “Shall we split our terri- 
tories and make our salesmen work 
a smaller territory more thcrough- 
ly?” 

(2) “Shall we make a much 
greater effort through sales meet- 
ings and instructions by depart- 
ment heads and factory engineers 
and salesmen to increase their 
knowledge and efficiency?” 

(3) “Shall we use Sales Pro- 
motion Men?” 

We have tried all of them with 
varying results and from our ex- 
perience, let us say that it largely 
depends upon the individual sales- 
man. Let me say right here that 
for my part, I prefer salesmen 
with average ability 
ambition and energy to a wise guy 
with a lot of lead in the seat of 
his pants 

We have split territories with 
good results and find that when 
this is done, the good salesman 
goes to work on his franchised 
items with key dealers and does 
an excellent job by concentrating. 

Yes, we have tried to increase 
knowledge and efficiency through 
instruction 
heads 


and lots of 


sales meetings and 
conducted by department 
and factory engineers. On some 
it “takes,” on others, it does not 
The results have been good, but 
this is not a cure 

Yes, we have been and stil] are 
using one sales promotion man, 
and by November will be using 
two. What are the result Not too 
hot. They cost too much. Also there 
is friction between territory sales- 
men and promotion men, for terri- 
tory salesmen resent activity of 
promotion men in their territory 
on some occasions 

Why do we have sales 
We have accounts con- 


promo- 
tion men? 


(Continued on page 68) 


Excerpts from the Address 
of W. H. Terstegge 


THE RETAIL DEALEI the last link 
betwee M: Manufacturer and 
Mr. Consumer. Even though last 
he is the mo I rtan ink. If 
the dealer doesn mer- 


chandise to Mr Consumer, he 


place orde: with any 
wholesaler, and in turn whole- 
salers do not place orders with 
manufacturers when your mer- 
chandise is not moving from their 
warehouse. The first and fcremost 
need of Mr. Retailer, is to receive 
merchandise in good condition, un- 
handling through 


qaoesn t 


damaged by 
transportation 

Not all merchandise gets to Mr 
Retailer in this Many 
packages contain too much mer- 


condition 
chandise and have too high a 
money value for the average deal- 
er to buy in full packages. In such 
cases, the wholesaler breaks the 
package that Mr. Manufacturer 
spent his time and money develop- 
ing for the purpose of insuring 
good delivery to the dealer’s store 
Money has also been spent to make 
packages attractive to help move 
merchandise and make _ sales 
easier. 

The National Wholesale Hard- 
ware Association survey reveals 
that packages which wholesalers 
must break and re-pack, amount 
to 36% of their total dollar volume 
of business Re-packaged 
items naturally run to smaller dol- 
lar value per item, and this sur- 
vey also reveals that 63°. of the 
total invoice items in a full days 
billing represent the re-packaged 
item The average 
members replying to the question- 
of the re-packaged 
items. Packing expense is not cal- 

(Continued on page 64) 


done 


expense for 


aire is 5.07% 


W. H. Terstegge 
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Why does AMERICAN make 
All Basic Chain Patterns ? 


@ Although two chains may look alike, theirend Alike in looks, yes— but that’s as far as it goes. 





*s diffe ‘su yin poor service if a substi , : ‘s ; 
uses diffe r, resulting in poor service if a substitu Probably we can suffice by saying AMERICAN 
tion is made. For instance, the three heavy 
welded chains in the middle above appear almost 
identical except for size. Yet one is designed for 


makes all basic chain patterns so you can sell the 


best (and most economical ) chain for every use.” 


Check your stock. Mark down the items to be 


general service where great strength is not re 
reordered —and—other items you are not stock 


quired, one is for logging, while the third is for 
heavy duty service. ing now so you can sell your customers the cor 
rect chains for each of their requirements. Your 


The same thing applies to the weldless chains. 
AMERICAN CHAIN wholesaler stocks many pop 


Take the two stamped, flat link chains: the 
safety chain near the left, and the sash chain ular numbers. He can get any 
near the right side. One has only to keep some- others for you. Write our 
thing from being lost; the other must carry York office if you don't 
weight and run over a pulley. know his name. 










in Canoda: Dominion Chain Co., Ltd. 
Niegere Falls, Ontario 





ea 
| American 
AMERICAN CHAIN DIVISION A 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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LAWN PATROL 


21-inch and 18-inch cutting 
widths; 1.6 and 1.1 hp., 4 
cycle engine. Leader in the 
Johnston line of precision 


...who will help you sell more JOHNSTON 


For the first time in the lawn mower industry 
Johnston offers its wholesalers and dealers a dy 
namic new approach to lawn mower sales. . . with 
an advertising and merchandising program that 


“sells the sizzle instead of the steak.” 


It faces the fact that nobody buys a lawn mower 
for mechanical pleasure . . . that what the customer 
is looking for when he walks into the dealer's store 
is the best, the easiest, the most practical way to 
have a smooth, trim, neat, beautiful... yes, 
VELVET LAWN! 


Johnston has the answer with its quality line of 
reel and rotary, power and hand lawn mowers 


for home owner use. 


fo make the buying public more LAWN CARI 
conscious and more JOHNSTON LAWN MOWER 
conscious ... Johnston has created the original 


title: VELVET LAWN...represented by a 


GASOLINE ROTARY CRUISER 


20-inch and 18-inch cutting 
widths; 2 and 1.5 hp., 4 
cycle engine. High velocity 
adjustable discharge 
chute. Safety silhouette 


18-inch 


aed, all-steel 
rear 


Write for Catalog Sheets and Complete Brochure on Johnston 


cutting width; 
hp., 4-cycle engine. Rug 
construction 


Lightweight, easy to handle 


smooth, attracfive, wholesome young lady who 


personifies fine lawn care 


Velvet will Johnston lawn 


mowers through widespread national publicity — 
newspaper, radio and television, in national maga- 


help you sell more 


zine advertising, in local dealer advertising, in trade 
journal advertising, in sales literature and in special 
promotions. 


real life 
beautiful 


Johnston asks you to select the 
counterpart of VELVET LAWN a 
girl from the famous Conover Studios in New 
York .. LAWN 
of 1954, America’s Queen of The Lawn! 


Now, 


. who will be crowned VELVET 


From the pictures on the opposite page please 
select that lovely Conover girl you would like to 
have help you sell more lawn mowers this season. 
And, remember ...when Mr. and Mrs 
think of FINE LAWN CARI 
JOHNSTON! 


America 
... they ll think of 


ELECTRIC ROTARY 
18-inch 
hp., 
Three position handle. Rug 
ged Construction, Highly 


maneuverable 


HAND MOWER 


11 cutting width; 5 


heavy duty motor All-steel 


Lightweight, 


widths 


tion easy 


Johnston lifetime 


1953-54 Program 


18-inch and 16 inch cutting 
construc 


to 


hondle. Precision built with 
quality 
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* 
America’s “Queen of the - 






Lawn” to be chosen 
by America’s hardware 
industry 









LAWN MOWERS 


which of these 
lovely Conover girls 


is your choice for 
“VELVET LAWN” of 19542 


/ 
7 
Clip and attach to postcard or drop in 
SEND IN YOUR BALLOT envelope. You don't have to be a Johnston 
k rss 


dealer or wholesaler to vote. 






JOAN TUBY 


M e for VELVET LAWN of 1954 heck 
a =a 


Johnston Wholesaler Yes No 
Johnston Dealer Yes No 


; oe - Mt bie oy 2 oR 
——< 





FRAN MILLER JOYCE LEWIS Oe ae ee 
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LOOK AT THESE 
GREAT FEATURES: 


Perfect balance—easily acces- 
sible controls— powerful positive 
drive—float type carburetor— 
weatherproof performance 
swivel control to vertical or hori- 
zontal positions, both left or right 
does all jobs: bores, under-bucks, 
rips, angle-cuts—6 sizes 14” to 30/’ 
cut and bow-saw. Low, low prices. 





Features Bolens famous quality construction 
olalemelehZelsla-vomel-t1e 14) 


Here’s the way to keep your cash register jumping with extra 
sales. The new Bolens Chain Saw has what it takes to send your 
profits climbing. This is a line you'll be proud to handle. 

And to help you sell, Bolens offers its full dealer aid program. 
In addition to national and sectional consumer advertising, 
Bolens supports its dealers with a strong merchandising cam- 
paign, as well as free direct mail and point of sale material. 
Here’s a real opportunity to increase your sales volume. Write 


today for complete information 


BOLENS PRODUCTS DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 
227-B South Park Street, Port Washington, Wisconsin 
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* flat button tips 


FLAT BUTTON TIPS ARE NOW STANDARD on oll Stanley Hinges . . . at no 
extra cost. Ball Tip Hinges continue to be available by adding “BT" after 
class number and size (as 241F —3'% x 3Y%2 —BT). 


www, 


gous 


ae 
Pil 


¢ 


The hole in bottom tip 
for easy pin removal 
is exclusive with Stanley 


MAY 
Pa eat 
. _> os 
i) 4 wo 
baht. BR 


STANLEY | (stantev) 


TOOLS 
ELECTRIC TOOLS 


HARDWARE STEEL STRAPPING 


THE STANLEY WORKS © NEW BRITAIN, CONNECTICUT STEEL 








“THE MOST FAMOUS DOORS IN THE WORLD SWING ON STANLEY HINGES” 
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now there re | WO 


GOLD MEDAL SEINE TWINES 


Gold Medal COTTON Seine Twine... 


the old reliable used by generations of 


commercial fishermen in every fishing 


port in the country. 


Gold Medal NYLON Filament Seine Twine... 


the new reliable—tested and proved worthy 
of the Gold Medal label . . . gaining in 


popularity everywhere. 


USE THE GOLD MEDAL 
SEINE TWINE THAT BEST 
SUITS YOUR NEEDS 


ud 


ye 
. QUALITY SEINE TWINES 


THE LINEN THREAD CO. INC. 418 Grand Street, Paterson 





Excerpts from the Address 
of W. H. Terstegge 


(Continued from page 58) 


culated against total sales, but a- 
gainst only 36% of sales as ob- 
viously packing expense does not 
apply to full packages 

Re-packaging expense is not the 
exclusive problem of the whole- 
saler. It is of vital interest to every 
member of the hardware industry. 

Has it ever occurred to you that 
wholesalers pay approximately 
three packaging expenses on all 
broken lot merchandise? The first 
packaging expense is naturally in- 
cluded in manufacturing cost and 
all distributors pay this when they 
purchase your goods. When mer- 
chandise arrives in our warehouse 
in a wood box, crate, or shipping 
carton and contains more mer- 
chandise than the average dealer 
will purchase at one time, that 
package must be broken 

This cost of undoing the manu- 
facturers’ package plus the dis- 
tributors cost of assorting and 
checking the merchandise careful- 
ly, and putting it on his shelves 
in most cases, equals or exceeds 
the manufacturers cost of packag- 
ing, so by this time two packaging 
charges have accrued. But now we 
have an un-packed item in stock 
that can be shipped only by entail- 
ing expenses of another box, crate 
or carton plus the labor of pack- 
aging and sealing. This last cost 
of the wholesaler is much higher 
than the manufacturers’ original 
cost because the wholesaler sel- 
dom packages two identical items 
consecutively. When such mer- 
chandise leaves the wholesaler, 
three packaging charges have been 
paid for. 

Many items are bought in too 
small a quantity to be packed in 
individual shipping containers that 
can go directly through whole- 
salers to dealers without re-pack- 
aging. On the other hand, whole- 
salers have long lists of items in 
which it appears manufacturers 
could use smaller containers 

All our wholesale hardware 
distributors should determine their 
own expense of re-packaging mer- 
chandise and compare with the 
average of 5.07%. After they have 
determined accurately their costs 
then educate and instruct their 
buyers to save some of this ex- 
pense by cooperating with manu- 
facturers especially when neces- 
sary to increase prices because of 
smaller packaging. As an illustra- 
tion, if a manufacturer is forced 
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Another merchandising 
help from Master, designed 
to increase your business. 
One of these colorful flashing signs 
in your window will work for you 
constantly . . . inviting Customers into your 


store. Equally effective on counters or shelves 





. with displays of Master padlocks nearby. 


noit’rdt?se | YOUR JOBBEp 





ae in 6 eye- FREE CHO} CE 


catching colors * 8” high by 16” wide * 
Polished chrome frame * 6-foot a | OF EITHER OF TH 
coated electric cord * Detachable flasher FLASH ESE ELECTRic 

plug * Complete with 25-watt bulb | ER SiG 


Make sales faster with 
Master Padlocks 


Y OnE AWN OC 














Master Jock Company. Milwaukee 45, Wis. 


“ " i fn 
Wadd é Lea 4 4 Si AnHMLACAUENM 
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RVLITE~VIMLITE 


“po-IT-YO 


HUGE, NEW RV-LITE 


fi} 
| | 
OL ol ENCLOSE’? 


qt-Yoursetf 
(o° 





Hottest big-ticket item in your line! Complete kit con- 
tains everything for quick, efficient enclosure of average 
size porch (or 10 storm windows and 2 doors). Or, you 
can split the kit to make profitable sales for dozens of 


other uses! 
3-PK ENCLOSE-A-PORCH KIT 





R-V-LITE | 2eady- Cut 
STORM PANE KITS 


Striking self-display cartons and self-serve floor fixtures 
speed sales of these handy, all-in-one “take-home” units. 
Colorful illustrated display-card top catches attention, 
catches customers for both low-cost types. 

R-V 48-SP and R-V 72-SP FIXTURE ASSORTMENTS 

36-SP Clear, 2-mil Vinyl Plastic Pane 

12-SP De luxe Cotton-Reinforced Pane 


ef 
iL x 


ATL ia 
‘ 


‘ 


\ 








R-V-LITE ponverosa PINE 
MOLDING STRIPS 


Holds 250 3-foot strips (total 750 ft.) in self-display carton 
that keeps strips clean and undamaged. Top grade Pon- 
derosa Pine, %” x %”, with smooth-finished flat top, 
rounded corners. Perfect for every R-V-LITE and VIMLITE 


installation. 


RT 


ae, J 


| ng wiley 
Strips Rina 


EE 


any 
af 


POWERFUL R-V-LITE 
HELPS YOU SCORE 





3-Dimensional “ENCLOSE-A-PORCH” 
Counter Display Sells Kits Galore! 
Realistic, dramatic model stops 
shoppers . . . starts sales. Yours 
FREE with request card packed 
in each kit. 


Colorful WINDOW STREAMERS Boost 
“ENCLOSE-A-PORCH” Kit Sales! 

Bold, compelling poster display 
brings customers into your store. 


Handy CONSUMER FOLDERS 
Sample Your Entire Line! 

Actual swatches demonstrate and 
explain properties of all 8 types 
of R-V LITE and VIMLITE, 


Unique JIFFY CALCULATOR Figures 
Retail Prices at a Glance! ( 
Enclosed in every roll of ad 
R-V- LITE to help speed sales. 





-MERCHANDISED 


| 
| 
| 
| 
| 


Alt- 
Dun pose 


MERCHANDISING 
HIGH IN SALES! 


(cou ate juanes ER 


Big ADVERTISING KIT Puts “Pep” 

In Your Individual Promotion 
Packed with colorful display and 
advertising material to establish 
your store as R-V-LITE Head- 
quarters. 














MAGAZINE ADVERTISING “Pre-Sells” 

Your Customers on R-V-LITE Benefits! 

Millions of messages in leading 
publications stimulate consumer 
interest ... pave the way to more 
sales for you! 


ry ee 
-. Tres - J 


All-Metal FLOOR FIXTURE Stocks & 
Displays Complete R-V-LITE Line! 
Holds 8 rolls of R-V-LITE and 
VIMLITE in compact space. 
Perfect for demonstrating, mea- 
suring and cutting. 


VERSATILITY...ECONOMY... 


EASE OF USE 
FRIENDS FOR ALL 


R-V-LITE 


y é 


( 


VIMLITE 
r 


VLITE yy 


MAKE NEW 


8 TYPES 


indoors or out — nt 


For every use — , 
. there's an 


home, farm or factory - - 
R-V-LITE or VIMLITE product. Heavy- 

ight 4-mil_ vinyl 
weight, 
stic V-LITE opens ¥P huge mar 
9g household acces 


off 


crystal-clear, 


pla 
ket for makin | 
sories. Prominent display poys 


les. 
in year-‘round so 








91 , ) AH _ 


ARE YOU CAPITALIZING ON THIS 
FREE r-v-LITE BOOKLET? 
"How to do it with R-V-LITE and VIMLITE!" 


booklet to your 
et them to 








ArveEY 


32 idea-packed pages of sales-stimulating 
suggestions, plans, and instructions that fell 
and show how to make: 

© Storm Doors and Windows © Green- 
houses ® Seed Bed Frames ® Poultry and 
Dairy House Windows © Factory Partitions 
and Enclosures ® Household Accessories 
® Porch, Patio, and Breezeway Enclosures 
and many more! 


Backed by Powerful Consumer Advertising 
in Leading National Magazines! 


Exclusive Manufacturers of R-V-LITE and VIMLITE 


CORPORATION 





Since 1905 


® 


3462 N. Kimball Ave., Chicago 18, Ill. 


Available Through Leading Wholesalers in the U. S. and Canada 





to raise his prices 2% in order to 
help reduce the re-packaging cost 
to you, it would be only wise 
and economical to pay the 2% 
and save the balance. The net sav- 
ing thus would be 3.07%. This 
saving may change an unprofitable 
transaction into a profitable one, 





or it may be able to give dealers 
a lower cost 

It is a tremendous help to whole- 
salers if all the cartons show the 
quantity, name, stock number and 
manufacturers name on the pack- 
ages. 

The NWHA has also made a very 
recent survey regarding net pricing 
and decimal packaging. On net 
pricing, where this is. practical, 
rather than list and discount, 220 
members favored net pricing. Of 
the 247 members who answered 
the questionnaire, 211 or a little 
over 85% of those answering the 
questionnaire favor decimal pack- 
aging. The answers to this last 
question would seem to ring the 
death knell to the age old custom 
of the hardware industry of pack- 
aging and selling by dozens or 
gross 

It is my understanding that re- 
tail dealers also favor net pricing 
rather than list and discount. Deal- 
ers sell items usually one by one, 
and it is easier to determine cost 
by decimal pricing and packaging 
than to figure dozens or gross. In 


HIGHLY RECOMMENDED FOR decimal pricing all vou do is move 
the decimal point to get the cost of 


Window Sash * Outdoor, all weather, a single item 


clothesline * Truck and trailer tie down rope ° 


* Motor starting cord %* Heavy wrapping cord 


Excerpts from the Address 
of S. D. May 


“use” labeled. The words HEAVY DUTY ring a bell (Continued from page 58) 


in the average users mind... .“here is a cord for rough 


“Ne find that consumers like to buy an item which is 


- ‘ tinually insisting that if we are 
jobs; indoors or out; heavy load or heavy wear to continue to represent them that 
we must use sales promotion men 
The specially trained to sell and if nec- 
xerform standard sash cord. It's TOUGH for use sary wate eur ms as OU 
f King Coffon essary operate such items as our 


dealers of their products may re- 





King Cotton Heavy Duty Cord will outlast and out 


anywhere when a cord of unusual service life and ine 


strength is required. A best seller on any cordage — quire | a 
Clothesline We can readily see that a sales 


Dryer Cord promotion man advertising, pro- 
Twine moting, and selling only one prod- 
Mason's Line uct, or the products of any one 


HEAVY DUTY Cord. = vod factory, in truth, is only a special- 


ty salesman. We endeavor to have 

our sales promotion man devote 

in Cot on more time to exclusive lines of 
merchandise other than the one he 

primarily pushes. In this, the re- 

_—— sults have been. disappointing, 
vartly because he has largely been 
JOHN H. enaAnam & co. INC. sate Bee under one of the depart- 


105 DUANE STREET, NEW YORK 8 N. Y, ment heads and not the sales man- 
ager. That system has not proven 
satisfactory and will be changed 


counter. 


Ask your jobber for King Cotton 
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15.000 DEALERS 
CANT BE WRONG! 


lL emite screen cloth won't rust, corrode or stain 
needs no protective painting is quick and easy to 
install. Every day, Lumite wins new friends in new con 
struction and in the replacement market with home 
owners everywhere. Why not order Lumite now and win 


new friends for your store? 


LUMITE’ 


cana SCREEN CLOTH 
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Get EXTRA Sales 
MORE Profits Ms sg 


with 


TANDROTINE 


the Popu lar PAINT THINNER! 








IT’S PROVEN 
IT’S ECONOMICAL 
IT’S a Quality THINNER 


ORDER 
TANDROTINE Today! 


Get ready for 
EXTRA Sales, 
MORE Profits. 





FeaPtntint & ROSIN FACTORS, INC 


bevaennew GEORGIA 


ANDROTINE is preferred by both 

painters and home-owners for use wher- 
ever a high grade paint, enamel, or varnish 
thinner is needed. 


That is because TANDROTINE is such 
an excellent thinner and cleaner ot brushes, 
as well as a remover of grease. It also dis- 
solves wax and does a hundred other house- 
hold tasks. TANDROTINE has a high flash 
point, a pleasing odor, long leveling, and 
even flow. It is slow drying. 


Get your supply now! 











PROFITABLE * MARKET 


Believe it or not, more than 6 million horses and mules 
need shoeing each year—and today their owners are look- 
ing to YOU to supply them. Horseshoes are a high-profit 
item...come packaged 10 pair to the box—easy to store, 
shelve, and sell. Stir yourself: Write now to Dept. H-2 for 
name of distributor, free catalog and pricing information. 


YOUR CUSTOMER LOOKS FOR THIS TRADE MARK——> a 
lt signifies the 
WORLD'S LARGEST 
MANUFACTURER OF 


HORSE AND MULE SHOES. | 
Hori r.. co 
Joliet, Illinois 
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so that he will work under our 
manager of sale The second sales 
promotion man will also be under 
the supervision of the manager of 
sale 

We know some companies refer 
to the sales promotion men as 
dealer contact personnel and per- 
haps that is the better name 

It is our thought that for any 
company to successfully use sales 
promotion men that it must em- 
ploy perhaps 10 or more salesmen 
that the system works best on con- 
trolled lines with franchised deal- 
ers, that complete agreement must 
be made with the territory sales- 
man to avoid friction particularly 
if either of them work on a com- 
mission or “percentage of profits’ 
basis, and that the sales manager 
must definitely be the “Boss” of 
both 


. 


Christmas is for Kids 
in This Hardware Store 


(Continued from page 44) 


Kocourek does a heavy credit 
business, especially in December 
The bookkeeper makes the double 
entry system, which he uses, as 
foolproof as possible by correcting 
and adjusting entries immediately 
to prevent errcrs 

“Experience has taught us that 
delays in correcting overcharges 
or crediting returned articles is a 
handicap to perfect record-keep- 
ing. Errors sometimes hurt good- 
will. The small customers who are 
just starting their charge accounts 
with us now will be buying major 
items on credit within a few years. 
We are as careful with their small 
accounts as we are with the larger 
ones, which produce half of our 
volume.” 


Good Market 


Kocourek said that consolidated 
rural schools, which bring children 
into town from distant areas, have 
created a valuable market for 
dealers who care to cater to chil- 
dren. 

‘The kids will inevitably bring 
their parents to the store that has 
proved its interest in children. But 
we like to make a lot of Christmas 
because it affords us the best op- 
portunity of the year to cater to 
the customers who get the biggest 
kick from Christmas and who, in- 
cidentally, promise to be our 
major customers in the future— 
the kids.” 











South Bend i 









Sees - Fetae semwes 


(E DecevER WITH THIS FREE DISPLAY 


(Si ee a for South Bend 


eer DECEIVER’ 


SUPER -LIMP MONOFILAMENT NYLON 





nsher en s attention and if Ale comp mi cs te thre 


whole story of the new Deceiver” Super-l 


; : * Nylon Spinning Line and it ul q 
Display for Deceiver” Super- —— 
. . ’ ’ = ul he omes a selt-service pick-up it v« peti ale \ hi 
Limp Spinning Line ‘ hor 
»¢ i) 
Phis practical revolving etal display yours for c price 
of the line. It contain i Twist-Free Pal each two 
New Twist-Free Pak, an exclu- 100-yard spools of line, for a total of 2406 ards of GI - 
ana OO yards each of dand Ril tests. Y« pet both the di play 





sive South Bend feature pat 
appl d. for) that guarantees « 
tomer satisfaction. Line can 






and the Twist-Free Paks tree' 


lake advantage of this u eatable otter and’ boost 


be ba ind on the reel incorre line sales. Ask your jobber now tor the No. 8000 D pla 
ly The Pak automatically 
neutralizes the twist put in the 


line by the reel 


ivé 
ce Line 


t 


°é 
bat <p Also available 1s No. 8OOOA Special Sale Water D play with 


7 
ve 12 Paks each of 6 and & Ib. line total OO yards of cach 
South Bend Bait Co., South Bend 23, Indiana 





Eliminates complicated, 
costly winders. A great saver 
of clerks’ ume. Supplied free 
with every 2 spools (100 yds New SIXPAK Display- 





each) of Deceiver® Super-Limp Dispenser 2 Special mer 
Line. Empty Pak provides han chandising unit Containing 
dy plastic re-use box. 6 Twist-Free Paks of De 
_ ceiver Super Limy I ein 
a +O, Bor if rests Adapt- 
) able tor e¢ on wall or 
j count XPAK Display- 
f Db pe er 1 Twist-Free A 
/ eal y the line 





SIXPAK Display -Dispenser 


vemnren Ven THE BEST IN RODS + REELS + LINES + LURES 
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“THIS IT?” 


Hunting is fun. So is mountain climbing in 
the opinion of some people. 
But combining the two within your hardware store 
is strictly for the birds! 
Yet many hardware dealers today are still stocking and selling 
bolts, nuts and screws the hard way. They spend many 
wasted minutes a day searching for just what the customer wants. 
In the lower right hand corner of this ad is the 
ideal remedy for this situation: the LAMSON 
Self-Service BOLT BAR. 
In the bar are 106 of the fastest-moving sizes of bolts, nuts 
and screws. Each in a separate compartment 
and marked with retail prices. 
And talk about turnover! Tests show the average 
is 6 times a year. 
Ask your Lamson distributor 
about this modern way to sell bolts, 
nuts and screws, or write us 
for the whole story. 


“7he LAMSON & SESSIONS @. 


1971 West 85th Street 
Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio 
Birmingham + Chicago 


106 most popular sires 


The modern way to sell bolts and nuts 


SOUTHERN 





Picture File 


(Continued from page 52) 


plays, when the merchant is per- 
haps too busy with other problems 
It can also be used in newspaper 
advertising and publicity. Or it 
may be used to send to manufac- 
turers, who are always giad to use 
uch pictures in house publications 
and advertising literature. It may 
even be entered in sales contests 

Nevertheless, at the end of sev- 
eral years’ time, a file of such pic- 
tures will constitute a ready source 
of ideas for Christmas promotion 
in a rush-season when the dealer is 
often stumped for effective selling 
displays 





INDUSTRY NEWS 





(Continued from page 40) 


all phases of merchandising resi- 
dential heating and air condition 
ing equipment, 

“The creation of the merchan- 
dising department is a major de- 
velopment in an expansion pro- 
gram through which we expect to 
render greater service to Coleman 
distributors and their dealers.” 
Burrows added 


NESCO Announces New 
Sales Appointments 


IN LINE WITH its newly an- 
nounced policy of coordinating 
sales and marketing programs on 
all NESCO products, and decen 
tralizing its administrative sale 
management, H. Henry Martens 
general sales manager of the com- 
pany, announced the following 
new appointment 

Vince Anson, former district 
sales manager of the company’s 
Southwestern district, has been 
promoted to manager of the entire 
Central region, with offices in the 
company's Granite City plant 

Lowell Cupp. recently appointed 
Northern district manager, will 
remain in this capacity under the 
new regional organization, with 
offices located in Chicago 

Lloyd Davidson, Southeastern 
district manager at Atlanta, wa 
promoted to Eastern regional man- 
ager in charge of the Eastern re- 

(Continued on page 74) 
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HR, 


NEW COLORFUL ‘STURDY 
HODELL CHAIN me 


MERCHANDISER », 


Compactly designed to help you 

















sell high-quality Hodell Chains 
more rapidly and profitably 


Get ready to sell more chain with this eye-catching 
new Hodell Chain Merchandiser. Ask your jobber 
for it. 

This modern Chain Merchandiser with its well- 
balanced chain assortments stops store traflie and 
constantly reminds your customers that you have the 
dependable chain they need. 

The Chain Merchandiser requires less than two 
square feet of floor space. It is sturdily built of tubular 
steel and brightly finished in red and yellow enamel, 
and available with your own choice of two fast-selling 
chain assortments. 

Your jobber can give vou full details on the Hodell 
Chain Merchandiser and chain assortments .. . de- 
signed for bigger chain profits for you...or write 
directly to us for the illustrated three-color folder that 


contains full information. 


HODELL CHAIN COMPANY 


Cleveland 3, Ohio 
Div. of The National Screw & Mfg. Co. 


ationa b 
FASTENERS , Ss ) ‘4 HODELL CHAINS P 
~/ Pd 








Ty 





CHESTER HOISTS t 
r 
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gion, with offices in New York 
City. 

R. B. McKnight, Western district 
sales manager, with offices located 
in the Merritt Building, Los An- 
geles, will remain in this capacity, 
in direct charge of West Coast sales 
operations for the company. All 
sales personnel west of the Rockies 
will report directly to McKnight. 

Martens said, “These appoint- 
ments were made in line with our 
desire to firm and strengthen the 
merchandising and sales assistance 
which we may render to our dis- 
tributors and dealers.” 


Bernz Co. Names Furst 
Advertising Manager 


THE APPOINTMENT of Walter A 
Furst, Jr., as advertising manager 
of the Otto Bernz Co., Inc., has 
been announced by Sidney J. 
Reich, president. 

Furst previously was with Na- 
tional Transitads, Inc., and the 
Brown and Bigelow Co. He is a 
graduate of Valley Forge Military 
Acacemy, and the University of 
Maryland. During World War II he 
served four years with the Army. 

The 75-year-old Otto Bernz Co. 





Give your customers what they ask 
lfor—its bad business to substitute 


Name-Brand merchandise 
means satisfaction to your 
customers, and money to 
you. Well-known, adver- 
tised brands pre-sell your 
customers before they set 


foot in your store. 


The prestige and reputa- 
tion of these makers’ brands 
guarantee high standards of 
quality assure fewer ad- 
justments, markdowns, or 
complaints. And, of course, 


products so well known and 


trusted move faster, turn- 


over and over to increase 


your profits. That’s why 
vou make your _ business 
stronger when you keep the 
force of famous brand 
names behind your selling. 
Let your customers know 
they can get from you the 
brands they know and want. 
Why be content—or expect 
them to be content—with 


anything less? 








Brand Na mes 
Foundation 


INCORPORATED 


A non-profit educational foundation 
37 WEST 57 STREET, NEW YORK 19, N.Y. 











manufactures Bernz-O-Matic pro- 
pane gas torches, and plumbers’ 


tools and gasoline torches. 





BUSINESS TRENDS 





(Continued from page 24) 


year probably will be about 20.6 
million bales, about 13 percent 
larger than that of the preceding 
season 

Prices of cotton have been very 
close to or less than the support 
price since the first part of August. 
The average spot price during 
August was 32.98 cents and during 
the first 21 days of September has 
ranged between 32.69 and 32.96 
cents per pound. 

The rate of mill consumption of 
cotton increased seasonally from 
July to August. The average daily 
rate was 22.6 percent higher than 
in July but 2.9 percent lower than 
in August a year ago 

(Continued on page 76) 





PUBLISHER’S STATEMENT 


Of Southern Hardware, published monthly 
at Dalton, Ga. for October 1, 1955 
Before me. a Notary Public in and for the 
State ond County aforesad personally ay 
Sharpless ho having been 


peared ©) A 
cording to law deposes and 


duly sworn 

save that he is the Business Manager of the 

Southern Hardware, and that the f wing 

ia. to the best of his knowledge and belief, a 
true statement of the ownership, manag 

ment, et of the aforesaid pub'ication, for 

the date shown in the above caption required 

by the Act of August 24, 191° “2 amended 
by i o lare 193 en lied im Se 

537 tal Laws and Regulations, print 

e side of this m.t t 

and addresses of the 

® re 


ess snager 


wn 
ecurity holders 
or more of total 
or any other sec 


+ include, in cases 
“ t ty holder ap 
peara upon e bor ompany as 
trustee or in any ¢ » duciary relation 
the name orporation for 
whom suc the state 
ments in the o ow the af 
fiant's full knowledge and belief as to the 
circumstances and conditions nder which 
stockholdera and security holders who do not 
appea upon the books of the company as 
trustees, hold stock and securities in a ca 
pacity other than that of a bona fide owner 
©. A. SHARPLESS 
Business Manager 
Sworn to and subscribed before me this 
Ist day of October, 19538 
SEBA J JONES, Notary Publ 
My commission expires February 23, 1954 
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recognized as such by consumers who}; 
know and demand quality...“" & 


CHAS. R. SCOBEE 







cH. 
scosea” 
Paul c 
SC Oans 
Peas) oe > 
Louisyi) 28 ilbert Paint ay 
These dealers | 1, Kentucky. * "P+ Co., 
*entlemen: . 
When we 
{ Oo ) ’ 
are proud to sell * line of eon for busine. 
for the Past ate Paints, and na “n 1928 we put 
- 4 q °Pporty ~ ro are happy 0 on in 
Pee Gee Paints: been proud to AY, that 
e © have ¢) 
re : ar "nish — 
d 1, @tc, 
Qué - oes 
‘ ° me _ 
And Pee Gee is proud of such ant ane 
j ‘ “ G@ma 
mutually profitable dealer rela- Your goo : _ nd 





tionships built up through the — Ont ri buteg in that rn tions witp 

years everywhere in the South. eae 7 bar may hay, wh I degree 24 relat fons 
The Pee Gee line is a quality a Sine a. Sey t Petaa ie es oe ofr Qn ‘ 

line, kept abreast of the latest ' Since 1929 ‘COUP Volume es oe and 

developments and trends by one reletacn | "© can enjoy » "” many 

of the industry’s most progressive a a? "Other 96 yea. shaadi 

research laboratories. Yours very we “sant 
We'd like to point out to you : _ BROS, HARDWARs 

the many profit advantages of ow) p co 

the Pee Gee line. Write now 2 xk. 7 


. some dealerships are open. 


PEASLEE-GAULBERT =r eee 


Serving the South Since 1867 
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CHENEY 


nail holding 
hammer 


Christmas 
Gift Gor 


SILVER KING 


World's Finest Hammer 


Order your Silver King Xmas gift 
boxes — now. A Practical most 
useful holiday gift packed in a 
bright, cheerful box. Every man 
will welcome this fine hammer 
on Christmas. Orde; now for 
immediate delivery. 


Soles Mepresentatves 
JOHN W GRAHAM & CO. ING 
New York NY 
SANFORD BROTHERS 
Chattencege Tenn 


ESTAS. 1030 
Henry CHENEY “corr. , 


GOTTA Facts. w. ¥., U.S. A. 


Installment Credit 
Expansion Slowed 


THE RISE IN consumer credit ap- 
peared to have slowed in August 
for in that month bank loans were 
40 million less than in July. Con- 
sumer credit outstanding at the end 
of July totaled 27.2 billion dollars, 
a gain of 365 million from the end 
of June and 4.5 billion dollars from 
a year ago 

The increase from last year, ac- 
cording to the Department of Com- 
merce, was almost entirely in 
tallment credit with the expansion 
of automobile paper the most im- 
portant facto! 

Personal consumption expendi- 
tures rose slightly from the first 
quarter to a new record Jevel in 
the second. Supported by record 
personal incomes and the con- 
tinued expansion of installment 
credit, consumer spending con- 
tinued high in the third quarte: 

Retail sales in July were about 
the same as the high average of 
the first half of the year, and 
bout six percent above a_ ye: 
earlier, Department store sales in 
August were about equal to a yea! 
earlier 


. 


Farm Prices Received, 
Paid in Slight Decline 


Received 
percent 


THE INDEX OF Prices 
by Farmers at 256 
of its 1910-1914 average on 
September 15 was two 
(less than one percent) low- 
er than a month earlier, the 
Department of Agriculture report- 
ed recently. Lower prices for com- 
mercial truck crops, beef cattle and 
lambs were leading contributors to 
the decline. Higher prices for milk 
wheat, tobacco and a number of 
other products were only partially 
offsetting 


points 





CONVENTION DATES 








Alabama Retail Hardware As- 
sociation, annual conventior 
and trade show, May 16-18 
Headquarters, Admiral] Semmes 
Hotel, Mobile, Ala. Sevretary, 
Mrs. Euna G. Ramsey, 1006 
Frank Nelson Bldg., Birming 
ham, Alabama. 


Arkansas Retail Hardware & 
Implement Association, annual 
convention, Feb. 14-16. Head 
quarters, Robinson Auditorium, 
(Continued on page 78) 
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Sel Selling 
TACK AND NAIL BAR 


@ Profit-proved by thousands of 
dealers 

@ Takes less than 1 sq. ft. of 
counter space 
Holds 180 packages, 6 each of 
30 items 
Boxes slide into selling position 
automatically 


HOW TO GET IT 


Just buy one dozen each of popular Atlas 
items listed below. Display comes packed 
in same carton. Shipping weight 60 Ibs 





Upholsterer’s Tacks, 4 sizes © Corpet 
Tacks, 3sizes © Furniture Nails, Istyles 
Wire Brads, 6sizes © Wire Noils, 4sizes 
Metaleather Furniture Nails, 5 colors 
Wire Cloth Staples ¢ Double Pointed 
Tacks ¢ Thumb Tacks © Linoleum Bind 
ing Nails ¢ Glazier Points 


FAST PROFIT! SMALL INVESTMENT! 


This is fast-moving, tnipulse sale mer 











chanedine items that every householder 
uses and keeps on hand! Priced te ive 
vouover 60 PROLTT on your mvest 


ment, 


Ask Your Wholesaler’s Salesman 


ag ATLAS 


(ATLAS) TACK CORP. 


Fairhaven, Mass. 
Henderson, Ky. 


SOUTHERN HARDWARE for NOVEMBER, 1953 













Your “invisible salesman’ 


is on the beam! 


ere T.C.1. Farm Newscaster in your area is a well 
| Known personality, and in most « es he is a quali 
fied agricultural expert He makes it his business to 
know your customers, the farmers in the surrounding 
countryside. Frequently he attends their meetings, and 
visits with them at fairs and uction On occasion he 
has even broadcast his Farm News Round-Up trom 


these aflairs 





He puts his influence and prestige to work for you 


onevery broadcast of the | irm News Round-t P I his 
program brings your custome the news they are really 
interested in——new ftarming ideas, market and weather 


reports and other information that affects thei bust 


ness. And while he has them thinking about how to 
improve their farm operations, he tells them about the 
products you sell American Fence, Tenneseal \ 


Drain Rooting and other U-S’S Steel Products 

Be sure you take tull advantage of the eflorts of your 
“invisible salesman.” Keep a tull stock of U-S’S Steel 
Products on hand, including US'S American Barbed 
Wire, Baling Wire and Steel Posts. And remind your 


customers to listen to the [.C.1. Farm News Program 





It will pay off in better sales in your store 


TENNESSEE COAL & IRON DIVISION, 
UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: FAIRFIELD, ALABAMA 


DISTRICT OFFICES, CHARLOTTE FAIRFIELD HOUSTON 


JACKSONVILLE MEMPHIS WEW ORLEANS + TULSA 


Here is the T.C.I. Farm News Round-Up 
program schedule: 


Nashville WSM ....12:00 noon T. Th. Dallas-Ft. Worth WBAP . 6:30 a.m. W. F. 
Atienta WSB ......12:30 p.m. W. F. San Antonio WOAI .12:15 p.m. T. Th. 

eades 12:15 p.m. W. F. Shreveport KWKH 12:05 p.m. T. Th. 
Memphis WMC ....12:00 noon T. Th. Houston KTRH .. 6:15 am, F. 
New Orleans WWL . .6:00 a.m. T. Th. Montgomery WJJJ.6:15 a.m, M. thre F. 


s 


U°S’S AMERICAN FENCE 
U°S°S TENNESEAL V-Drain ROOFING 


STATES STEEL 


~ 


UN ET ED 
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Little Rock, Ark. Secretary, J. 
Wayne Tisdale, 908 Rector Set YOUR OWN 


Bldg. Little Rock, Arkansas. 


Hardware Association of the Profit Pace! 


Carolinas, annual convention, 
Feb. 23-25. Headquarters, Hotel 
Charlotte, Charlotte, N ad 
Secretary, Dwyane Laws, 118% 
E. 4th St., Charlotte 2, N. C. Dealers, everywhere, are enthusiastic over 


Handle the Fastest-Selling, Most Popular 
Power Mower Line in the Field 


: : the smart styling exclusive features and 
Florida Retail Hardware Asso- profit-making possibilities of the 1954 Casey 
ciation and Georgia Retail Mow Power Mower 

Hardware Association, annual 


joint convention, April 25-27. Meet any competition, on either price or per 


George Washington Hotel, leh, ton , ‘ ' 
| rt , . wa a ’ e of small, on fine lawns, in tang ed 
CONCRETE AND Jacksonville » Fie = — cestode Ww growth Casey Mows are backed by 16 years 
W Howell, Box 183, Waycross, engineering skill, correct design, ample 
MASONRY, Georgia. power and a popular price! Nation-wide 
service organizations, for their famous en 
Kentucky Retail Hardware As- gines, assure long and efficient service 
sociation, Inc., annual conven- ae 
tion and trade show, Feb. 2-4. Over V4 Million Now in Use 
Headquarters, Kentucky Hotel, 
Louisville, Ky. Secretary, Ed- e NEW STYLING 


ward K. Keiley, 501 Republic 
Building, Louisville, Kentucky. e NEW FEATURES 


Missouri Retail Hardware As- e SUPERB ACTION 
sociation, annual convention 
and trade show, Feb. 23-25. e AMPLE POWER 
Headquarters, Jefferson Hotel, 
St. Louis, Mo. Secretary, Harry * MARKET-TESTED 
F. Scherer, 1189 Arcade Blidg., 
St. Louis, Missouri. 


formance levels, with a Casey Mow for any 





4 a Oklahoma Hardware & Imple- 

— ment Association, annual con- 

Conter Cutting Polat S$ T vention and trade show, Feb 
v."* ore ype 

3/16" thru '/2 5/8" thru 2" 2-4 Headquarters, Municipal 


No Dead Center Point Auditorium, Oklahoma City, 
Okla. Secretary, R. K. Thomas, 


FASTE Jet Drills are “speed 515 Midwest Bldg., Oklahoma Gut eilesid teeters 
designed!” The exclus City, Oklahoma and complete informa 
r , our Profit 


ive triple spiral core means triple dust a ry led 
7 ine lon moi 

exits .. . eliminates stalling and bind Tennessee Retail Hardware As- aaee teeunes. Gace 

ing. Used with any rotary, electric or sociation, annual convention, good territories 

air drill motor, installation men, re- , 91.9 . loe Gre om. Gnen 

airmen electricians plumbers, Feb . , : rags ~whaang rem wie VOOR 

{ Hotel, Nashville, Tenn. Secre 


yuilders, maintenance men and other on 
craftsmen who work with concrete tary, Morris Jones, Box 184, 


agree that the JET DRILLS fly faster Nashville 2, Tennessee 


. with less noise, too! 
Texas Hardware & Implement 


Association, annual convention 
BET TER Jet tungsten carbide and trade show, Jan. 25-27. 
cutters are specially Headquarters, Baker Hotel, POWERFUL 

designed and treated to drill straight, Dallas, Texas. Executive Direc- 
clean, deep holes into and thru con- tor. Ray M Souder, 322 Texas ADVERTISING 


crete, masonry, brick, plaster, tile . . . : T 
‘ a Ss , s 
even thru reinforcing steel imbedded Bank Bldg., Dallas, Texas, Casey Mow dealers are backed up with the 
largest advertising campaign in our history 


in concrete! : 
concrete Tri-State Hardware & Imple- Powerful ods reach 25 million readers of top 


~ “ grade consumer magarines Better Homes ond 
COST LESS ; ment Association, anual con- Gardens, House and Garden, Living for Young 
Initial pure hase vention, Feb. 8-9. Headquarters, Homemakers, Form Journal, Capper's Farmer 
. = see Hotel Herring, Amarillo, Texa pears Doge 
Saved! Jet Drills are designed to cost _ &, 4 ‘ ’ - ”“ ” . 
you less all three ways! Anyone can Secretary, M. D Shepherd, 17 to 22 cut— 
sharpen the new Jet the tungsten Canyon, Texas 1.6 to 2'2 H. P. 
cutters, and exclusive triple spiral Self- ro elled or © 
“speed design” assure you reduced Virginia Retail Hardware As- prop 
operating costs on every job! sociation, annual convention Roll-away type 
and trade show, Feb. 7-10 
les , sp r ; . 
Silent Sa mon Display Stands, Kits, Headquarters, Hotel Chamber ONLY CASEY Mow 
and Cases sell Jet Drills for YOU! lin, Old Point Comfort, Va. “ARM-GARD” HA 


Write for prices, dealer helps and other Secretary, G. T. Omohundro, Tho oni 
details. Let us prove bow Jet Drills can Jr.. Scottsville, Virginia G —_— ution 
p ¢ ‘ P ( > ard handle permite ary Arm 
"g 


rough f 
ences 


revol 


wing al 


carn extra profits for youl! 
withour 


West Virginia Hardware Asso- 
ury 


Sold Only Thru Wholesale Hardware ciation, annual convention and Cre offered re ke hen 
in 1954 


trade how, Feb 22-24 Head- 


FLY WITH JET en erenmMMNemE The KANSAS CITY MOWER CO. 


Charleston Secretary, James 


JET DRILL COMPANY C. Fielding, 1628 McClung St., 
P. O. Box X-8 Dana Point Calif. Charleston, West Virginia. 
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1332 Clay St. North Kansas City, Mo. 














MONTAGUE'’S 30-50 DEAL 

















yy, aN * 5 #3GS0 4¥4 ft. Montague 
eae tN _ this White Solid Fiber Glass Casting 
ee Rods, with two guides and 
es a tip-top, and aluminum 

offset handle with j 

cork grip... 

o> and 5 #1581 
. Ocean City Level 
Wind Reels 








Suggest d Dealer Price 





for Complete Deal ‘, 5 i ! 
\ , > 
, ae ,4 ¢ 
Ti f : 
All rods and reels paired-ofl and 
mounted in one unique 
display-carton that sets up 
immediately for an eye-opening 
customer attraction 
. : 
' * 
rU REY 


AND APPEALING WAY EVER FOUND 
TO SELL THESE POPULAR RODS AND REELS! 


You've got nothing to do! Just open the carton 
and you automatically have a carefully prepared 
display that will move these popular sellers 


faster than you've ever done before! 


Just call your jobber and ask for the Montague- 


Ocean City 50-50 Deal! 


Write for free literature, Dept. M-I1 


so® TA G7 Ib 
re 


wL2> MONTAGUE ROD & REEL CO. 





os 
q 


— Montague City, Mass. 
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New Nail Packaging 


Atlantic Steel Co., Atlanta, Ga., ha 
adopted for full time use the new 
fibreboard carton, called the Nail 
Caddy. The company plans to pack 
ave its full line of nails, rivets, and 
staples in the cartons. 


Advantages of the new Caddy are 
that it is attractively packaged, saves 
up to 25% in storage stacks 
neatly, is light-weight, offers 
greater safety as there are no 
splinters, etc., to cut hands or snag 
clothes as in the old keg packing 


space, 


and 


Atlantic Steel Co. 
Atlanta 1, Ga. 


© 


Tool Sets 


Particularly for the 
home-owner,, Stanley has de 
signed two new tool sets, the “Do-It 
Yourself” set and the “Suburban” set, 


do-it-yourself 


Tools 





five other 
Tool Caddy 
Christmas 


to supplement a line of 
tool chests as well a i 
offered to the trade for 
selling 

joth «new sets feature 
knotty pine cabinet The 
Yourself” set illustrated is a 
packed selection of 24 tool 
Electric Handyman %4” drill 
cessories, 38 items in all. The 
ban set features 34 tools 

For Christmas, packing is in the 
form of a dispensible cover with an 

which fit 
regular stock 


trong 
“Do-It 
utility 
and an 
with ac 
Subur 


design, 
top of 


everercen tree 
nugly over the 


boxe 


Stanley Tools 
New Britain, Conn. 


° 


Home Shooting Set 


The first home shooting set by an 
air gun manufacturer is a brand new 
item introduced for Christmas sales. 
Designed for indoor or outdoor tar- 
get shooting, the Crosman _high- 
powered pneumatic pistol with pre- 
cision rifled barrel is included along 


with a leather pistol holster, all- 
steel bell-ringing target, 100 target 
inserts, a carton of Crosman Super 
Pells and an instruction book that 
contains than 15 indoor target 
such as Cross Country Race, 
Five Card Stud, etc 
colorful gift box, 
manufacturers warn that it is not a 
child’s toy, but a real target set de 
signed to sell to adults. Retail price is 
$14.95 


more 
games 
Hole-in-One, 

Packaged in a 


Crosman Arms Co. 
Fairport, N. Y. 


SOUTHERN 


Floor Display Unit 


A new display unit is designed 
to hold ten MIKE Brand such 
as household twine, clothes line 
starter rope, jump rope, etc. The di 
play is semi-permanent construction 
of heavy corrugated board attractive 
ly lithographed in red and blue. It is 
shipped flat or as container for order 


Height 56”, width 22”, depth 1534” 


item 


Cleveland Mills, Inc. 
Lawndale, N. C. 


Taper Rolled Shovels 


A new featherweight type of taper 


rolled shovel is being introduced by 
the O. Ames Co., called the Ames 
Ram-Lite. Special features of the new 
include its light weight, the 
long handle, round point, averaging 
between 3% and 354 Ibs. each. Im- 
portant sections which are subjected 
to the greatest strain are taper rolled 
with rolled shoulders 


shovel 


and reinforced 
producing strength 

The socket is equipped with Ames 
patented Shock Band which strength 
ens the handle at the socket, and 
blades are tumbled finish with han- 
dles available in either clear finish 
or Ames new Burntcote fire finish 


©. Ames Co. 
Parkersburg, West Va. 


HARDWARE for NOVEMBER, 1953 








~~ ta 
ine aan alana. FIRST FAMILY OF SPORTS 
’ - 


hn 


! 
We 


~_ 
© 












































- 































































































—_ 
































‘ 


it 
™ 


“Ss 











i“ 


, 
' 















Ine 
.~ 
Se 
alll, 


} 





+ 








} 





if 
\ 














[ 
‘ 
fs 














—, 
rf 


































































































































































































[rsseme 
wiws 
ROLLER SKATES 
. 
Bristol 
FISHING RODS AND 


ADULT & JUNIOR ... ADDED PROFITS FROM SELLING Sealand. 


GOLF CLUBS 












. Yes ....this Christmas give yourself a present....the extra profits you'll 
Rain Beau make selling Sealand the First Family of Sports. 








seni ane Sealand's famous sporting goods are world-renowned . . . make ideal Christmas gifts 
= in colorful packages for all the members of sports-minded families adults, ‘teen-agers 
and juniors. Be certain that every sports-lover in your trading area knows you sell 
Springfield Sealand sporting goods. Stock sees talk .... and sell Sealand products and you and 
Ag SS all your customers will feel you've had the merriest, most wonderful Christmas ever. 
— Cow Cane Your Sealand representative will make your planning easy with the newest, most 
F exciting catalog in sporting goods history. 
c7, 
sok T Weed - 
5 Ong 
SS THE SPORTS BRAND 






ICE AND ROLLER 
SKATING OUTFITS 





MILLIONS DEMAND! 






Terrington, Connecticet 
Since /826 


SILVE R STRE AK UNION HARDWARE CO omrsrox HORTON pac am BEAU PRODUCTS CO 
. NEW YORK + CHICAGO « ATLANTA + LOS ANGELES 


THE SPRINGFIELD CO JOSEP IT wOOD CO tht TH WOOO « 
FISHING LINES 





Wire Cutting Plier sharpening is required ev 


nicked. A replaceabl 
A new kind of plier especially de ) teel spring keeps the plier in 

veloped for cutting tungsten fila- open position, ready for immediat ys 
ments, music wire, springs and other 
hard wire is announced by Mathias The new plier, Klein 
Klein is of tool steel, individu 

tempered adjusted 

Length is 5% inche 


Mathias Klein & Sons 
3200 Belmont Avenue 
Chicago 18, Illinois 


° 


New Locking Wrench 


A new adjustable wrench with 
jaws that can be locked rigid at any 
setting 1 being patented by the 
Utica Drop Forge & Tool Corp. The 
wrench also acts aS a vise-wrench 
exerting a 100 lb. grip on the bolt or 
machine component to which it i: aot 
fastened. According to the manufac Lo 
turers, this one wrench can do the i 
job of an entire kit of open-end 
wrenches and “double in brass” as a 
special vise-wrench as well 

The plier operates on a shearing A three-inch lever which snaps 
principle which eliminates the need over the handle and operates on the 
for regular cutting knives. According knurl, controls the jaw locking and 
to the company, no adjustment or unlocking action. The Utica 92 is 








available in three sizes—8”, 10” and 
12”, and is made of alloy steel with 
extra hardened jaws 


The Utica Drop Forge & Tool Corp. 
Utica 4, New York 


° 





oo Dacron Sleeping Bag 
NEW, EXCLUSIVE . = New sleeping bags featuring Da- 


cron and Dacron blends have been 


© P introduced by the American Pad & 
4 Textile Co 
Dacron, a DuPont synthetic, con- 


LOCKS BLADE AND / sidering all essential requisites for 


good sleeping bags, such as heat in 
HANDLE INTO ONE sulation value, filling bulk, compres 


durability, etc., has 


INTEGRAL UNIT y cael rege hg 
/ ) ” a superior filler, ac 


proved to 

cording to manufacture! It is 
warmer than wool, cotton or Kapok 
ind lighter in weight. It is moth, 


Now / | ) | , : | 
/ mold, mildew proot and odorles 


TWIST : 
and | j V4 f/f 
IMPACT YL. La 


PROOF! ) 
PLUS MANY OTHER == 
GREAT FEATURES AND 


eer QUALITY The Original The Hunter #61PZ 
50 Dacron, 5f 


e e can 
cost no more THAN | Automatic Grip ing, outer shell 


ORDINARY DRIVERS . pellent drill, detach 
: SCREWDRIVERS || 
ws j tress provision 








Order Thru Your Jobber and weight 11 Ib 





American Pad and Textile Co. 


UPSON BROS., INC., ROCHESTER 14, N.Y. eecantieh. Chie 
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Old Hi Says nerf 


NATIONAL LOCK 


Patent areito 


“Here's a 
salesman 
with a line 
that makes 
sense—and 
dollars” 


When your H-!| man says there's more profit for 


ANODIZED... \ 


\ 
will not discolor or wear off \ 
\ 


Exquisitely styled in satin aluminum, \ 
NATIONAL LOCKsets bring new 


charm to the modern home. Knobs, 


you in selling H-l, the largest line of fishing tackle 
in the world —listen to some of the sound reasons 


he can give to back up that statement: 


“Better Buy” H-I fishing tackle is preferred for its 
roses, face plates and strikes are made 


high quality and value both at famous fishing and 
of selected aluminum material. @ Ano 


t - ffer the 
active buying spots...with H-I you can offe zing produces an extremely hard 


widest selection of best-selling numbers...with H-1 surface that will not stain. discolor of 
you never have to miss out on a sale you always easily scratch. This surface, which is 
not an applied finish, is corrosion 


have the most asked-for tackle numbers in stock. 
resistantin any climate . Those who 
have seen National Lock's anodized 


finish agree that NATIONAL LOCK 


sets are destined to become a best 


And, because your H-I man is a specialist— sell 
ing only fishing tackle——-he knows the numbers 


that will sell best in your area. Let him show you seller in today’s growing market for 








how to feature and sell these numbers. Ask aluminum trim. Ask about it soon 


him how you can tie in with H-I's big-space, big 
Buy it from your wholesaler 
selling national advertising in full color. See 
Sell National Lock rust-resistant, button tip butts 


with every aluminum lockset. Comparable in appear- 
ance, they make a unique, attractive installation. 


your H-| man now, or write us for his name. 


Dept. 6 


distinctive hardware... 
ORROCKS | ‘ all from ] source 
<3 cae I\f NATIONAL LOCK COMPANY 


UTICA N y Rockford, Illinois 


MERCHANT SALES DIVISION 
Manufacturers of the Largest Line of Fi hing Tackle in the World 
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LOOK/ 
IMPORTANT 
TO YOU! 
What's WYewu 
IN TACKLE 


REVERSIBLE HANDLE 
MAKES 6' OR 7' ROD 


— * 


ed 


List $11.95 








No. 804 
Simply reverse the handle to make a 6 or 
} ft. tubular spinning rod. 14 fine models 
for fresh or salt water, listing at $8.95 
to $23.95 





SOLID GLASS CASTING ROD 


* 





a 
No List $5 9% 


Solid glass, 4 guides, spiral silk winding 
A Guaranteed sales builder 10 great 
models from $2.98 to $9.9 





SOLID GLASS SPINNING ROD 


—— 


No. 605 List $6.95 
Perfect action, 2 section, 3 guides. 4 


Super Spin models at $5.95 to $7.95 





TUBULAR GLASS 
BOAT TROLLING ROD 


eR bs. . é 


oes 


List $8.95 





No. 1002 
Fiamed fancy handle !8 models for all 
salt & fresh water fishing. Finest values 


made 





JOINTED BAMBOO POLES 





List $1.79 


New Perma-bond brass ferrules are bond 
ed to the poles Straight high quality 
bamboo. 7 styles in all lengths. List from 


50c to $4.25 


Sold by Leading Jobbers Everywhere 


Sz. Groce WORLD FAMOUS TACKLE 
WRITE FOR YOUR FREE CATALOG 


St. Croix Corp. UNITY, WIS. 








Caulking Compound 


The Dicks-Pontius Co. recently 
announced that its White Caulking 
Compound is now available in a 
giant-size collapsible tube 
ing 1/10 gallon. The tubes are in ad 
dition to the regular cartridge and 
can packing of D-P Caulking Com- 
pounds. 


contain 


As the tube has a “built 
plicator 
necessary to apply the 
D-P White Caulkin 
designed for use in ean 


pout, no implen 
Compo 


around window and door frame 
chimneys, roof flashing cornice 
bathtubs, sink and also for crack 
in concrete, masonry, et 
Dicks-Pontius Co. 
Dayton, Ohio 


° 


Nylon Paint Brush 


With a dramatic den 
(see photo) showing how it new 
processing methods produce a maxi 


1 


mum of flagged ends in nylon brush 


filaments, the Wooster Brush Co. i 
introducing to dealers its new line of 
Multiflag nylon brushe 

The demonstration consist of 
pressing filaments of an ordinary 
nylon brush and those of a Wooster 
Multiflag nylon brush simultaneou 
ly against a plate glass. The effect 
permit the viewer a “walls eye” com 
parison, the flagged ends of a Multi 





Correction 


James Heddon’s Sons advertist 
ment on page 82 of the Septen 
ber issue incorrectly listed the 
price of the Tiny Crazy Crawler 

$1.35. The correct price i 
$1.50 


onstration 


flag brush giving greater mass cover 
age 

The new 
all general consumer nylon wall and 


brush is now available in 
varnish models 


Wooster Brush Co. 
Wooster, Ohio 


. 


New Drill Kits 


[wo Mall Drill Kit the 1000 & 1 
ind the 400 Deluxe—offer “do-it 
yourself an 1 choice in what the 
Mall Co i complete ‘home 
vorkshop in a box’. With the ™%’ 
Mall Drill Model 149B as the pow 
unit in each kit, the pe oO 

1 i Vood Or mie 

ile, sharpen kniv 
polish furniture and 
repair and inst 


paint and othe 


1000 & 1 
the 149B 
drill bi 


ipbra 
pad; 3” grinding 
ing wheel: 3 
tirrer; poll 
rhe case 1 

The 400 
itt ichmer! 
backing | 
wool bonne 
larger. Th 
bag for the 

mewhat irg 

The 1000 & 


$29.95. the 400 


Mall Tool Co. 
77258 S. Chicago Ave. 
Chicago 19, Ill. 
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Here’s a better ) ; $ $ ‘$ 
“IMPULSE ITEM” _,*- 
Priced for fast /| ( | 


NEW Golden Rod 
PISTOL OILER 


The perfect Pistol Oiler for 
Home, Shop, Garage and Service Station 


The newest member of the famous family of Golden Rod Oilers! 
smoothest action to deliver a 
single drop of oil—or a stream! “Lipped” spout tip for easy 
opening of oil cups. Flared container of polished aluminum for 
best appearance and stability; fits the hand! 










Precision engineered pump and 


enamel 
oiling need. Sold only in 


Top cap ind spout in Golden Rod yellow baked 
Rigid or flexible spout styles for every 
QUIC KSALI Dis} lays six Oilers 
of a kind per display 








a 








~ 


*600 


RIGID SPOUT 


#6005” Rigid Spout; 5-oz. Capacity 
6 Oilers per display; Shpg. we, 2% Ibs 


6 Displays per carton; Shpg. wt, 17 Ibs 








FLEXIBLE 
SPOUT 





7 606—6" Flexible Spout; S-oz. Capacity 


6 Oilers per display; Shpg. we, 244 Ibs 


6 Displays per carton; Shpg. we, os 
Tew QUICKSALE” Displays v 
ttatGin—uws 1\ 


ogo ; j t i TIeX PH 


t 











ORDER FROM YOUR LOCAL JOBBER 


DUTTON-LAINSON CO.. 
Cort 02] 


HASTINGS, NEBR., U.S.A. Since 1886 
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STRINGER ’ 


Full 60 inches 
long 8 slide 
hooks with } 
extraend 
hook. Welded link... 
cadinium plated. Hooks 


wr high tension steel A 
\ 
\ 


3 


\ 

y 
OuAG Em 
STRINGER 


, ) Fut length 
welded link 
cadmium plated. 9 
fixed safety snaps 
with center swivel 


for rotary action 


PSiring ‘em CORD STRINGERS 


Made from No. 4 hard braided Mason 
line. Ring and needle of non-rusting steel 
4, 6, 9, 12-f 
lengths. BL series same except 





Four sizes 








for brass spike and 
ring () 
Ye 
| 6in1 /@ uy 
Cord tf \ $-6 
Stringer <i Nf 
SY) 


The stringer with the! 
SIX DISTINCT USES ed 
1. Fish Stringer A ie | 
2. Hook Disgorger * y* “\ {fv 
3. Fish Scoler i A 

4. Measuring Rule j 57> ‘ 

5 


Bottle Opener Wes ut 


6. Screw Driver 


FRABILL Manufacturing Co. 
234 W. Florida St., Milwaukee 5, Wis. 





























SELLINA 


The No. 133 o> 
"Yankee-Handyman" 
with quick-return spring 
equipped with ',” bit 
for driving screws. 

@ The No. 233H 
“Yankee-Handyman” 
. «» the complete tool 
With quick-return spring 
Transparent magazine 


hondle. Supplied with | 
“and '(” bits. Three i 


drill points: “au”, “u’, 
ond “u” for boring j 
holes in wood. | 


“YANKEE-HANDYMAN”) | 
SPIRAL RATCHET 
SCREW DRIVERS 


One whirl of the fast 
spiral with the quick- 
return spring and your 
customers get the idea 
. and you get the sale. 
One tool that drills, 
countersinks, and drives 
and draws screws. 
That’s a spot-seller in 
any store, any day. 
Extra sales for you in 
the No. 330H Accessory 
Pak, as a companion to 
the No. 133H Screw 
Driver. Pak contains 
extra ,°;” bit for 
smaller screws, 
3 drill points 
for boring holes 
in wood, and 
a countersink. 


Uf vannes 
Hanovman 


REW ORiveRs 


No. 330H Accessory 
Pak with *.” bit, 3 
drill points and 
countersink, 


NORTH BROS. MFG. CO. 
215 West Lehigh Avenue 
Philadelphia 33, Pennsylvania 


Division of Stanley Tools 





Weedguard Spinners 


Weedguard spinners are now avail 
able on three models of the Fred 
Arbogast Co Hawaiian Wiggler 
eries of fishing lure Attached to 
the ends of the flopping wire weed 
guards, the new spinner 
to the manufacturers, provide the 
extra flash often needed for big bas: 
and game fish 

The new device i 
“s-0oz. bait-casting sizes of the No. 1 
(deep running), No. 1% 
depth) and No. 2 (shallow running) 
Hawaiian Wigglers. The new model 
of each of these “no snag up” baits 
also carries a front spinner, larg: 


according 


available on 


(medium 


rubber Hula Skirt and trailer hook 
assembly. Each features the chara 
teristic “Hawaiian” action, and car 
ries a No. 3/0 hook, comes in a choice 
of 5 body colors, and retails at $1.25 


each 


Fred Arbogast Co., Inc. 
313 W. North St. 
Akron 3, Ohio 


o 


Bantam Propane Torch 


A small propane (bottled ga 
torch, the Bernz-O-Matic Bantam, | 
designed especially to meet the re 
quirements of “do-it-yourself” han 
dymen who need a small, easy to 
handle torch for fine work or who 
use a torch only occasionally. It 1 
said to be instant-lighting at any 
temperature down to 30° below zero 
and burns steadily in any position 
The burner is said to give i clean 
smokeles pencil-point flame that 
develops a temperature of 2300) F 
700 hotter than a 
torch 

rhe torch is 7” long, weighing 19 
oz. full. Fuel eylinder i 235 in 
diameter. A full cylinder can burn 


rasoline blow 


teadily for 10 to 12 hours, depending 
on the size of the flame When 
empty, the fuel cylinder is simply un 
crewed from the burner head, di 
caracd, ind replaced with a new 
cylinder. A_ self-sealing valve pre 
vents leakage of the propane fuel 

The Bernz-O-Matic retails at $4.95 


Otto Bernz Co., Inc. 
Rochester, N. Y. 


. 


Masking Tape Display 


A new counter display cabinet that 
Live retailers “a complete masking 
tape department in itself,” is an 
nounced by Minnesota Mining and 
Manufacturing Co 

Designed primarily for hardware 
and paint store use, the new cabinet 

called Deal H-2—hold 
resale roll assortment of 
brand masking tape in individual 


con ple te 


‘Scotch’ 


price-marked boxes or sleeves 


The deal’s all wood cabinet occu 
pie le than il i juare foot of 
counter pace ”" high, 114” 
vide, and 6” deep), and is compart 
mented to hold variou ize rol of 
masking tape 

Deal H-2—packed complete in one 
shipping carton+-includes 12-89¢ roll 
'%4-inch-wide by 90-feet long; 24-35¢ 
roll ,-inch by 30-feet; 12-59¢ roll 
lie-inch by 300-inche ! the 

binet. List price $26.16 


Minnesota Mining and Mfg. Co. 
900 Farquier St. 
St. Paul 6, Minn. 
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"MAN, THESE 
HOOKS REALLY 
PULL'EM IN!" 


thats 





ip 


riehet! 
Hand, 

Hook 

fixtures 


are selling 


aN like crazy 











<= one ot the 

—_ biggest, fast 

Lae ee A \ turnover, vol 
| HAROWARE "| ume, house- 
le SPECIAL | | hold lines in 
vears But 

ad there's more to it 

than that. Because 








of Handy-Hook fix 
tures, other things 
are selling, too! 
Household items like 
kitchenware and tools 
and virtually everything 
that can be hung on 
Handyv-Hook fixtures 
Fact is, as dealers coast to 
coast have proved, Hand) 
Hook fixtures are 


*Customers, that 
is... with cash 


in hand and 
buying in / A NATURAL FOR 
mind! —_/ RELATED SALES! 


every ume you sell 


Remember 
Handy-Hook fixtures, vou're 
talking to a potenual customer tor 

anv number of higher priced, highe: 
/ profit items It's a  sales-hbuilding 
line as well as a proven profit-builde: 


in its own right. Get details today! 







USE GARAGE - WORKBENCH + BASEMENT 
IN LIVINGROOM + BEDROOM 
PARTITIONS 


ep KITCHEN + CLOSETS - BATHROOM 










SELLING TOOL 
BOARDS HELPS YOU 
SELL MORE TOOLS! 








ASK YOUR JOBBER OR WRITE 


MODERN DISPLAYS, INC., 12891 MT. ELLIOTT 
DETROIT 12, MICH. PHONE TW. 3-9400 
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This can 
is loaded 


-«- with quality, sales 
appeal and profits! 


Of unequalled quality, D-P Glazing Compound ties-i: 
perfectly with today’s vast “do-it-yourself” market 

for anyone can easily apply it and get excellent results! 
Holds tight, seals permanently! It's not a substitute for 
putty but a truly elastic glazing compound. Ideal for many 


other home repair jobs in addition to glazing and that 


means a big bonus in consumer appeal. D-P Glazing Com 


pe und is white! It's rea ly ik iS¢ just as if comes in the 
can — will not harden! Packaged in eye-catching, red and 
black car 1 lb. and up. Order from your jobber today 


stock and display— watch it 


we 


pound too! 


AY 


\ 


-P | 
a Caulking ©O™ 


Perfect for sealing cracks and crevices around window 
and door frames, concrete, masonry, chimneys, roof flash 
ings, bathtubs, shower ink many other places! Of 


easy to use! Available in handy, col 


highest quality 


lapsible applicator tuhs ipprox. 1/10 gal. Ten tubes 


in attractive display box. Order from your jobber now! 


For 86 years—the quality leader 


The DICKS-PONTIUS Company 


g DAYTON, OHIO 


Alexandria, Va. * Decatur, Ga. * Dallas, Texas 


DP 


87 


Rack Up More Sales « Rake in More Profits 

“in REEVE Shure Sell 

GARDEN TOOL 
DISPLAYERS 


The new improved REEVE Shure Sell 
Garden Tool Displayers are being wel- 
comed by hardware men everywhere 
as the most practical, economical and 
sales-producing advancement in gar- 
den tool displayers in the past 10 years! 
Easy to Install... Last a Lifetime... Steel 


for Strength . . . Riveted Construction for 
Durability... Durashine for Gleaming Beauty! 


SHOVEL 
DISPLAYER No.418 
Holds 6 long handled shovels, 
spading forks, cultivators, lawn 
edgers or similar tools 


RAKE — PITCHFORK 
DISPLAYER No. 420 


Holds 8 rakes or pitch- 
forks in a neat step- 
down row 


HOE DISPLAYER No. 417 


Slanted single bar with 8 
slots for hoe display 


Flexible, interchangeable 


Items above are slotted for 
use on steel rails...Or 
may be screwed direct 
to wall. Displayer rails 

supplied as shown 


WOOD CABINETS ARE NOT FURNISHED 


“D” HANDLE TOOL DISPLAYER No. 09 
a Used in pairs these steel 


brackets provide space 
saving displayers for 
posthole diggers, forks and other tools best 
displayed at floor level 
Send now for brochure giving 
full description. 
Descriptive Cataiog 
Send for it today! Hundreds 
of new improved items from 
ticket holders to large display 
units. 








REEVE COMPANY 


Serving America’s Retailers since 1913 


P.0.-Box 276 «+ Rivera, Calif 





New "Recurve" Bow 


Accor 
Compan 
hown that 
archer hy 
After the 
for accurac, 


tallation 
casing 
Designat 
bronze 


camera confir 

that the design 

workings il a 
The bov teel hub; and guid 

Weight 

ame i it half-draw Recu! 

‘soak up the 

the end of the action by 


liffuser of bronze 


araw araw 


tremendou hock ‘e 
in the 


RPM 


na corro m 
! H.P. 3500 


Goulds Pumps, Inc. 
Seneca Falls, N. Y. 


¢ 


Leaf Mulcher Attachment 


Worcest 


through.” The 
and ay 


action to “follow 
bow 1 61” longs illable 
weights from 30 to 60 Ibs. Company 
claims it to be “the fastest, smoothe 
cr aesigned 


most powerful bow ¢ 


Paul Bunyan Glass Products 
Minneapolis 5, Minnesota 


+ 


Deep Well Unit 


deep well vater 


A new low-cost 
ystem, designed to provide iter 


farn uburban home 


announced by Gould Pump 


ervice for 

etc... } 

Inc 
While the 


igned for use 


unit 


Worcester Lawn Mower Division 
Savage Arms Corp. 
Chicopee Falls, Mass. 


SOUTHERN HARDWARE for NOVEMBER, 1953 








Roof-Patching Membrane at uses Ser the poatert ans ar Lawnmower Headlights 


Handifab is the name 
root p tclring membrane 


Designed t 


gl fibre 
through whole 
ers 


Gibson-Homans Co. 
2300 Woodhill Rd. 
Cleveland, Ohio 


* 


Safety Products Folder 


A new ix-page, 8! by 11-inch 
page folder on marine safety product 
contains a complete description of 
rapatco life ave vests for children 
ind adult uoVant wat cushion 
motor cove ig UOY and boat 
fenders, life aft wat covers, and 
tailor made boat seat cushion 

Illustrations are in full, natura 
color and ize tvle color hip 
ping weights, et ire listed. The new 
folders on both the marine and out 

This membrane, formerly availabl« door = line ire distributed through 
only in large rolls for ile to roofing regular Tapatco channels but may be 


oo} 
contractors, is packaged in a display obtained along with price lists by 


carton holding 12 pieces, each of vriting the home office 

which is 6” wide, 12° long, and is in 

dividually wrapped in a cardboard The American Pad & Textile Co. G. W. Davis Corp. 
leeve which picture six of the Greenfield, Ohio Richmond, Indiana 











Site Master SUPER DELUXE FD 51-SRNT-2 


Sold exclusively through Jobbers ©@ Write for Free Colorful Catalog 
CONSOLIDATED METAL PRODUCTS COMPANY « CINCINNATI 2, OHIO 
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No stock to buy... 
no charge for display 


Here are displays which are 
refreshingly different—modern in 
design, traffic-stopping. And you 
pay only the cost of the applied 
hardware (as shown). There's no 
charge for the display piece, no 
stock to buy. Order your Stanley 
Cabinet Hardware point-of-sale dis- 
play by number from your dis- 
tributor today. 


The Stanley Works, New Britain, Conn. 


STA 


Reg. U.S. Pat. Off. 


HARDWARE ® TOOLS ® ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 





90 





Linoleum Finish 


Said to “make old linoleun 
like me new Resin-Free 
Ra \ Hidk lr ul Fini } 

y to appl 


all oil Das ] Ca to 
extra fast nd 
overnight, according to 


facturer:s 


rendered 

stain proot 
brush or 

floor or 
fast-dl 


Linoleum ij water-p 


grease-proot and 
finish 1 
and i 
wood 
protective 


applied by 
good on wood 
where a 
required 
$1.65 qt., 


urface 
finish i 
price of the finish 1 


gal 


Linseed Oil Products Co. 
1107 South Fremont Ave. 
Alhambra, Calif. 


° 


Cylindrical Lock 


The Corbin 
residential cylindrical lock, 1 


] 


Guardian, low 


iccording to the mani 
turer to complete the firm’: 
gram to offer cylindrical locks i 


dauced, 


price range 
External part 
olid bra bronze, and 
There are no 
rose no die-cast parts are 


of the new loc! 
crews in knob 
used 
all interion 
zine-plated and dichromated 
Installation, according to the 
i elf-aligning, and 
two standard size holes and a 


working parts are 


require 


root 


The 


spray 


any 


ying 


Re tail 
$4.65 


priced 


intro 


f 
i if 


pro 
n all 


irt 


aluminun 


or 
ana 


tee 


firn 


ony 


hallow 





Here's the line of Insect Wire Screen- 
ing that’s bwi/t to last... and sells fast! 
Keystone Wire Screening meets de- 
mands for every need today in new 
work. Made by 


methe rds, 


and replacement 
modern manufacturing 
Keystone quality is carefully control- 
led to assure outstanding strength, 
durability and eye-appeal in every 
roll! Aluminum, Bronze and Galvan- 
ized Insect Wire Screening available 
in all standard widths and meets 
U. $s. Department of Commerce Com- 


mercial Standard 138-49. 


KEYSTONE WIRE CLOTH CO. 


Hanover, Pa.- Fostoria, Ohio 
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Meet 
LUCKY 
BUNNY 


Junior? 





¢y GRIFFIN 


Newest, hottest, most irresistible 
Spin and Fly fishing lure! 
@ Spin fishermen are raving about this new lure 
Not only an omen of good luck 

because like its father it’s made 
from a real rabbit's foot— 
but its life-like appearance and fish-luring 


tactics make this a must for every 
tackle box...And we're going t tell 
every fisherman about it by idvertising 


in many men’s and outdoor magazines 


That’s a lot of Spin and Fly enthusiasts 
YOUR SALES WILL ZOOM with LUCKY BUNNY lures! 
Order from your jobber today and get your stock in early 
Tenite head in flashing red, green, yellow 
BAIT CASTING + ‘2 oz. + $1.35 each + $16.20 dozen 
FLY & SPIN + 4 oz. + $1.25 each + $15.00 dozen 


LUCKY BUNNY BAIT COMPANY 


3256 West North Avenue e Chicago 47, Illinois 








For more than 50 years Griffin 
hinges have been known for their 


fine materials and workman- 


a 


ship. Griffin hinges are 
part of a wide variety of light 
builder's hardware 


quality produced by 


Griffin 





R NEEDS THREE 


WOOD SCREWS 2 ~~ RI FFIN ial 


PHILLIPS OR SLOTTED? FLAT, ROUND OR ? : ‘ 
ieee anufacturing (hmpany 


They're in stock at Southern 


All made to Federal Specifications FF-S-llla. Also in ERIE e PE N N SYLVA NIA 


THE B. S$. ALDE® COMPANY 
45 Ww en Street 








steel, bra aluminum and all popular plated finishe 


Shipment from stock New York 7, N.Y 








HARVEY D. RUSH & SONS WALTER S. JOHNSON AR SONS EC H. FARRAR 
For « er drivit — oe : , , 7 4638 Nichols Porkwoy 917 St. Chorles Avenue 6637 { Drive 
asl l Villé ‘ 1 Cl “ i MUIR iUDTIcaled irece Konsas City, Missouri AY ’ Ge ;ia c “ lesen 
on request WILBUR H. DAVIS H.C. GLOVER CHARLES L. LEWIS 
1639 W. Forgo Avenue 2611 « , Bivd i Marbe eet 
Write us for information and free catalogue. Box 68-S Chicoge 26, Illinois Baltimore 16, Maryland = San f » 3, Cali 
GEORGE A. GREGG ROY L. ROGERS ® F BEVERS 
17134.6 Wyoming Avenue 914620 Garfield Street 4424 + 60th Street 
SOUTHERN SCREW COMPANY Deivet'21, michigon” —Danver 6 Colorede Seattle, Werhington 
: AUSTIN & EDDY INC WwW. Cc. MEIBAUM & CO t. G. FULLER, : 
MANUFACTURER OF WOOD SCREWS = 115 Broad Street 6954 Oleatha Avenue 6aay jton Rood 2 
= ‘ n P ach ‘ ‘ ) Jacks wipe = 
STATESVILLE, NORTH CAROLINA Tin, Coston, Massochuseits eee aie path tan _— 
Factory Warehouses ———=S=S=="_—¥X—X—X—¥—SXSsYS—S—S—Ss—Ss—SsS—SX—Ss—S—Ss—S—S—S—SSsS—SsSsSssSX—_ — 
North Bergen. N. J. © Chicago !0, | * Los Angeles 23, Calif 
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the straight ‘ 

line to lower 
prices and 
bigger profits 


“best of all’ 


POWER TOOLS 


As a dealer of 
world-famous 
Mall power tools, 
you deal directly 
with the factory 
representative 
no middle-man 
RESULT: lower 
prices, bigger 
profits, and better 
service. What's 
more — Mall gives 
you the world’s 
DRILLS most complete 
line of tools and 
accessories 
the open door to 
profitable repeat 
business 


MALL TOOL COMPANY 
714 S$. Chicago Ave., Chicago 19, lilinois I 


7 
Send me complete detaila on how TI can 
0 suthorized Mall Dealer 





thick 


P. & F. Corbin Division 
American Hardware Corp. 
New Britain, Conn. 


a 


Home Boundary Fencing 


Aimed at providin 
boundary fence at low 
& Bennett have announced 
ized welded fence which homeowne! 
can erect themselve 
hun n place without 
According to the 
thi fence ha the 
vanized finish alter 
on highest priced fencit 
ct Ing innovation mak 
quality finish althoug 
le than the cheape 
fence with a relative 
ing 


> 


Uniform 2% 


specification d 
stronger 


welded m of 50 
iuge wire with heavy hot diy 
ish. Width 24. 36, 48, 60, 72 


fir 


Gilbert & Bennett Mfg. Co. 
Georgetown, Conn. 


Wallpaper Paste 


tain nor shrink the 

Ipaper, accordin 

ture? vho also state that 

offer i stron idhesion, slides ¢ 

or accurate hangin, and 
tored without fear of wa 
will not cake in the box or 
aissoly quickly in hot 


Consumers Glue Co. 
1515 North Hadley 
St. Louis 6, Mo. 





SELL 


LUBRIPLATE 


the white 
lubricant of 
a thousand 
UusOs 











’ , 
LUBRIPLATE 
4 ai 4 
SELLS 
09 Bs Bs Bai 


because... 


IT LUBRICATES BETTER ! 


Letters pour in from all over the country 
telling us how Lubriplate has improved the 
oe locks, 





working of fishing reels, guns, « 
lawn mowers, power tools, hinges, fans, 
outboard motors and a thousand and one 
other things 


IT’S NATIONALLY ADVERTISED ! 
Millions of sportsmen and householders 
read about Lubriplate regularly in The 
Saturday Evening Post, Sports Afield, 
Field & Stream, Popular Mechanics, Motor 


Boating, Home Craftsman and others 


IT’S PRICED TO SELL! 
$ Handy Sizes—“A™ Tube 5¢ x 3'5 inches 
retails for 20¢; “B lube | x 6 inches re 
tails for 35¢; “CC Tube 2 x 8 inches retails 
lor 95¢ 


IT’S PACKAGED TO SELL! 
‘A’ & “B” tubes peckaged one dozen to 


attractive, sales stimulating counter dis- 
tubes in colorful indi- 











play cartons, “C” 
vidual boxes with counter display card 
Ask your jobber for 
LUBRIPLATE 
and sell it in your store 


Fiske Brothers Refining Co., 
129 Lockw d St Newark 5. N J 
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"Select-A-Pak" Hardware 


» 


Cabine Hardware Assortmet! 


National Lock Co. 





comprised 


FF) eed ee ee ee we ee” 


De ee 


SSeieVigtgietys 


~ feb eteiein’ 


Rockford, Ill. 


+o 


Electric Drill Bits 


A new line of 
igned for ust ’ 
t 1 DY 


, markeic 


Modelled after 
bit 


onstructed to 


ec brace int 
meet 
juirements of home 
con 
ccoraing 
ts have fine-pitel 


ompensate for 


dril and re a 


treated for extra 


re accurately machined for 


ilignment of the tool throughou 


They are availabk 


the 
the 


truction 


Greenlee Tool Co 
Rockford, Ill. 


* 


Lawn Mower Catalog 


mpi te 


tre 


ngin 

Worcester Lawn Mower Co. 

Division of Savage Arms Corp. 
Chicopee Falls, Mass. 


in the 





There'sNoSubstitute for 
Cape Cod Linen 


No other line has ever equalled Cape Cod 
Linen for salt water game fishing. Used by 
top-flight fishermen everywhere. Made in 





Ireland with long fibre Irish Flax. Un- 
equalled for siiken-smooth finish. 


Ask your jobber or write us for catalog. 


CAPE COD LINE COMPANY 
Connecticut 


| East Hampton | 
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More profit on 


HOUSEWARES 


with these 
high-quality 
fast-selling 


BRUSHES 


| lp = B rushes 
— 9 . 


re | 


ds 
Put this good-looking dis- 
play of quality household 
brushes in a good traffic 
spot and watch your brush 
sales climb. Profits, too 
—not just 3314, but 
a full 37%°%—for you. 


colorful merchandise 
appealingly displayed 


Kellogg @ Brushes 


famous name... famous brand 


KELLOGG BRUSH MFG. CO. 
Westfield, Mass. 





is more than a word 
with 
South Bend Croquet 


A substantial retail markup can mean 

a profit. To South Bend dealers this 

markup produces vreater protits bre 

couse itis multiplied by quicker, easier 

sales. There are 7 big reasons why 

South Bend Croquet sales come easy: 

1. Deliveries The largest « roquet man- 
ufacturer ships promptly, 

2. Popular price Meets family budget 
allowan ¢s 

. Profit’ margin Big retail markups 
make South Bend sales worthwhile. 
Quality Rock maple knurled balls, 
knurled mallet he wis, serew-imn han 
dles. Colorful, practical racks 

- Complete line 12 models for every 

family purse. 

Guarantee — Replacement of mallets 

and balls against defects 

Nationally Advertised A known and 


acce ple d line 


af 


J 
é 
(= 


SALES REPRESENTATIVES 
Last~Julius Levenson, 7 East 17th Sc.. N.Y. 


South ~ Louis Williams & Co., 3rd National 
Bank Bidg., Nashville, Tenn. 


Midwest—South Bend Toy Mig., So. Bead, Ind. 


Calf. & SW Anderson Sales Company, 
740 W. 10th Place, Los Angeles 15, Calif. 


Denver & Pac. NW Leo Scherrer, 2840 W. 
94rd St., Seattte 7, Wash 
Write for 1953 Catalog and 
name of nearest Jobber 


SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


CROQUET SETS * DOLL CARRIAGES— 
Folding, Fibre, and English Coach « 
DOLL STROLLERS + JUVENILE FURNITURE 
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Heavy Duty Caster 


\ new heavy-duty industria 
been announced by the 
ed the “Form Forged 
pecially 
ishing i if pwored 
truch 
juipment 
double ball-be 


wivelling 


hardened raceway for longer life, 
ind an extra-heavy kingpin to pro 
vide an unusually high safety factor 
Caster i tructurally shaped of 
heavy-gauge steel 
Available in 5”, 6”, and 10” size 

with semi-steel, forged steel or rub 
ber tread wheels, the caster has a 
lead rating of up to 1500 Ibs., and 
can be ordered in either swivel or 
rigid types 


The Bassick Co. 
Bridgeport, Conn. 


¢ 


New Well Point 


A non-cloggin continuou lot i 
the main feature of the Red Head” 
well point for use in both tubular 
and drive well li 10 auZe 
jacket to rip, strip 

A continuous V-sh 
has openit that 


cannot 
and or silt. The manufact 
that this method allow eV 
more watel intake capac 
conventional point Made of 


; 


metal ow carbon tex ‘ 


inate electrolytic corro mm” which 
occul vhen two metal ombined 
In One well point 

Since the Red He 
both a 
point, there 1 
cate tock Two Zt are i 
144” OD, fitted with 114” pip 

OD, fitted with 


Edward E. Johnson, Inc. 
St. Paul 14, Minn. 


SOUTHERN 








THERE'S A 
definite Swing to 
home-made ice cream 


That means a swing to 
PEERLESS 
Super Value 
FREEZERS 


Biggest freezer value in our his- 
tory. Famous Peerless triple- 
action freezing for smooth tex- 
tured, delicious ice cream. Fast 
action—smooth running — to- 
tally enclosed gears. A quality 
freezer built to give long, con- 
tinuous, good service. 


Ask about special cutaway can 
cover for demonstrating action 
of freezer, a proven sales aid for 
stepping up floor sales. 
Household sizes, 2 to 10 Ots. 
Hotel sizes, 12, 15 and 20 QOts. 


Note these 
PEERLESS FEATURES: 


LAR FRAME 
tar wCLOSse 


- 


» Uy 


tasy A TARE apart 


OEEPER TUB 
and CAN 


The PEERLESS FREEZER CO. 


WINCHENDON, MASS. 
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Ceiling Swing Units 


Designed for indoor use, especial] 
in inclement weather, new ceiling 
swing units are available in thre« 
different chain lengths, making them 


Dd 


‘ icsign 




















adaptable to any height of suspen 
sion. Each unit has a wide wooden 
seat, with metal braces, uses 1200 Ib 
test chain and features all hardware 
including ceiling hook heavily 
plated for rust resistance. The B-1 
set has a chain length of 5 ft., and 
has a trapeze bar The B-2 ha i 
chain length of 6 ft., and ha 


1" 


trapeze bar and a set of ring Phe 


Cincinnati, 


window and elimination of 
technical product cription ar 
feature ota ney 
center) for the Rubbern 


Bathtub Mat which ha 





ribution by The 
‘o Rubbermaid 


restyling job 1 
ping of the Rub 


Consolidated Metal Products Co. the | test in a revam} 
424 E. Pearl St. bern hou vare line which was 
Ohio begun la 


ler package 1 


pictured on the right 


Wooster Rubber Co. 
Wooster, Ohio 


Bathmat Packaging a 


improved front and rear pack 


ok and see 


f the semi Lock Literature 


, 
& F. Corbin has published two 
vhich picture and describe 
new line of Defender 


ge (left and 
id Safti-Cup 


been released 
ity cylindrical locks and 


ix-page, 6! x ll-inch 
ot ional use, contain 
bout the new Defender, 
! among them self 
ersibility, and adjust 
to 154” doors, and 
feature K-81, con 
five function 

lire recom 

ust ind de 


P & F Corbin Division 
American Hardware Corp. 
New Britain, Conn. 





HEXLOK 


POULTRY NETTING 


@ Made with the famous LOCK-TWIST 


here’s the most asked for hexa- 


weave, 
~ 


gon mesh poultry netting. SUPER | 

HEXLOK is stronger, more uniform and 

It lays flat when unrolled 

, stretches better . . . is neater looking 
\ Sa vheothls 

V& ne ° .. » assures customer satisfaction. Fur 

nished in one-inch and two-inch mesh No. 20 wire, 


galvanized before and after weaving (highly resist 
Compact, 


See and 


rigid 


ant to corrosion) in all standard widths 
even-end rolls each contain 150 linear feet 


compare SUPER U. 5. HEXLOK— Ask your jobber! 


Manufactured Exclusively by 


INDIANA STEEL & WIRE CO., MUNCIE, IND. 
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‘as 
TROJAN SAW BLADES 


ALL TYPES 
Jig, Coping, Jewelers’, Fret, Scroll, Hack, Machine 


World-famous Trojan 
Saw Blades. Over 130 
different types for 
every hand and power 
sawing operation. Un- 
equalled in quality. 
Teeth are individually 
filed and precision set. 
Blades are hardened 
and oil tempered for 
a long, sharp life. 





"errr ee 














Manufacturers of World 
Famous Parker Line Tools | | 


PARKER MFG. CO. eaten 


Worcester, Mass. TROJAN by name 
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ADDED SALES BE 1 ASsSIFIED FULLER) 
Cecause a . — € ~) SoRew Daivén Tes 


— 
° 
am O° 
- & 


Adjustable 














Hand Tool Packaging 


For the Christma hopping 
Plumb hand tool have been 
aged in a holiday gift wrapping 
oe = po ng ar a a rt: Having elected the = i 
easily adjusted to their preferred cutting angle ular tools in their line, the 
hang and balance, and handle length package feature: the autogr 


Other features are: elastic stop nuts for easy hammer! accompanied by the i ) Ask your 


blade removal: plain or serrated blade: length ' . . 
42 packed 3, 4. 5 and 6 to a4 carton. Free graf half-hatchet and the black jobber's salesman about 


folders and mats. Order from your jobber and-re d-h indle hammer atcinat FULLER'S GOLDEN 
Send for a sample and see for yourself why this ane (Wo CREED ane Gy ot HUNDRED SALESMAKER 


» profit maker This trial offer can't last so 

rite us NOW includi i to help cov 
wie ng $1.00 to help er with unique SCREW DRIVER 
TESTER and 100 famous 


A FREE Hathaway shirt to John Swinney i 
Swinney s Hardware Tulsa Oklahoma Send Fuller Screw Urivers! 
Also, free shirt to your job 


sells North Wayne Tools 


oe, FULLER Efy0a-- 
[V 


le) aa. WAYNE sgele)e Co. 3522 Webster Avenve, New York 67 
OAKLAND 2, MAINE 











SALES LEADERS Won't Stainor” 


\ | 


that attract Shrink Wallpaper... 
= al “| ta 


. DS? 
Shop pers aN aor 
; C4 

) rhe Christmas wrappings, n f 

gold foil printed in yule 
closely around the hand 
tool Wrappings on 
identical so that the 


R1\ na i matched et 


Fayette R. Plumb, Inc. 
4837 James Street 
Philadelphia, Pa. 


Make your store “local head ° 
quarters for gift buying”! 
Every woman in your locality 
is constantly on the prowl for 


Garden Tool Catalog 


practical gifts for birthdays. A new two-color catalog « cribi 
showers, anniversaries, wed it line of garden tools an bie fae) cai ma as 


dings, holidays, club favors vrenche old and new—has bet Cellulose Wallpaper Paste 
issued by ymour Smith 


Ime A new pitt package ot 


‘SnapCut™ pruners and a new gra @ GOOD ADHESION . . . slides eosily 
hears display and assortm 


Could you imagine any gifts 
more ideal than beautiful 
Parrish bowls, wood novelties, 
etc.? Send for the new Par- ymong featured iten @ DISSOLVES QUICKLY in hot or col“ 
rish Catalog today and select Che line of pruning, gra id water w 


sales leaders for display. dye hear pruning 


: @ FREE FLOWING won't cake in box 
wrenche ind bu 


Jj SHEPHERD PARRISH co pou ul a ind «ce ( ribe d,. Available in 5 oz and larger Quantity size Containers 
. . 


201 N. Wells St. Chicago 6, lil. Seymour Smith & Son, Inc. CONSUMERS GLUE CO 
Oakville, Conn. 1515 N. HADLEY ST $T. LOUIS 6. MO 
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and FLAMEMASTER 





SOLD 
EXCLUSIVELY 


THROUGH 


Ae JOBBERS 


[hf 
Ci 


Increase your 

sales of America's 

leading wicks . . . GLASWIK 

and FLAMEMASTER. These attractive 
merchandisers increase sales and MAKE YOU MONEY! 
Wick can be dispensed quickly and easily, with no waste 
or spoilage. They make excellent counter displays or 
can be hung on a wall or side of the counter. 


FOR COMPLETE INFORMATION 
WRITE FOR BULLETIN NO. 90 


ATLA Sconpany 








NORTH WALES, PA. 


MANUFACTURERS OF ASBESTOS PRODUCTS AND SPECIALTIES 








FLEXIBLE 
METAL 
POPPET 





PATENTED, FLEXIBLE Monel / } YW, 
Metal Poppet cannot leak. Sensitive | Me / 
in operation. For cold or hot = 
water or steam. 200 Ibs. pressure. | 
One-piece brass shell. Seven sizes. | j 


Ask for Bulletin 204 ' 


Mialaflr, 


a STRATAFLO PRODUCTS, INC. 


FORT WAYNE INDIANA 


order trom 
your jobber 
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“Leaders in room 
Heaters since 1894” 


GOL 


HOT BLAST 





mMOOELS 
' 775-52 
Exclusive COLE “Tilt-A-Way” Cabinet 776-52 


for easy cleaning. 


A complete line of both single and 


dual burner models 


Glass lined (porcelain) 


heating units. 





Sold and serviced 
nationally thru 
leading Dis- . 
FOR Easy CLEANING 
Potent No. 2,241,025 


tributors. 


Write for catalog 


COLE HOT BLAST MANUFACTURING CO. 


3817-35 South Recine Avenve «+ Chicago 9%, Illinois 














GALVANIZED WIRE STRAND Guy wire for 
television antennae, clotheslines, tie and binding wire 
signal wire, emergency repairs, temporary enclosures 

4 and 6 strand for electrical fences. 50 connected 


coils and on spools 


if WRIGHT WRECO 


7; ER 7 WNW ASS. 


Southern Representatives 
D. C. HORNIBROOK LAWRENCE J. BALOWIN & SON 
E. L. HORNIBROOK 306 Carondelet Bidg 


Box 176, Avondale Estates, Ge New Orleons 12, Le 
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Increase in Factory cent from 16,477 sold in the com- _ privately owned utilities continued 


Sales of Washers parison month of 1952 to expand. Industrial construction 
o held at about the August level 


FACTORY SALES of standard-size Private outlavs for construction 
household washers in August to- o far this vear have been consist- 
talled 291,260 units, compared to ntl line percent ahead of last 
228,268 in July, an increase of 27.6 Construction Activity 
percent, according to figures an- Continues Heavy ° 
nounced recently by the American 
Home Laundry Manufacturers’ As- A CONTINUING heavy volume 
ociation. The August total com- construction lend trength to th 
pares to 254,537 sold in August, nation’s economy. Expenditure Employment Hits New 
1952. or an increase of 14.4 per- new construction in Septembe! * 
cent the latest month for which t - Record High Level 

Automatic tumbler dryer old tics are available, was close to the TOTAL CIVILIAN employment rose 
in August aggregated 70,774 unit record rate of August. Total value ‘ ew high of 3.4 million in 
to 33,296 in July, up of construction was 3.3 billion dol- arly August, the latest month fol 


compared ie 


112.6 percent, and compared to lars, about five percent more than which figures are available. This 
53.376 in August last year, an in- a year ago was 300,000 above July and 600,000 
crease of 32.6 percent While residential building de- higher than in August 1952 
Ironer old in August totalled clined _ seasonally, commercial Nonagricultural employment 
8,067, down 16.2 percent from 9,- building rose to a new high level rose seasonally to a new record of 


626 sold in July, and off 51 per- in September, At the same tim«e 56.1 million 








— ye] 


LEETONIA SUPERIOR SERVICE TOOLS 
SPECIAL QUALITY STEEL—PACKAGED 


to save handling and storage costs. Finishes to 
create eye appeal at point of sale. When order- 
ing from your favorite distributor be sure to 
specify Leetonia Brand. The tools that are the 
acme of perfection and give satisfactory serv- 
ice and bring repeat orders. Catalog of Hard- 








. FOR STEADY PROFITS 


A fine product is the primary basis of a sound business . . . 
that’s why you'll build steady sales with Rogers Glue — the ware and Marine Tools, also Mine Drills and 


glue with a “gorilla grip” — a ton of strength in every drop. Tools, one or both upon request. 

Its purity, clarity and excellent adhesiveness are the result of The LEETONIA TOOL COMPANY 
the exclusive use of quality materials in its manufacture, Once LEETONIA, OHIO, U. S. A. 

used, customers inevitably come back for more. 














Important extra aids to build your Rogers Glue business , 
Roger li ‘ lin rs Gl xclusively to hardware dealers ; 
ogers’ policy of selling Roge slue exclusively e , CONTAINS 


means more money in your pocket. Your glue business ts protected from ? 
competition Rogers Glue is never sold by group buyers, chain stores or 
mail order houses ustomers return to you , 4 ; 
t for their glue needs be ©! c 
: ry Regular national advertising in numerous ontains Mutton Tallow 


high-circulation magazines tells customers Belt Squecking, Slipping | LIQUID BELT DRESSING 


about the fine features of Rogers Glue \ 
rt sends them to you to buy Rogers Glue 
« Your sales are steadily built by satisfied “—" 
users . . Stimulated by new buyers of 
Rogers Glue 


A fine product constant national advertising Pure homogenized | Sulphurized and Prime Lerd 
price protection all this adds up cto big Neatsfoot Oi!. Wa- Homogenized 
terproofs, pre- 


sales and steady profits for you 
serves leather, 
Order Rogers Glue today through your jobber " boots, shoes, sad- 
or by writing to dies, luggage > 
siateiens : [Liquid Saddle 
Pru ow —_— - 
Re oO G b R TSt Animel Shampoo Waterproofing for canvas 
a Animal Hair- awnings, tents, tarps, brick, 
ISINGLASS & GLUE CO. dressing cement, stone, wood. 
Neatsiene Horness Oli Dist’d A. whiw., bdw., 


3,885 Ibs. Shearing Strength GLOUCESTER, MASS. og = o eee 8 Dis min a e-s 


per Square Inch 
Ce Omebo 8, Nebr., Roy W. Shep’ Shepord seddlery 



































MARSHALLTOWN 
TROWELS 


MARSHALLTOWN TROWEL COMPANY + MARSHALLTOWN, IOWA 
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NOVEMBER, 1953 


FARM EQUIPMENT 


806 Peachtree St., N.E. 
Section of SOUTHERN HARDWARE Atlanta 5, Ga. 
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R SANDY? OR ROCKY? 


‘EMPIRE 


Gall Tillage Tools are Custom Made 
to Fit -Z¢ Cultivating Need! 


“EMPIRE” built Sweeps, Shovels, Teeth, 
Steels, Furrowers, Hoes, etc. are specific 
ally designed to meet every cultivating 
need ... a pattern guaranteed to give top 
performance regardless of the condition of 
the land. 


It is the line that makes good business 
better the first name in Tillage Tools. 


HEAT TREATED 
PLOW COMPANY 


TEMPERED Specialists in Tillage Tools Since 1840"' 
" ( ' CLEVELAND 27, OHIO 1840 1953) 
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“T've heard it said the world’s a dismal place 


But I know bet 


{ walked in che 
blinked at the brilliance 
¢ ! | and crimson 


“T've heard it 


I can't agree cee 


Cc KIM Wh its people watched 
| . | 
bleed to save a lite spend of themselves 
Ir} j 


them weaith to ease distress an 


m live, love, and labor watched them 


| 
baie 


a i ive heat 


But I would disagree 


because, for every shadow, I have seen a hundred rays 

ot light for every plaintive note, I've heard a 
symphony of joy tor every pennyweight of bad, I have 
found a ton of good good in Nature. in People 


in the World 
And I'm thankf 


JOHN DEERE MOLINE pLEstaeors : Quality Farm Equipment Since 1837 


100 SOUTHERN FARM EQUIPMENT Section for NOVEMBER, 1953 
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The 1953 


Southern 
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The agricultural revolu- 
tion in the South goes 
on and the need for 
labor-saving machinery 
will continue os farm- 
ers seek new efficiency. 
Despite lower prices, 
cash farm income con- 
tinued on a high level in 
1952. This will sustain 
the market for form 
equipment in the South 
and Southwest 





Farm Equipment Market 


of tal 


— MERCHANDISING } ma- 
chinery and equipment the 
South throughout the t of 
the must 
to a 


population 

the preset 
urpluse 

‘ that confront 

that of supplyin 
a population 

an estimated 
Already it i 

nation will nee 
ot 


produc 


and 


nation as well De ared 


changin economy dur 
1954. Fo. aia the first time 
since the start of World War II, the 
supply of labor machinery to 
will ample te all 1975 
Competition for will the 
sharp, resulting in a lion 
phasis on selling—not only 
elling of individual product lines 
but all-out of the 
concept of complete farm mechani- 
zation 
Despite 
and, 
farm 
the 
South ha 


be 
tor 
aving 
need 

be 
renewed em 
on the 


be meet 
sales 
more acre 

farm 
ible. Accompan 
mation of land 


efficiency 


such 
po 

on promotion mu 
farming 
farmers mt 


production 


nation s 
increase 
rently being 
make full use of 
reclaimed in the 

However, it i 

ntinuing rise 


received 

net 
1953 
in the 
come to an 


lower prices 
equently, lower 


in prospect for 


con a 
Income 
agricultural revolution 
by no mean 
end. The lull is merely momentary 
from ales standpoint. and the ible only 
market for farm equipment in thi ree of mechaniza 
area ultimately will continue it \long with diver 
incredible expansion if the food and soil conse 


per 
at 
In 


a 
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dicates an expanding market for 
farm equipment, the primary 
question now concerns the nature 
of the immediate market. Un- 
fortunately, reports from the farm 
front have given all too pessimistic 
a view. Farm prices and net farm 
income have decreased throughout 
the nation, but there can be no 
doubt that the Southern farmer is 
financially able to continue pur- 
chases of labor-saving equipment 

In 1952, cash receipts from farm 
marketings, including government 
payments, for the nation amounted 
to more than 32.4 billion dollars, 
down less than one percent from 
1951. Undoubtedly 1952 would 
have been a record year for cash 
farm income in the South but for 
the fact that various areas were 
stricken by drought. Even so, in 
come from farm marketings for the 
region amounted to $9,525,045,000 
virtually unchanged from the year 
before. Thus, farm income in the 
South continued to be nearly four 
times the pre-war normal, holding 
to the high level that has steadily 
increased since 1940 

Despite a decline in prices that 
began in July 1952, income for the 
first six months of 1953 amounted 
to $2,890,671,000 for Southern 
farmers, about nine percent les: 
than in the corresponding period of 
1952. Even so, this half year’s cash 
farm income, for example, ex- 
ceeded income for the entire yea’ 
of 1940. Thus the farmer's position 
in the South could hardly be called 
a precarious one 

For the remainder of 1953, prices 
received by farmers for most farm 
products probably will be on a 
lower level than in 1952. Larce 
crop production and a heavy cat- 
tle population on farms partially 
account for the price situation 
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The long-range task of agriculture will be 


that of supplying sufficient food and fi- 
ber to meet the needs of a rapidly expand- 
ing population. This will require complete 


mechanization. 


Southern cash ferm in- 


come, continuing on a high level, will 


insure further increase in mechanization 


As September opened, the De- 
partment of Agriculture reported 
“The 1953 harvest will be only 
slightly below the 1948 record, 
about the same as last year, ac- 
cording to August 1 conditions 
Prospects indicate a slightly larger 
output of livestock and livestock 
products, particularly beef and 
milk. In addition to this year’s 
prospective production, Carryover 
stocks are substantial for many 
commodities especially wheat 
corn, cotton, fats and oil 

The government agency has est 
mated this year’s cotton crop at 
15,159,000 bales. This is slightly 
larger than the 1952 crop and, be 
cause of reduced exports, might 
result in a surplus, bringing on 
government controls of production 
and marketing. In September, cot 
ton prices had edged down slight 
ly. However, the government i 
committed to support cotton price 
(and wheat, corn, tobacco and pea 
nut prices) at 90 percent of parity 
through 1954 


Record Year for Tobacco 


Meanwhile, tobacco farme! 
have enjoyed a record year. Geor 
gia-Florida tobacco markets sold 
192,562,176 pounds gross for $98, 
146,690, an average of $50.97 a 
hundred, in their record-breaking 
1953 season. All existing records 
were shattered and cash return 
exceeded by $9,250,000 the old 
high set in 1951. Volume was near- 
ly 15,000,000 pounds ahead of last 
year and about 700,000 pounds 
above the previous record sales of 
1951 

Auction sales for the 1952 crop 
of Maryland closed in August. De 
mand was stronger than a year ago 


and prices averaged 49.8 cents for 


nearly 14 
above a year ago 
According to the Department of 
Agriculture, “Prospects on August 
1 indicated a large supply of feed 
grains and other concentrates for 
the 1953-54 season. Market price 
of corn in early August showed 
little net change The marketing 
quotas approved by wheat farmer 
in the national referendum or 
August 14 are likely to result in a 
considerably smaller wheat crop 1t 
1954 than in most recent years.” 
Production of peanuts is est 
mated at 1,377 million pounds, 23 
million more than last year. The 
1953 crop will provide somewhat 
more peanuts than needed to meet 
domestic requirements for edible 


the season, percent 


and farm uses 

In the year’s third quarter, it 
would appear that farm price 
have reached a fairly stable pla 
teau and that some of the alarm of 
a few months ago is fading. In the 
first six months of this year, farm 
product prices averaged about 10 
percent lower than for the same 
period of 1952. For the last six 
months prices have been relatively 
steady. Stability of farm price 
will tend to strengthen demand for 
farm equipment during 1954 

There probably will be little 
significant change in farm produc 
tion costs in 1953. Prices which 
farmers pay for machinery and 
equipment and for farm supplies 
such us fertilizer, probably will 
average slightly higher. Prices of 
machinery, actually, 
vanced only slightly since the last 
half of 1950 

The supply of farm labor con 
tinues to grow smaller each year 
Thi ituation, coupled with large 


have ad 


acreage will tend to sustain the 
(Continued on page 130) 
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Changing market presets #a < F 
Pet ¥, 


New Challenge to 


By L. E. Childers 


poe INCOME has receded fron hed a ingle crocodile tear be 
the peak of a year or so ago, cause farmers aren’t buying a machine They had _ increased 
but farmers still have money to they were a few years back. Sure many time over their use of 
spend for power farming equip there are some clouds in the pic dozens of different labor-saving 
ment and other goods they want ture, On the other hand, there are devices and machines. 
and need. The changes, however a lot of things that favor still fur Farmers’ expenditures for farm 
have brought a new look and a ther mechanization of our agri sul} it, in fact, have averaged 
challenge to the business of ma culture and justify added equip } 3144 billion dollars an 
chinery distribution. Do distribu ment investments by individual ially for each of the last four 
tors and retailers who take pride farmer The highlights are gen year The total for the current 
in their salesmanship still know erally more impressive than the year may be somewhat le when 
how to sell? shadows all the figures are totaled up be 
In the last 15 years there ha Farmet in this country today cause of a drop in farm income 
been little need for real selling are better equipped than ever be the relatively good condition of 
of farm power equipment. Farm- fore to do the job they have to di the machines on farms, and the 
ers bought power-operated ma- This will be conceded by anyone large farm inventory of equipment 
chines because they couldn't get familiar with farm equipment di In total, the farm value of farmer 
along without them. Some year: tribution. At the beginning of thi equipment is more than 15% bil 
there weren't enough to go around year they had almost three time lion dolla 
About all any salesman had to de the number of tractors they had Despite the large increase in 
was to write up the order and ar before the beginning of the last quipment on farms the saturation 
range the time, place, and term world war. They had almost fou int t even near for many 
of delive ry Often the farmer puid tirme a many combine five Orne machine like the 
cash on the barrelhead times as many corn pickers, more orag harvester, automatic 
Admittedly, such simplificatio: than three times as many milkiny pi 1 and power sprayet! 
is an exaggeration, but it tr 
that to some extent order-taki: 
rather than selling has characte 
ized distribution in many lines fe 
sce saogpencs near ee Though the relationship between farm prices 
chinery. Today the farmer-buy« received and prices paid for equipment is not 
is getting back in the saddle. I: - 
many cases his resistance is up b so favorable as in recent years, the demand for 


— bed the ye — has equipment will continue strong because of high 
een taking a 1 market place a 
for the crops and other product farm wage rates and the needs of an expanding 
he ell It take hard-hitting . © e 

cast walt aeinianaat-aieah te ant population. In the accompanying article, Mr. 


his signature on the dotted line Childers, a recognized authority on the sub- 
especially when major expendi ° ° 
ject, discusses these and other factors bear- 


tures can be delayed 


Sales arent made with a nega ing on the southern market for farm equipment 
tive approach, so let no retail dis 


tributor or would-be salesman 
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for weed control are really just 
coming into wide use. In the fu- 
ture, numbers of these and many 
other power machines and device 
will multiply immensely 

Even the replacement needs of 
farmers for equipment is no small 
factor in the present-day market 
In data presented to the House 
Committee on Agriculture last 
spring the estimated depreciation 
of all machinery and motor ve- 
hicles on farms was placed at 
about 2.7 billion dollars. An an 
nual expenditure of this amoun: 
would only just about maintain 
the 15% billion dollar inventory 
of machines on farms as of Janu- 


power used in agricultural produc- 
tion. Without such equipment it 
would be impossible to maintain 
the present high standards of liv 
ing for this country expanding 
population Incidentally, late 
trends indicate a probable popula- 
tion of near 190 million people in 
the United States by 1975 

In some respects the mechaniza 
tion of this country’s farms long 
ago reached the point of no return 
Certainly this is true with respect 
to the use of animal power. Just 
where the turn occurred nationally 
is anyone’s guess, but for millions 
of individual farmers it was when 
they sold their last team of horse 
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With a general increase in supplies, farm prices received began decline 
in early 1951. In mid-August 1953 prices were 13 percent under 1952 


ary 1, 1952. based on the 1951 
price 

It was shown, for example, that 
sales of 245,000 new tractors an 
nually would be necessary. to 
maintain tractor 
1951 level. Other needs just to 
meet depreciation would include 
145,000 moldboard plows, 30,000 
tractor listers, 55,000 grain com- 
bines, 35,000 corn pickers, 16,000 
pick-up balers, 40,000 hammer 
mills, 25,000 power sprayers, 7,000 
field forage harvesters, 25,000 
power elevators, and 180,000 mo- 
tor trucks. Use of many of these 
items is just beginning and it wi'l 
continue to expand for a consider- 
able number of years as produc- 
tion requirements demand 

At no time in history have farm- 
ers been so dependent on power 
machines as now. Machines pro- 
vide the only means by which 
farmers can get their work done. 
They are the source of most of the 


numbers at the 


104 


—-——- 


¢ PER HR.* | | 


CASH FARM WAGE RATES 


r mule to the dog-food nanu 
tirely to 


equi 


and converted er 


facture! 
tractor-operated farming 
ment 

At the beginning of this yea! 
there were just over six millio: 
horses and mules of all ages on 
farms. Many of them were saddle 
ponies kept for rounding up live 
stock or running fence lines and 
others were superannuated old 
dobbins long ago turned out to 
pasture and now too decrepit to do 
a day’s work although still kept 
around for sentimental 
Ten years ago there were twice 
that number, and there were over 
four times as many at the peak of 
the animal-power era a little more 


reasons 


than a quarter-century ago 

Work animals are still 
pearing from farms at the rate of 
about 10 percent a year, and new 


disap 


tractors will be needed to replace 
this animal power. Colt prcduction 
in recent years has been so low 
that it has been estimated that the 
number of horses on farm 15 
years from now will be no more 
than one-third of the present num 
ber. Figures given the House Agri 
culture Committee showed that re 

placement of thi disappearing 
horsepower alone will require the 
purchase by farmers of an average 
of 100,000 tractors annually for the 
next 15 year These are only re 

placement powe! is and are i 


addition to those needed to replace 


— ————— 





1920 1 


SHouair fQuivace ‘ 
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Upward trend in farm wage rates was resumed in 1950 after temporary 
halt in 1949. Meanwhile, available labor force has been diminishing 
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wanted to, and few would if they 
could. It would take vears to build 
back the work animal population 
to anywhere near forme! 
Besides, the land required to suy 
port them Is now 
production of food and _ other 


numbe 


needed for the 
needs of our human populatior 
Power requirements in farming 
have multiplied. Modern farmir 
would be impossible with animal 
power. So, there is only one 
for farmers to go and that 
vard to further mechanizatior 
One of the factors that has er 
couraged mechanization and which 
will continue to do so is the move 
ment of people away from farm 
Our rural 
dropping steadily for more than 35 
Attracted by bette oppo! 
tunitie in 
people will not 
their living on the land unle 
forced to do so by dire necessit' 
Along with this decrease in rural 


population ha beer 


years 
urban cente! these 


return to make 
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From January 1940 to January 1952 


the number of tractors on farms 


increased by more than 2.6 million or a gain of about 170 percent 





PERCENTAGE INCREASES IN FARM PRODUCTION ITEMS 


Item Unit 1941 
avg. 


June lS, Sept. 15,Percentage 
1953 1953 increase 





Prices received 
(all farm products) 


taxes, and wages 
Farm wage rates 


Tractor, wheel Dol. 
under 20 h.p. 


Tractor, wheel, Dol. 
20-29 h.p. 


Tractor, wheel, Dol. 
30 h.p. and up 


Cultivator, 2r, Dol. 
tractor 


Mower, tractor Dol. 
Hay rake, s.d. Dol. 
Combine, 5-6 ft. (pto) Dol. 
Hay loader Dol. 
Wagon, farm Dol. 





Index 123 
Prices paid, interest, Index 132 


Index 125 
756.00 


1,070.00 
1,300.00 
124.00 


134.00 
135.00 
696.00 
146.00 

92.40 


256 108.1 


277 109.8 


514 319.2 
1,480.00 — 95.7 


1,990.00 


2,830.00 


253.00 


312.00 
365.00 
1,470.00 
321.00 
156.00 








population, there has been a steady 
decline in the number of available 
farm workers, with less than 10 
million in total employed in agri- 
culture in the year 1952 

The scarcity of skilled help, o1 
for that matter any kind of help, 
has been especially important in 
favoring power farming for the 
last decade or more. Farmers have 
had to use more power machines to 
do more work—lower input per 


production pe! 
the draft of 
service 


unit but higher 
man hour. So long as 
young men for the armed 
and expanded production of war 
materials continues, labor 
will not be plentiful and farmer 


farm 


will continue substituting mechan- 
ical power for human labor 

Price relationships are always 
important in the distribution of 
any product. They are a factor in 
every busine and farming—no 
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less than the operation of a manu 
facturing plant, a trucking com- 
pany, or even a retail hardware 
store—is a business. In buying and 
elling and in their production op- 
erations farmers must consider the 
relative value of the things they 
buy against what they will do and 
their worth in terms of the goods 
farmers sell 

During the war years and for 
several years afterwards, demand 
for farm products of all kinds 
boomed and price of the things 
farme! ell rose rapidly. They 
tended to outpace prices of many 
other goods and services in the up 
ward race. Among othe! the 
prices of farm machines tended to 
lag behind and as a result it took 
fewer bushels of corn or pounds 
of pork to buy a mower, plow, or 
other piece of equipment than it 
had for many 

Quick to recognize a_ bargain, 
farme! proceded to mechanize 
their operations at the most rapid 
rate in history. Many other factors 
of course, also encouraged this 
trend. Later, as a result largely of 
higher wages paid to factory and 
other industrial workers, the prices 
of products farmers buy tended to 
advance and close the gap 

A chart of prices received and 
paid by farmers shows that the in 
dex for prices received reached an 
all-time high in February of 1951, 
when it was 313. In comparison 
the index of prices paid, including 
good taxes, interest, and wages, 


years 


(Continued on page 132) 
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Porter Henderson‘ 


W: IN THE farm equipment in- 
dustry both dealers and 
manufacturers seem to have ar 
rived at relative positions that call 
for readjustments in certain pro 
cedures by which we operate for 
mutual benefit 

That observation is made on the 
basis of my connection with some 
branch of the industry for the past 
quarter of a century. My first six 
yeal were erved a factory 
branch-house and service 
entative, For the last 19 years my 
experience has been accumulated 
exclusively in retail dealership 
and for the past 10 years I have 
owned and operated my own retail 


repre 


business 

During 
been my 
great amount of progress in all 
phase of the farm equipment 
Since the days of horse 
manufacture! 
trides in 


those 25 vears it ha 


privilege to observe a 


busine 
drawn machinery 
have made tremendou 
the development of 
have also pro 


mechanized 
equipment. Dealers 
gressed, to a sensational degree by 
comparison with their forme 
facilities, by providing modern, at 
tractive buildings, skilled service 
personnel aad competent sales or 
fanizations 

Instead of the side-line it used 
to be, farm equipment has de 


*Porter Henderson, a John Deere 
dealer, owns and operates the Porter 
Henderson Implement Co., of San 
Angelo, Texas. He is a member of 
the board of directors of the Texas 
Hardware and Implement Associa- 
tion 
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Lets Examine Our 


from the dealer viewpoint 


According to this dealer, principal problems 
on the retail level are: inventory, need for 
service assistance during the warranty period 
and better financing of new and used equipment 


veloped into a going business In its 
own right in practically every 
community of any 
And this has been the result of the 
very close cooperation and healthy 
relationship that have existed be 

branch 


significance 


tween dealet! and thei 


houses or manufacturers. in distri 
bution of merchandise as well a 
development and promotion of 
new machinery, and new tech 


niques of service 


During those 25 years referred 
to it was my lot to observe, too, the 
problem that materialized and 
then dissolved for our industry 
My observation has been that if 
our problems are discussed in an 
partie 
concerned, a olution 
can be found, and to the advantage 
of all involved, In my opinion we 
hould all maintain that spirit of 
approach to our current problem 


inselfish manner by all 


workable 


which, I am convinced, are among 
ome of the most difficult, and 
among the most far reaching in in 
fluence on dealers and manufac- 
turers, that have confronted the in 
dustry in my experience 

The war-time period of short- 
ages and the pronounced seller's 
market, so well remembered, con- 
tributed substantially to today’s 
problems. Dealers and manufac 
turers alike enjoyed the proceeds 


of a lush market for a number of 
years. But now we have left that 
era behind. Now we operate in a 
positive buyer’s market and that 
it seems to me, is the principal 
factor that calls for readjustment 
in the operation of our busine 

Of course, in the territory where 
I operate, and for that 
throughout a vast portion ofl th 
countryside, a drouth of unprece 
lented duration has imposed pri 
added new compli- 


matter 


vation and ha 
cations to problems of dealer 

As I see it, there are three prob 
lems of the greatest importance 
that depend for solution 


upon cooperation and understand- 


problem 


ing between dealers and factories 
They affect both manufacturer and 
dealer, but in thei olution it 
eems that the manufacturer can 
make the greatest contribution 
And as I see it, from the dealer’ 
viewpoint, his principal problem 
ire: (1) Inventory; (2) His need 
for assistance in service during the 
warranty period; (3) His need for a 
better finance plan to apply to both 
new and used equipment. These 
will be discussed briefly, especial 
ly where they concern closer co 
operation which seems to be re 
quired, between 
branch-house or manufacture! 
(Continued on page 138) 
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artnership Problems 


a manufacturer speaks 


“The dealer who can adjust himself and his sales 
and service personnel to more normal competi- 
tive operations has the same, if not greater, 
opportunity for success than he has ever had" 


Qi THE beginning of time we have a prosperous agriculture 
agriculture and the farmer and Progress in the development of thi 
wealth is embodied in the progre 


his family have been the backbone 
development, and use of improved 


of our civilization—business and 


industry are merely tools through and more efficient machinery 

which the products of agriculture This means that fariy machinery 

are made useful to mankind manufacturers and their deale1 
As we study the progress of as partners, not only have a re 


f 


ponsibility for the succee of each 
other but together 


mankind throughout the centuries 


we cannot help but reach the con carry a tre 


clusion that man phenomenal mendou responsibility to our 
uccess In building a better stand American farmers and the peopl 
ard of living is largely a result of whom they feed, clothe and house 


the progre industry 


The one point on which there 
universal agreement uur fields and forests are 
iseful to us. The importance of thi 


s of agriculture and to busine and 
through which the production of 


appears to be made 


is that all wealth comes from the 
land, and that our soil is our most partnership in the projected goal 
preciou heritage Therefore, it f agriculture must not be under 
must be treated in accordance with 
its needs and must be preserved to The accepted plan of getting the 
the fullest extent of our knowledge equipment of our farm machiner\ 
and capabilities factories into the hands of th 

Since all wealth comes from the users is through farm equipment 


land, then it follows that we can dealers, and because of the prog 


timated 


not have over-all prosperity unles ress of farm mechanization and th« 
precision built tools involved in 
this progress, the dealer's responsi 


*Mr. Fisher can point to 50 years of 
service in the industry. He started a: 
a machinist apprentice with the A 
B. Farquhar Co., advancing to the 
presidency in 1944. He was named a points: Intelligent and hard-headed 
director and vice president of the planning; enthusiastic sales effort 
Oliver Corp. following the merger of i : 
those companies in 1952. He is the ee 
immediate past president of the 
Farm Equipment Institute 


different from 
what it was even a decade ago. Hi 


bility is entirely 


uccess revolves around three mai: 


given custome! 
No dealer can operate profitably 
unless he has 
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W. J. Fisher” 


(1)—A proper place of business 
properly equipped to perform the 
functions of normal business pro 
cedure 

(2)—Good management 

(3)—Enthusiastic sales and serv 


ice personnel 


(4 Adequate, but not an overt 
tock of machinery and spare 
parts to serve his area of opera 
tion 


With these four points as a foun 
dation, it follows that sales will be 
made, good accounting methods 
will be pursued, and that hi 
banker will consider the dealer a 
good credit risk 

Those of us who have had many 
years of experience in this partner 
hip. know that for a period of al 


accor 


local 


most 13 year with it 
panying shortage of materials and 
equipment, sales were made com 
paratively easy, and attention to 
ervice left much to be desired 
Now tuation has completels 
changed and the question is: Are 
we, as partners, ready to meet the 


challenge of more normal opera 


tions which requires longer hour 
more etfective elling, and above 
all, effective ervice to our cu 
tome! 

I firml beheve that through 


proper planning and a willingne 


to work hard enough to reach our 


objective the dealer’s opportuni 
ties are ahead of him. Our farm 
ire I no mean completely 
mechanized, our population is in 
creasing at a tremendous rate, the 
need for ncreased production ji 


ipparent (in spite of temporary 
urpluse and the farmer's profit 
(Continued on page 141) 
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A‘* THE AVERAGE southern farm 
equipment dealer if he is able 
to show any but the smallest net 
profit on sales of used equipment 
and the answer will be a resound 
ing no. Individual dealers, in fact 
make little effort to hide a per 

plexing situation that has become 
one of the leading problems of the 
trade, a problem made even more 
acute In recent months by the de 

cline in demand for used machin 


The complete recondi- 
tioning of used equip- 
ment is regarded by 
most Southern dealers 
as essential in promot- 
ing sales. Necessary, al- 
so, are prominent dis- 
plays, advertising, and 
aggressive canvassing 
of the dealer's area 


A Reader Survey 


ery and equipment in most section 
of the South 

At the same time, however, thi 
competition for sales of used equip 
perhaps at its keenest point 
ince before World War IIl—i 
erving to alert many dealers to 
After years of inadequate 


ment 


action 
promotion and selling effort, many 
dealers are preparing to or are al 
ready at work merchandising then 
way out of this situation through 
ageressive ale 
effort and 
realistic 


ment of the used 


more 


manage 


equipment depart- 
ment 

These efforts to 
expand the mar 
ket for used equip- 
ment and to put 
this business on a 
profitable basis 
highlighted 
in a survey con 
ducted recently by 
SOUTHERN FARM 
EQUIPMENT among 


were 


1.000 dealei In the South and 
Southwest. 62 percent of whom re 
ported a decline in demand fo! 
used equipment 

However, these efforts are hin 
dered seriously by the excessive 
trade-in allowances being granted 
dealers. In fact, thi 
unreasonable al 


by numerou 
protest against 
lowances for trade-ins is the al 
universal complaint of ex 


throughout the 


most 
perienced dealers 
South 

In his comment on the situation 
one dealer laid it on the line: “We 
have been unable to realize any 
profit on used equipment due to 
high amounts which we have been 
forced to allow by competition.” 

Many offenders are 
to the industry, those who know 
little of the competition of the 
30's and what it took to survive 
Panicked in many instances by a 
tighter market for equipment and 
an expanding inventory, they have 


newcome! 


been too prone to make a deal at 
with little thought of 
profit 


any cost 


reasonable margins. Too 
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Used Equipment Sales 


used equip 
as a further 


have sold on the basis of teeing 
ment 


many 


price alone, unwilling to try and 


develop a market by hard selling means of attract 

of the merits of their line of equiy ing buyer Per Faced with a decreasing 

ment sonal _ solicitation H 
These are the marginal operators of custome: is demand for used machin 


ery and equipment, South- 
: ern farm equipment retail- 
ers are revitalizing sales 
and promotional plans. 
They aim not only to en- 


ni 


who will gradually die out, leavi favored by still 
the seasoned dealers who strive t 
through adequate To expand the 
market for used 


equipment at least 


another group 


win custome! 
service and sound merchandising 


TRITTVTTTPTS ret 


TyTVITTy 


UMA 


practices, and who also strive to 


rvery 


maintain a reasonable margin of one dealer is con 


profit centrating on : 
A more realistic approach to mechanizing the large the market for used == 
trade-in allowances is essential, for small farmers in equipment, but to put this =| 
sales of used units make up a sub his area those ° . Ext 
stantial portion of the average who still rely on business back on a profit- 3 
southern dealer’s total unit sales of animal power. In able basis = 
major equipment many areas of the SS, 
Dealers participating in the sur South this is a 
\ ilte 


vey were asked, What proportion 
of your unit sales of major equip 
ment are used machines? 

Replies ranged from 10 to a 
high as 80 percent, too wide a 
range to establish a _ significant 
However, the re 
majority of 


average figure 
plies of a 
answering this question—68 per 
cent—were in the 20 to 50 percent 
category, indicating that for the 
average dealer the sale of used 
equipment is a permanent and im 
portant phase of the 
Fortunately, most dealers recog 
nize that the used equipment lot 
is here to stay and are taking 


dealer 


business 


steps to put this operation on a 
profitable basi 

Asked what special steps they 
are taking to increase used equip 
ment sales, a majority—57 percent 

indicated that they have recog- 
nized the problem and have in ef 
fect some merchandising ideas de 
signed to boost sales of trade-ins 
A majority of these dealers em 
phasized first the need for fully 
reconditioning trade-ins, then dis- 
playing the used equipment with 
sufficient prominence to win the 
interest of prospective customers 
29 percent indicated use of variou 
types of advertising, while a num 


ber stated that they are guaran 


market for used 
that 
been 


equipment 
never has 
adequately developed 

Though the number is small 
some dealet replied that they 
were doing nothing, momentarily 
to increase used equipment sales 
Several mentioned “limited” ac 
tivity along this line, while a few 
others referred to the 
situation as a “problem” not yet 
solved nor in the process of being 
solved through action 

Some typical replies in respons 
to this question are given at the 
end of the article 

A majority of the 
dealers indicated by their replie 
that real effort IS being made to 
maintain profit margins through 
reasonable’ trade-in allowance 
However, many commented on the 
“competi 


merely 


reporting 


extremes to which the 
tion’ is going in order to make a 
sale. Such activity 
pointed out, makes it extremely 
difficult to compete and to hold 
the line on allowances for used 


many dealer 


equipment 

Asked to comment on_ their 
methods of handling appraisal 
and trade-in allowance 
did not reveal] the use of any ur 
usual method or plan for handlir 


dealer 
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trade-in Many use a_ trade-in 
manual in establishing the value 
of used equipment, while some ad- 
mit that their whole process of ap 
praisal is a bargaining proposition 
in which they hope to break even 
Some prefer to let the 
tion’ set the 
Other 
as possible.’ 

A few steadfast dealers reported 
that they make a reasonable offer 
for used equipment and “if that 
won't get it, let the deal alone.” 
comprise but a 
small group farm 
equipment plagued 
by the excessive allowances some 
dealers are making, and in many 
instance ystematic methods of 
handling trade-ins are being com 


“competi 
price, then raise 


merely “try to buy as low 


Howeve! these 
Generally 


retailer are 


pletely undermined 

The importance of recondition- 
ing trade-ins a means of at- 
recognized 
by most majority of 
whom reported that they go all out 
in putting late model equipment 
back into  first-cla condition 
Many empha ized the 
of repainting used equipment to 

(Continued on page 144) 


tracting customer! ! 
dealer al 


importance 
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I’ YOU ARE an average farm 
equipment dealer you haven't 
had to exert much effort to de 
velop volume business and highly 
satisfactory net profits for the past 
12 years, but take it from Harry 
Smith, owner of the Opelika Truck 


FARM EQUIPMENT PROSPECT 


FARM INFORMATION 


FARM CQUIPMENT ¢ WNED 


CONTACT INFORMATION 


In weekly sales meeting, John J. 
O'Brien, assistant manager, left, 
Lee A. King, salesman, and com- 
pany owner, Harry Smith, discuss 
potential customers and map 
strategy for closing a sale 


By C. L. Lorentzson 


It's a matter of 


Merchandising! 


and Tractor Co., Opelika, Alabama 

You've got to sell 
ment now, brother 
ell it.’ 

Harry Smith knows what 
talking about. Since he has been 
with the company he now owns, he 
has helped send its sales volume 
ooming from a low of $280,000 in 
1949 that promises to 
exceed $500,000 during the 1952 
33 season. He the sole 
owner of the business for the past 


youl equip- 


you've got to 


he’s 


to a figure 


has been 
and has rounded out a 
trong selling organi 
and in 


three year 
remarkably 
ration geared to sell now 
the future 

Today, he has a well-knit 
men who thoroughly 
He main 
slack 


busy 


core 
of sale can 
for sales 
truck in 
and trucks in 
seasons to make periodic examina- 
tions of all his equipment in the 
field. He runs an efficient shop and 
thoroughly-trained me 
long 


va their areas 
tain a service 


periods two 


prov ides 


chanics to ensure speedy, 


and he keep 
pare part 
farm 


lasting repau a pe! 
petual inventory of all 
put any piece ofl 
old on the American 

back In running con 
afte 


needed to 
equipment 
market today 
dition in a matter of hours 
trouble 

How 
ak Ol 

He keeps two 
road at all time 
quested to call on any 
is a potential buyer and 


trike 
do it? Look at his 
ganization f11! 
ale men on 
They are re 
farmer who 
size him 
timate Is 


does he 


the 


up. During this visit an « 
to the possibility of future 
sales, and a quick inventory of 
farm equipment on the farm is 
noted mentally and later recorded 
on a prospect card for filing 

Each Monday morning a 
meeting is scheduled. New pros- 
are discussed and the pros- 
Strategy for 


out, 


made a 


sales 


pects 
pect file is reviewed 
selling or trading is worked 
and salesmen introduced to 
inspirational material designed to 
teach them how to overcome sales 


are 
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resistance and help build thei: 
confidence 

With reference to trading, Smith 
gives his salesmen complete au- 
thority to make whatever trades 
they think will be profitable. “I 
won't have a salesman who cannot 
make a sensible trade,” he says 
“There is no need to have one if I 
have to make every decision re 
garding a trade myself.’ 

An index of prospect cards is es 
sential to the efficient use of good 
salesmen. In his business, Smith 
keeps a card on every potential 
customer upon whom his salesmen 
have called 

The card 


pertinent to future ale 


informatior 
effort 
addre 


carry 
uch as prospects name, 
telephone number, information re¢ 
whether elf 
owned or rented, electrified. tota 


garding his farm 


acreage, acres under cultivatior 
livestock on farm and major crop 
It further carries space for listin 
farm equipment owned includin; 
type of machine, make ize, age 
and condition. This space also pro 
vides for any contact information 
considered pertinent and request 
that salesman list equipment 
which the prospect may need or 
buy in the future 

These files are divided into ac 
tive and inactive lots. Active files 
are reviewed monthly to estimate 
follow-up effectiveness und to re 
evaluate prospects as active or in- 
active. The potential customer 
Stays in this file as long as there is 
real promise for an early sale 

Inactive files are checked every 
six months by salesmen in order 
to keep track of potential sales 
which have been deferred for six 


With a well. 


thorough on - the - fq 


important port of company's 
merchandising program is up-to- 
date parts department system- 
atically controlled through per- 
petual inventory. Dewey Yancey. 
parts foreman, is at left 


of used equipment. To aid the 
alesmen, a lst of all used equip 
ment available is issued to each 


man at the beginning of each 


month 


‘The emphasis is shifting to 


trained outside 


- 


Smith points out that cost for internal labor must be watched closely so 

that cost of operating shop will not pull down profits. Here, Smith and R. 

L. Perry, shop foreman, supervise assembly of cotton picker which costs 
$86.00 to uncrate and assemble for delivery 


months or more 

Under present conditions 80 pe: 
cent of all deals for farm equip 
ment must include some type of 
trade-in. Salesmen are cautioned 


to kee p a wary eve out for buyer 
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Imposing building features dis- 
play of flag by gear and pole 
built in shop to specifications of 
John Paul Jones, who was field 
officer in World War I! 


By Baron Creager 


How these dealers are winning 


Major Profits from Parts 


T° LESS THAN seven years there This well-handled parts department not 
was an increase of 200 percent ° ° . ° 

in the sale of parts, and an in only yields important direct profits, but 
crease of 150 percent in the sale of paves way for sales of new equipment 
hop labor, for the firm of Jones 


and Little, International Harvester Shop labor sales amounted t 
dealership of Greenville, Texas $6,000 at the end of the first six 
Jones and Little bought the months of this partnership, but for 
dealership in 1946 and on July 1 the first six months of this year 
of that year, John Paul Jones, ac the volume had increased to 
tive partner and manager, assumed $15,000 
direction of the business It is true, John Paul Jones con- 
In the first six months, which cedes, that in the intervening six 
was the last half of that year, parts and a half years the average price 
ales amounted to $22,000. For the of parts increased by from 25 to 30 
first six months of 1953, parts sales percent. And during the same 
were $66,000 period shop rates went up by about 


Lloyd Miller, parts manager, and 
Ann Clarkson, secretary, check 
a ports order. Stop-record sys- 
tem has grown from three to five 
“wheels.” Protruding cards call 
for re-orders or other attention. 
John Paul Jones, shown at far 
right, discusses prospect with 
Salesman George DeWoody 








This through-and-through view 
shows arrangement of the big 
doors in the shop. Below: tool 
room does not have “‘every- 
thing,” but equipment shown 
here makes possible any opera- 
tion—and a profitable shop 








Paint shop located at rear, 
away from main building, re- 
duces insurance cost 


ncerned 
And in the 
trictly a cottor 
cotton crop wa next 
failure for three ICCe Ive al It 
1950 through 1952. In Augu ) of oul 
this vear. incidentally, the pro dition 
pects were good for a bumper cot overall stock 
ton crop and, unlike most of Texa the customer 
the area had plenty of rain for pro farmer comes in here 


duction purpose will get what he wan pe of m: j for which 


During the lean years of cotton The parts manager wor! yn i pu d. Our part 
crop failures the busine of Jones salary, plus a commission ( ul people at woled. to de 
and Little never ceased to grow added, the commission depending, ation a 
and there has not been a year in upon annual volume nuch infor P possible, If 
which parts and labor sales did not Another feature of the parts de val t) : mn at 


increase. For this circumstance partment is the arrangement and ation o indi 


qa conve! 


ate here 1 
several reasons are assigned by numbering of bin under four Sp w equipment 
Jones, but perhaps most significant general divisions of truck, tractor eV ised equipment o1 
Is a system of controls over the implement and common. Number h is noted 
part inventory which now ing is both alphabetical and nu 
amounts to $35,000 at book value merical, which peed up the 


ol 
1 repal 
on the invoice 


ache the booh 


Furthermore, the parts business of routine of waiting on customer 

this firn practically the corner Thirty-five percent of all 

tone of the busine It feeds ales are made through the 
names to salesmet wh where the foreman’'s incer 
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merely equipment salesmen. The) 
are parts % id labor i ! tox 
If a salesman fails to make the 
trade he is on, then he tries to sell 
a reconditioning job on old 
equipment, That way the ), the 
parts department and the outside 
alesmen are all working together 
That is the best answer I can give 
teady nerease in bu 


the parts department thers 

are three ib-departments whicl 
Jones emphasize are highly im 
portant, and must be attended 
regularly, for a successful part 
operation, These sub-department 
consist actually of three, somewhat 
widely-separated tables, properly 
identified, back behind the bins 

One table receives parts that, be 
cause of defects, damage in ship 
ment or error in ordering, will be 
returned to the factory on receipt 
of authorization for return. When 
authorization is received, the mer 
chandise is moved to another tabk 
at the rear, (sub-department No 
2), where it is “ready for return,” 
and such merchandise is shipped 
out twice a month 

The third sub-department is 
table for customers’ special order 
When a special order is received it 
lands on this table. Immediately a 
post card is addressed to the cus 
tomer, advising that his special or 
der is on hand. If there is no action 
from the customer within two 
weeks, the special order is re 
turned to the factory 

These three ub-departments 
ays Jones, eliminate a lot of often 
unexplainable leaks in the busi 
ness 

In 1949 Jones and Little built a 
new plant, designed for the farm 
equipment busine There are 
only two structures, the mail: 
building and paint building, but 
the entire establishment occupic 
a lot fronting 225 feet on a prin 
cipal Greenville street, near the 
edge of the city. The lot is 360 feet 
deep and at the rear features a 
sort of tree-studded plateau. Thi 
raised 225-feet-wide strip provide 
blue-sky” storage for used and 
heavy equipment. The land is en 
closed within a seven-foot chain 

(Continued on page 130) 


Top: Merchandise awaiting au- 
thorization for return to factory 
is collected. Center: Authorized 
for return, merchandise is col- 
lected here, shipped every two 
weeks. Bottom: Customers’ spe- 
cial orders wait here two weeks, 
if not then called for are re- 
turned to factory 
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Florida IH dealer 
helps four FFA 
chapters buy 6 
Farmall tractors 


“Farming in Alachua County and North Florida 
is being transformed by FFA and former FFA 
members,” says Coy Strickland, president of 
Florida Motor and Equipment Co., IH Dealer at 
Gainesville, Florida 


Mr. Strickland has played an important part 
in this transformation, first by lending Farmall 
tractors and equipment, then financing the pur 
chase of five Farmall Super As and one Cub by 
four FFA chapters. He also lends equipment for 
4-H Club maintenance classes and tractor driving 
contests, and offers a $25 prize for the champion 


FFA public speaker 


Florida Motor and Equipment Co. also helps 


build county-wide agricultural prosperity. As 

wy chairman of the Chamber of Commerce Agricul 

tural Committee, Coy Strickland helped initiate 

ie an annual Feeder Calf Sale which increased 


rancher's income an aver: ige ot 5 cents per pound 


Ft 
~ on 2,250 head of feeders; upgraded hog quality 


- 


“Today's youth become tomorrow's tractor buyers,” says 
Coy Strickland (left), showing a group of FFA boys how to ad- 
just a plow correctly. Three FFA chapters in North Florida have 
elected Mr. Strickland an honorary member in recognition of 
his helpful leadership. 


in the county by introduction of purebred gilts 
through a “pig scramble"; and promoted higher 
prices for Alachua County vegetables by en 
couraging Northern truckers and produce firms 


to buy direct from growers. 


Promoting higher corn yields through “Coy Strickland is always ready to On-the-farm demonstration is a con 

an annual trophy award is another ac- help in anything that benefits Alachua stant activity at Florida Motor and Equip 
tivity initiated by Mr. Strickland through County agriculture,” says Bob Carroll ment Co. Here, Coy Strickland explains 
the Gainesville Chamber of Commerce. (right), Manager, Gainesville C. of ¢ Farmall Fast-Hitch controls to W. W 

Above, he inspects 80-bushel corn grown Here, Coy and Bob discuss plans for Byran who saw a demonstration, then 
by W. T. Crevasse (right). Average yield promoting the 1954 Feeder Calf Sale. bought this Farmall Super C for his 465 

for the county is under 20 bushels per acre. Corn growing trophy is at right acre diversified farm 


Like so many other IH dealerships from coast to coast, llorida Motor and Equip- 
ment Company believes dealers who serve agriculture best are the ones who profit most 
Through the broad IH line, IH dealers are in an enviable position to enjoy the rewards 
of helping develop a stronger, more prosperous agriculture in their communities. 


INTERNATIONAL HARVESTE 


International Harvester products poy for themselves in use omick Farm Equipment and Farmall Tractors 


Motor Trucks Crawler Tractors and Power Units i ec and Freezers--General Office, Chicago 1, Illinois 
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Sheet No 


Terms 


Rating 


Credit Lim 
— 


a EQUIPMENT dealers and 
manufacturers, farmers and 
bankers, all have a mutual interest 
in plans for financing, on a sound 
and equitable basis, the sale and 
purchase of modern, labor-saving 
implements, It is both the respon- 
sibility and the opportunity for 
banks, which are the custodians of 
the funds of the communities in 
which they may be located, to pro 
vide the credit that is required for 
the orderly financing of such 
transactions 

New methods in farming de 
mand a more comprehensive 
knowledge by banks of the tech 
needs of farmer 
Present-day bankers must be in 
terested in new legumes, latest 
types of machinery and quality of 


niques and 


livestock 

Advances during the last 20 
veal have brought about far 
reaching changes in the financial 
Among. thes 
may be mentioned mechanization 
development of the beef cattle and 
improvement of 


need of farme 


dairy industry 
pastures oil conservation 
electrification, and the growing 
use of insecticides. Particularly im 
portant has been the rapid spread 
of rural electric lines over the 
South, with the logically-following 
demand for improved convenience 
and appliances; also the trend to 
ward farming by machinery and 
the transition from row-cropping 
to grassland and livestock farming 

All of these changes have 
brought about a tremendous in- 
crease in the needs of farm people 
for credit. These needs are going 
to be satisfied from some source 
The obligation to supply the re 
quisite credit rests primarily upon 
banks 

If bankers in agricultural areas 
are to serve their communities 
adequately, they must be correctly 
and currently informed about de- 
velopments affecting the busi- 
nesses of their farmer-customers 
and of their patrons who deal in 


rural 


116 


NAME 


ADDRESS 


= 


By James Bishop, Jr. 


Assistant Vice President 
Manager, Farm Service Department 
Bank of Greensboro 
Greensboro, N. C. 


James Bishop, Jr., left, takes an application for a loan from S. K. Wilson, a 
farmer. Looking on is W. A. Short, Assistant Manager, Farm Service De- 
partment, Bank of Greensboro 


farm equipment and farm com 
modities 

Prosperous farmers mean pro 
banks and prosperous bu 
including dealer 


perou 
ness enterprises, 
in and manufacturers of farm ma 
chinery 

The economy of our 
fundamentally agricultural. Farm 
ing is our largest single and most 
mainte 


nation 1 


important business. Its 
nance and continuance are essen 
tial to our very existence 


Statistics gathered over a long 


period—in fact, almost since the 


formation of our country—show 


that the national income is in 


approximately seven 


variably 


times the farm income, It is true 
that “as the farmer goe O goC 
the nation Because of this defi 
nite relationship between total in- 
come and agricultural income, it 1 
axiomatic that, if other lines of 
business are to be prosperous, the 
income of farmers must be fal 
and substantial and that farming 
must be on a sound and profitable 
basis 

Our economy i trengthened 
and a greater and more lasting 
prosperity is assured when provi 
ion is made for the extension of 
needed farm credit on a basis that 

fair and right 

It hould be 


recognized that 
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Satie 2 


Time to Feature 


Fall Tractor Tune-Ups / Up). 





DELCO-REMY 
IGNITION PARTS 


A fall tune-up is good for the tractor, good for the 
owner, good for you. After a hard work season, trac- 
tors need tuning up, to restore operating efficiency. 


When it comes to the ignition system, you can do 
your tractor owners no better service than to tone up 
with Delco-Remy original equipment service parts. 


Delco-Remy ignition equipment for tractors is de- 
signed to give long, low-cost service under tough 
working conditions. Special features include dust- 
sealed distributors with built-in lubrication 
waterproof ignition coils, oil-filled and hermetically 
sealed . . . corrosion-resistant stainless steel contact 
point springs . .. moisture-proof pressure-sealed con- 
densers . . . sturdy highly dielectric molded parts. 


To keep Delco-Remy electrical systems at maximum 
operating efficiency, always use Delco-Remy original 
equipment service parts . . . available everywhere 
through United Motors wholesalers. 


A GENERAL MOTORS PRODUCT ~.... A UNITED MOTORS LINE 


DELCO-REMY 


Division, General Motors Corporation 








or oe | 





DISTRIBUTED BY WHOLESALERS EVERYWHERE 


Anderson, Indiana 


PIONEER MANUFACTURER OF TRACTOR ELECTRICAL EQUIPMENT 
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farmers are entitled to and will 
require a service superior to that 
which they have heretofore re 
ceived from most commercial 
banks, and that they are demand 
ing the extension of credit on a 
broader and more comprehensive 
basis than has been made avail 
able to them in the past 

In addition to so-called “produc 
tion credit” for seed, feed, ferti 
lizer, labor, and the like, farmer 
also need funds for capital pur 
poses; that is, for buying work 
tock, beef cattle. dairy cows, and 
labor-saving farm equipment, such 
as tractor balers, har 
vesters, milking machines, and for 
;oil improvement and _ soil-build 
ing and conserving practices; for 
the purchase of additional land; for 
constructing new buildings and 
making alterations, additions and 
repairs to existing structures; and 
for many other purposes 

The maturities of all loans 
should be made to fit the opera 
tions of the individual farmer 
Loans should come due at the time. 
and only at the time, the borrow 
ing farmer will have the money 
available to repay his obligation 

Loans for capital purposes, 
which include those for buying 
equipment and machinery, to 
which earlier reference was made, 
usually represent substantial 
amounts, and repayment by the 
average farmer cannot reasonably 
be expected within twelve months 
Such loans should be set up to run 
over a period of two, three and, 
sometimes, even four years. de 
pending upon the individual cir 
cumstances involved 

Reasonable flexibility should be 
illowed when farmers’ notes at a 
bank mature to take care of un 
foreseen contingencies, such as ill 
ness, harvesting feed, sowing of 


combine: 


small grain, scarcity of labor, etc 
Farming is a hazardous business, 
dependent upon the weather and 
other factors not controlled by the 
farm operator. When a_ farmer, 
who suffers a crop failure or other 
misfortune due to providential 
causes, shows good faith and does 
his best, he should always have hi 
indebtedne extended and h 
should be granted an additional 
loan, sufficient to put him in posi 
tion to make another crop or con 
tinue his operations, so that he 
can retire his loan and get back 
on a normal basis, without undue 
hardship 

There should be no “red tape” or 
delays in the handling by banks of 
ipplications for or closing of farm 


“As farm equipment financing develops, it is 

apparent that the purchase by banks of sales 

contracts from dealers is declining with a cor- 

responding increase in loans made direct to 
farmers" 


ervice should be 
friendly and 


loan The | ank 
prompt courteou 
pel onal 

The charges to farmers for bank 
credit should be fair, reasonabl 
and competitive with rates enjoyed 
»y busine industry and the pro 
fession Farmers should not bs 
penalized in the cost of credit 
Only simple interest should be 
assessed. There should be no extra 
fees hidden or otherwise 

The collateral requirement 
made by banks in connection with 
farm loans should be reasonable 
and suited to agriculture. Crop 
liens and chattel mortgages have 
proven to be sound and dependable 
security. Unless actually neces 
ary, it is not right for a bank t 
tie up all of a farmer’s available 
collateral 

It is especially true that banks 
engaged in lending to farmers 
should not be “fair-weather” 
friends only and that, when the go 
ing gets rough, the farmer will be 
forced to shift for himself and wilt 
have to obtain credit wherever 
and upon whatever terms it can be 
found 


Good Credit Risk 


Bankers should understand very 
definitely that farmers are good 
credit risks and that they can, will 
and do pay their debts. My own 
feeling is that farmers are the best 
people in the world. In substantia 
tion of these statement may be 
mentioned my personal lending 
experience with them 

During the past eighteen years 
I have 
intermediate credit to farmers ag- 
gregating almost exactly 35 mil 
lion dollar Total losses have been 
only 44 dollars! But, best of all, it 


in order 


extended short-term and 


has never been necessary 
to effect collection, to employ a 
pay an attorney fee. to 
legal action. or to 


lawye! 
take court or 
foreclose or posses any item ofl 
property—mule, horse, cow, trac 
tor, plow, tool, land or part of a 


rop—under lien. It i 


c 
ly that any other gro 

‘tt up such a favoral 

‘arm men and 
busing with bank 

idered much mor! 
names on notes and ledger 
They should be regarded as friend 
and dealt with on a cordial er- 
farmer arriv 


liatel 


sonal basis. Ever I 
mmedia 


at a bank should be 
and warmly greeted, and made t 
feel at home. No patronizing air 
toward him ought to be tolerated 
He is entitled to and should re 
ceive a leisurely and sympathetic 
hearing and allowed all the time 
he desires to say what he has on 
his mind. He should be treated by 
the banker in such a way that he 
wil] leave with the definite feeling 
that he came to the right place, is 
glad he did, and will want to come 
back 

Properly serving the credit 
needs of farmers is, as has been in- 
dicated, probably the most im 
portant function of a bank located 
in an agricultural area. The serv- 
ice is not complete unless it in- 
cludes the financing of purchases 
of farm machines and equipment 

The mechanized farm is the 
modern counterpart of the highly 
advanced industrial and business 
establishments of the community 
Many banks in every geographical 
section have had satisfactory ex- 
with farm equipment 
financing. Every so-called “coun 
trv bank” should welcome the op 
portunity to assist both the dealer 
and the farmer, now that equi 


again become 


perience 


ment ha 
to them. Many banks 
a strong interest in 
lending, although they 
the familiarity with 
methods of handling 

Of course, if farm equipment 
financing is to benefit the 
and fittingly extend the service 
now re ndere d to farmer and deal- 
ers, the lending policies and stand- 
ards must be tailored to fit the 

(Continued on page 150) 


banks 
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Here’s why you make —ii‘étéCét«Cé*w 
extra profits as a BUTLER dealer : 3 
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per year. With 1,000, 2,200, 1,330 and 3,276-bushel 
capacities, you can sell Butler bins to match the grain 


You sell safe, clean grain storage! Butler steel 
grain bins give your customers weather-tight, rodent- 


few cents a bushel storage needs of every farmer. 


proof storage at a cost of only a 


i) 
' 


WY 


li} 


You sell fast, easy grain handling! Butler auger loaders make 
crop conditioner cools high moisture grain quickly filling « mptying Butler bins and other 
natural conditioning and prevent heating. You can sell ducts, fan grain-moving . i your Butler bin and crop 
and motor with Butler bins in “packag ‘ conditioner sal id extra | fit o your Butler d rship. 


You sell a complete grain conditioning system! New Butler 
to promote quick easy work 


GET THE FULL STORY! Send this coupon TODAY 
Learn how you can stock, dis- Ss % For prompt reply, address office nearest you 
play and sell Butler grain bins, condi- "tf; proow~ oe poe eiypennean COMPANY 
venue . Ensley, Birminghom 8, Alabama 


tioning systems and auger loaders to 
, 7394 East 13th Street, Kansas City 26, Missour 
cash in on the big sales opportunities a Menviacturers of ON 
Equipment - Stee! Buildings 


Butler dealership offers. See how you Form Equipment + Cleaners 
can build up off-season sales, add a Equipment Special Products 
profitable new volume to your busi 
ness. Mail coupon now for complete 


inilormation. 





Blueprint for 


TRACTOR) 
By Ross L. Holman 


McGaha gives instructions to 

mechanic who is preparing to 

leave on field service tour of area 
tivity carried on over the past is no stranger to the farmers in his 
several years by Owner McGaha territory who also are fully 
and his staff familiar with the company’s line of 

— LAST year’s blistering When McGaha, a Ford dealer, equipment, 

drought and the steady decline first took over his business there Consistency is the very heart of 
in farm prices, the Mac Tractor were no more than 25 tractors of this company’s outside selling 
Co., farm equipment dealers in his line throughout the county campaign, and daily field trips by 
Huntsville, Alabama, sold nearly Presently, there are more than 300, McGaha or his salesman, Chat 
60 tractors during the first seven plus mumerous combires hay Miller, is the usual procedure 
months of 1953, and M. E. McGaha, baler corn pickers and other Whenever either leaves the com- 
owner of the business, confidently equipment. pany building to canvass farmers 
expects to sell many more by the Consequently, at a time when in the area, he carries with him 
first of another year personal contact with the farmer something more than a sales spiel 
This enviable sales record is the is of foremost importance, this and a truck to ride around in. Dur 
pay-off for constant, aggressive company is in a particularly strong ing plowing season, for example, a 
outside sales and promotional ac competitive position. For McGaha tractor and plow might be trans- 


Firm's prospect cards permit detailed record of farmer, probable buying intentions 





| MAY JUNE JULY AUG SEPT | NOV 


OWNER AND PROSPECT RECORD CARD USED TRA*TORS AND PARTS 


Mailing 

Address Phone 
Type of 

Demonstration Farm ng 

Area and Soil 


Name 
Location 
of Farm 


No. of Family Workers Ages No. of Hired Help 
Major Source 
Size of Farm Acres (Owner Tenant ) Own A. of Income 


Acres | Equipment Owned | ] Year | Condition 





Quantity 


ANAYYSIS OF EQUIPMENT NEEDED 


Financial Rating 
Community Standing 


Any Special Buying Interest 
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Systematic canvassing of the territory 
by trained outside salesmen plus detailed 
records on prospects have helped this 
dealer build and maintain volume sales 


ported to surrounding ferms for 
demonstratior. purposes 

Miller has worked out a par- 
ticularly effective method for 
making contacts with farmers pay 
off. His usual procedure is to 
choose a single community for a 
single day’s work. Upon reaching 
this community on a given day, he 
carries his equipment from farm 
to farm—demonstrating under 
actual field conditions, the op 
erating efficiency of the machin 
ery 

Miller make 
these demonstrations by telephone 
the day previous and usually man 


arrangements for 


ages to stage six to eight on an 
Generally, these are 
individual demonstrations, but 
frequently Miller will have a 
many as eight or ten neighboring 
farmers on hand to witness the 


average day 


performance of his equipment 
McGaha is quick to emphasize 





that such demonstration nd the 
outside selling they entail have 
sold more farm equipment for the 


company than any other selling 
method, These 
the machine do the talking,” per 


t cor 


demonstration let 


formance often being the m« 
vincing argument in bringing at 
undecided prospect to a decision 
Additionally, these field tests serve 
to keep McGaha in personal con 
tact with farmers and his line of 
equipment fresh in their mind 
Whenever a prospect show 


‘buying” interest, Mr. Mac, as Me 
Gaha is generally known, or Miller 
fills out a prospect card that i 
sufficiently detailed to give a 


clear picture of the farmer, hi 
farm and the farming operation 
carried on. When filled out, the 
card shows size of farm, location 
principal crops, livestock 
and buving 
These card 


contour 
present equipment 


tentions of the owner! 
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Effective Outside Selling 


are filed away on a community 
basis. When a company representa- 
tive IS makin follow-up call after 
demonstrations have been given in 
the community he takes the card 


alon with him 
When a prospect, for 


hows a willingness to trade in a 


example 


tractor on a new model, the sale 

man fills out a used equipment ap 
praisal form. He list the condi 
tion of all important parts of the 
the re 


used machine and estimate 


conditioning cost of the unit. It 
final trade 


n value then is arrived 





Left, McGaha rechecks with a 
prospect the appraisal of farm 
equipment customer wants to 
trade-in. Satisfied with the al- 
lowance he will receive, farmer, 
above, signs sales contract. Full 
record of prospect's probable 
equipment needs helped firm 
close sale 
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USED EQUIPMENT APPRAISAL FORM 


Nome Dote 


Addiew 

Make of Tractor 

Mode! tngine Mw 
ACCESSORIES 


GENERAL CONDITION 
8 Rear Wheels 
9 Tres @F 
une of tt 


Pow 


IMPLEMENTS 


T 


T 
wamt a wit mountto 





re NDITION COS 
TRADE IN VALUE 
APPRAISER 


REMARRS 


Detailed appraisal 
form aids in syste- 
matic appraisal of 
trade-ins. Company 
consistently makes 
profit on sales of 
used tractors and 
equipment 


easons when ma- 
chines are in use 
, customer 
particu- 

effective, for 

they find 





rous ma 
chines which need 
adjustment of 
ome kind Mc 
Gaha ha found 
that farmer: are 
favorably im- 
pressed with this 
effort of the com- 
assure 
oper- 
equip- 


pany to 
trouble-free 
ation of 
ment 

And while the 
ervice cements 





at with the aid of a guide book. 

His systematic method of han- 
dling appraisals and arriving at al 
lowances is good evidence that Mc 
Gaha looks upon trade-ins as a 
necessary part of the business and 
one that should be made to yield 
a reasonable return. Over the past 
several years, he has made from 
$50 to $100 profit on sales of used 
tractors. 

To provide a change of pace— 
and to sell parts and service as 
well as new equipment—McGaha 
or Miller frequently loads the pick- 
up truck with several tools and 
parts and heads for the country 
for a day of trouble-shooting. Parts 
rarried on these service forays 
usually include fan belts, spark 
plugs, cultivator points, breaker 
points, distributor coil, rotary but- 
tons, radiator hose, and other oft- 
needed new parts. A special parts 
cabinet is available for these trips 

Company representatives make 
these service rounds during busy 


McGaha points out to mechanic 

work that needs to be done on 

customer's tractor. Dependable 

shop work has been important 

factor in building volume sales of 
new equipment 


the loyalty of Ford 

tractor owners in 

the area, the com- 
pany, at the same time, is selling 
volume of parts. Aside 
from their value in selling parts 
and service field 
trips have perhaps an even more 
aspect For McGaha 
a continual check on 


a sizable 
these service 


important 
they serve as 


all Ford farm equipment in his 
trading area. His card file is a 
source of valuable information 
when shop work is being solicited 
or when prospects for sales of new 
equipment are being lined up 

While much service work is sold 
as a result of these field service 
trips, McGaha also uses direct mail 
effectively 
ics bu 
sends out a series of post cards to 
all Ford users urs 
their machines in for inspection 
and overhaul. Each follow 


Is more persistent than the 


in keeping his mechan 


During slow seasor he 


ing them to bring 


ous one, and each is signed person 
by McGaha 

nfo1 which McGaha has 
picked up during field 
trips prove invaluable in 
ning such direct mail promotion 
He checks his card file and 
all the machines his field inspec 
tions indicated were in need of re- 
pairs. If the machines are not 
brought in to the shop following 
these mailings, McGaha contacts 
each owner by telephone and im- 
presses him with the desirability of 
having the repair work done be- 
fore the equipment is needed and 
before the company shop is over- 
loaded with work 

This approach has brought re- 
sults. During slow 
company shop often has a 
as 10 or 15 machines on hand wait 
ing repair. McGaha points out that 
such reconditioning jobs average 
$90 to $125 

In fact, this promotion of serv- 


Information 
service 


plan 


elects 


seasons the 
many 


(Continued on page 149) 
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HERE IT 1S...THE NEW 


Planet Jr. 


T New! 

Engine shut- 
4 off control on 
1 handle 


/ 
/ 
beowe”'l/ 


WITH ROTARY TILLER 
ATTACHMENT! 


« Built-in, self- : 
t winding a 
* starter cord ¢ ' 


Lawccae 


‘ Durable one- 6 
4 piece steel ® 
~ 
Sol . frame ' 


— 


A Greater Value than Ever! 


Rugged, all-steel welded frame con 
struction. Belt and chain drive. Separate 
clutch for Tiller Attachment. Depth of cut oo" 
—adjustable by gauge wheel to 2\4"". f we! , pit: 
whee tot 
OTHER ATTACHMENTS INCLUDING: V gerertiol ng ; 
wre’ 
os 
Trailer Cari Cultivators ‘ 2 ae? V 
incites (all kinds) - 
Fertilizer lawn Mower 
Groder/ Hitch “Tuffy” has a “big brother’’—and it's destined to 
Rot M , 
Snow Plow —_ chalk up even greater sales records! It’s the new 
Super Tuffy, with new features, greater power, 
added convenience, and many extra selling points! 
Like Tuffy, the Super Tuffy gives your customers 
year round power for all outdoors efficient attachments 


Planet Jr. 
J to make quick and easy work of 101 jobs and a 


TUFFY price that’s the best sales clincher you've ever known 


But now, with a new Rotary Tiller attachment and many 
other extras, the Super Tuffy gives increased 
wric d > Ts! ‘ : ~ 6 
A gravee weleemaien performance versatility ind sales opportunities 


in every section for you! Be sure to see it— write for complete details 
1 h.p., 80 Ibs. — 


power aplenty, 


easily handled FINEST IN THE FIELD 
S. L. ALLEN & CO., INC., 3421 N. 5TH ST., PHILA. 40, PA, 
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Deere's new “40” tri- 
cycle tractor shown 
here pulling new seven- 
foot combine, affords 
two-row capacity in 
planting, cultivating 
corn, cotton, etc., multi- 
row capacity in vege- 
table crops 


A] 


ae 


vs “ 
M 
_—_—— 
— 
— 
— 
— 
—_ 
— 
— 
— 
— 
— 
—_ 
— 
— 
—_—_— 


tae 
Oliver's new automatic wire tire baler, pulled above 
by Model 77 tractor, has ten ton per capacity. Wide 
wheel tread, low center of gravity give New Holland's 
automatic twine tying baler added stability on slopes 


Designed for small 
formers, Harvester's 
"“C-14" single row cot- 
ton picker will pick at 
speeds up to 2'2 mph. 
Unit here is mounted on 
Super C tractor. Minne- 
apolis-Moline’s new ZB 
tractor is powered for 
two or three plow bot- 
toms. Unit is available 
in three front end styles 
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New Idea's new fertilizer spread- 
er is available in three pull-type 
models—8, 10, or 12-foot spread- 
ing widths—which spread from 
10 to 5,000 pounds per acre. To 
afford control, rate dial can be 
set according to the rate needed 
per acre and also according to 
the kind of fertilizer or seed. 
Shown below is the Cobey Hy- 
dra-Fiex frame with rotary hoe 
gangs. This hydraulically op- 
erated wheel type basic frame 
will mount also a soil pulverizer, 
disc harrow and field cultivator 


New Massey-Harris 2-3 plow, 
model 33 tractor develops 33 
maximum, drawber horsepower, 
and 38.00 maximum belt horse- 
power. The model features either 
the regular power shalt or the 
new live P.T.O. It is available 
with gas, or distillate engine 
equipped with hot manifold 





At left is the new all-purpose tractor in the 
“VA” series introduced by Case. The low- 
platform tractor delivers power at six points 
and has Eagle Hitch for quick-coupling of 
rear-mounted implements 


Dearborn's new cotton harvester, pulled above by Golden 

Jubilee model Ford tractor, weighs but 950 pounds, har- 

vests up to 1'4 acres per hour. Allis-Chalmers new WD-45 

tractor, right, replaces the WD, has more powerful en- 
gine, three front-end styles 
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SFEM Holds 


nen OF Southern Farm 
i Equipment Manufactur- 
ers, Inc., meeting in Atlanta, Geor- 
gia, October 2-3 were told that the 
need for specialized machinery and 
equipment in the South assures 
virtually opportunity 
for manufacturers in the area 

The two-day program featured 
talks by a number of industry 
leaders, including R. M. Dibble, as- 
sistant feneral sales manager, In- 
ternational Harvester Co.; Col. 
Earle D. Bottom, executive vice- 
president, Universal Tracter Co., 
Richmond, Virginia; Fred L. O’- 
Hair, program director of the Deal- 
er-District Land Use Program and 
a number of others 

All speakers pointed to the tre- 
mendous progress in agriculture 
in the South, though citing the 
need for specialized equipment 
particularly suited for southern 
farming operations 

In his talk on “Farm Equipment 
for the Southern Corn Belt,” E. V 
Komarek, manager of the Green- 
wood Farms in Thomasville, Geor- 
gia described the expanded pro- 
duction of hybrid seed corn and 
stated that improved machinery is 
needed for handling the crop 

“The corn belt of the South,” he 
said, “is big enough to have proper 
equipment.” 

In his talk on “Your Business 
Personality,” given at a luncheon 
meeting, R. W. Dibble emphasized 
the need for reinstituting well 
planned sales and promotional pro 
grams 

Col. Earle D. Bottem opened the 
Friday afternoon session with his 
talk on “Partners in Production.’ 
In pointing to the need for co- 
operation among manufacturer, 
distributor, dealer and farmer. Col 
Bottom stated that “most of us 
have grown soft during this lush 
period through which we have 
passed and how we fare individu 
ally and product-wise depends 
greatly upon our ability to adapt 
our techniques to rapidly-changing 
conditions 

“Continuing success further de 


unlimited 
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A. W. Brann the newly-elected vice-president of SFEM receives congratula- 
tions from retiring president, A. C. Owens. In back row, left to righ?, are 
directors: J. W. Gotcher, W. A. Taylor, H. E. Ashley, and R. H. Powell 


pends upon (1) the thoroughness 
with which we organize our plan- 
ning for a product to do the job 
better at lower cost; (2) production 
to insure having the right product 
at the right time in the right place 
and in sufficient quantity to insure 
filling demand; (3) how effective 
we are in our planning for product 
and service training for those up- 
on whom we rely to sell our goods; 
(4) and how successful we are in 
our planning for adequate financ- 
ing at both the wholesale and re- 
tail level. There is one good thing 
about a good stiff competitive mar- 
ket situation—it forces us to think 
and work harder.” 

Concluding the business session, 
Basil A. Wapensky, trade and in- 
dustrial economist, 6th District 
Federal Reserve Bank, commented 
on the growth in the manufacture 
of farm equipment in the South 

The convention's fina] business 
session, held on Saturday morning 
October 3, included panel discus- 
sions on “The Credit Picture in the 
South” and “Progress in Irrigation 
Methods and Equipment.” 


In the discussion of credit, panel 
leaders were Paul M. Welch, vice- 
president, Citizens & Southern Na- 
tional Bank, Atlanta; and Arthur 
H. Kanter. Agricultural Economist, 
6th District Federal Reserve Bank 
J. W. Fanning, extension econ 
omist, University of Georgia, 
served as moderator 

Panel leaders in the discussion 
of irrigation methods were W. J 
Liddeli, general manager, South 
ern Irrigation Co Memphis, 
Tenn.; John R. Carreker, agricul 
tural engineer Department of 
Agriculture. and R. W. McMuller, 

ales manager, Race and Race, Inc.; 

Winter Haven, Fla. Moderator for 
this discussion was Professor R. H 
Driftmier, Division of Agricultural 
Engineering, University of Geor- 
fla 

W. F. Covington, Jr.. W. F. Cov- 
Dothan, Ala., 
was elected president of the or- 
ganization for the ensuing vear 
Serving with him as vice-president 
will be A. W. Brann. Hester Plow 
Co., Jacksonville, Fla Directors 

(Continued on page 138) 


ington Planter Co 
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SNOW PLOWS 


New 26-in. Rotary Snow 
Plow throws snow to desired 
distance either right or left 

Convenient controls ot 
tractor handles for 
easy Operation 


30-in. and 42.-in 

Blade Snow Piows feo 
ture all-steel reversible 
blade with reinforced 
sides; angles right, left 
or straight ohead 


J 
[Ie 


SIMPLICITY 
MANUFACTURING CO. 
5372 Spring Street 

Port Washington, Wisconsin 





Bf, 
4 


| 7% 
The old song says, “Snow time airey no time 

to sit Outdoors and spoon but its a mighty 
good ume to build profits with Simplicity 

Snow Plows, because you'll find a prospect in 
every person who wants to ease the backbreaking 


| roble ee of shove ling snow! 


Your customers will find a Simplicity Snow 
Plow to fit every requirement — the new 26-in 
Rotary Snow Plow for Model V 
30-in. and 42-in. Blade Snow Plows 
for Model V, Model F and Model L-1 


{0 
And remember, Simplicity means profits in 
any season, for Simy licity’s all-season versatility 
52-week uulity means your Customers can 
save themselves time moncy and Jabor 


throughout the year' 
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A long-range 
program of 


Mrs. White, bookkeeper for her 
husband, points to “Hot Sheets” 
of prospects as valuable sales 
aid. All names on such sheets re- 
ceive various direct mail adver- 
tising. White also provides well- 
digging service for customers in 
this rice growing area 


Planning Future Sales 


yes EQUIPMENT dealers con- 
sidering new sales or service 
buildings might profit from the 
long-range sales plan being fol 
lowed by the White Implement Co 
England, Arkansa 

When Foster White, owner of the 
business, built his modern store, he 
decided in the beginning that the 
site selected, plus his own sales ef 
forts, of course, would make the 
investment pay off 

In this thriving agricultural se« 
tion, where all other implement 
dealers are located in the heart of 
the busine district, White e 
lected a large corner lot at the edge 
of town. Here, he erected an at 
tractive cinder-block building, pro 
viding ample parking pace and 
extensive areas on both sides of 
the building for outside display 
and for demonstration 

Inside. the building was made 
adequate for immediate use, but 
so constructed that future im 
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directly his 
plan, one that ha 
objective the further diversi 
agriculture in this area 
emergerce of rice as a 
ney crop in the area 
ncentrating much of hi 
on equipment pal 
uited for rice production 
provides an irri 
such 
there is 
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FIG. 3371 ~~ 


MULTI-STAGE JET PUMP " 


Built especially for those extra deep well job 
to 200 tt.) where higher pressures 
Delivers up to 1175 GP.H may 

single or twin pipe jot 

m l and | HP. units. Easy t 


to service, too! 


r See your distributor 
. or write 
% GOULDS PUMPS Inc. 


*. Seneca Falls, N.Y. 


~ aor 
~ oe oe oe oe 





If you're searching for 


> EXTRA PUMP PROFITS 


Ww 


It's the sales you don't make that really hurt! If you've 
been losing pump sales because you didn’t have the right 
pump at the right price — these two new Goulds pumps are 
going to be mighty welcome discoveries. Better see ‘em 
right away... at your Goulds distributor's. And while 
you're there — let him show you the complete Goulds line 


for a completely profitable pump business! 


FIG. 3658 
Yo H.P. DEEP WELL PUMP 


For deep well \ where pumping level ts not 


kaged unit, le tank 


WATER SYSTEMS 


Since 1848 / 


FOR EVERY FARM AND HOME NEED 
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Power units along with tractors and other equipment receive prominent dis- 
play on this dealers sales floor. Special attention also is given to outside 
display of equipment used by farmers in the area 


little room for the ensational’ 
type of merchandising. The manu 
facturer, he says, does the bulk of 
the advertising, it being up to the 
dealer to take full advantage of 
this by maintaining close contact 
with prospects 

Mr White is bookkeeper and 
office manager for her husband, 
who spends nearly all of his time in 
the field. She is justifiably proud 
of the use that is made of all sales 
aids provided by the manufacturer 
A “hot prospects” form is alway 
readily available on her desk. and 
new names are constantly being 
added to receive direct mail and 
personal visits. 

“Good salesmanship is primarily 
a matter of consistently following 
plan,” Mr White 


the manu 


a sound sale 
said. “We using 
facturer’s aids because they have 
been tried and proved effective 
But we're using them consistently 
It might seem like a lot of work to 
follow up every lead we get and 
personally visit every customer 
who comes in to look around and 
ask questions, but we know that 
future volume will result from the 
spade work done today.” 

“We don't discourage 
farmers,” Mrs. White said 
never miss an opportunity to pro 
mote rice farming, whicn we be- 
lieve is the best hope for con- 
tinued prosperity in cur area 
Some farmers are slow to convert 
and that is where salesmanship is 
needed. It often takes time to make 
them realize how to make the best 


row-crop 
“but we 
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use of their land by changing over! 
to rice production 

White ales efforts frequently 
begin when the prospect comes in 
to get information about irrigation 
wells. The prospect’s name is added 
immediately to the “hot prospects’ 
list to receive direct mail. But 
White does not rely solely upon the 
manufacturer's literature. He fol 
lows up with frequent calls on the 
farmer, and enters enthusiastically 
into the prospect's plans for con 
verting to rice growing 


aa 


The Southern Farm 
Equipment Market 


(Continued from page 102) 


market for farm equipment. Addi 
tionally. there are a number of 
other factors which favor a cor 
tinuing market for farm equip 
ment 

For one thing 
nancial position, 
mortgage debt 


the farmer 

generally 
0 nd Farm 
$7.3 billion is not a matter 
cern. Nor is the farmer 
estate debt which amour 
more than $7.6 billion 

The trend to larger farm 
ries with it a correspondit 
for more mechanical equipment 
Since 1940 the number of farm 
has decreased from 6,096,000 to 
5,382.000. At the same time, farm 
population has declined 19 percent 
in the 10-year period 


equipped pi 


This arrangement 


the equipment 
d on Southern 
manufacture 
ent mar- 

of equipment 
the mar- 


ntelligent 


ading ob- 

of the istr nust be the 

! f of new 
improved 
at ‘ne recent 
annual convention of the Farm 
Fauipment Institute, J. L. McCaf- 
frey, pre ident of the International 
Harvester Co tated that a satis- 
factory level of sales in 1954 and 
ahead would depend up- 
inaustry to 


ana idre 


the vear 
on the ability of the 
design and market machines so 
much better than the ones the 
farmer now has that the farmer 
will realize that he cannot afford 
to be without the new one 

“Our greatest problem,” he said 
“is how to make good product a 
lot better and do it in a hurry. If 
we do a real job on that, the farm 
er will buy. He always |} 
wavs will under those conditions.’ 


and al 


How They Win Major 
Profits from Parts 
Wastioual tom snes 296) 


quare feet 
and ad 
1.200 
‘ § 400 hop 
»,000. The arate pecially 
ig provide 
750 : 


The hop, § by 100 feet, was 


equipped on each long side with 


two overhead rs, each 16 feet 
wide and 13 8 inches high 

ts easy ac 
g of tractor 


railer 
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L. J. Sandefur (on tractor) finishes a demonstration of New Holland’s P.T.O. Harvester with corn head 


‘One pass through the field made the sale!” 


by Loyd J. Sandefur, D. & S. Sales & Service, Shelbyville, Indiana 


| had a farmer drop in the other day, who said whole story on FloTrac, but he told a lot of other 
he’s been hearing about the patented FloTrac feed farmers what kind of work it did. I made at least 
on New Holland Forage Harvesters, and he wanted three more sales just on hi 1V-sO 
to know what was so good about it. So I started to . 
tell him. ‘Save the explaining for later,’ says he, ‘I y 7 ) 4 
want to see it work.” ‘When can | bring a harvester A Liyd Lr ndiviur 
out?’ says I. “This afternoon,’ says he. y / x 
“Out we went. He had about the tallest field of a - 
sorghum I ever saw. “Take a crack at that,” he says It isn't always that a machine can sell itself, but sell- 
and down the row I go. Big as that sorghum was, I ing is always easier with New Holland machinery. 
didn't have a bit of trouble. Fio'l ra kept that The Forage Harvester has many extra and ex 
stuff moving right along to the knives. No slipping, clusive features as standard equipment that simplify 
no clogging no choking ind pu 1 the farmers work New Holland's com 
“When I'd finished off the row he stopped me plete line of balers, too, offers high capacity and 
‘Just leave that machine right where it ts,’ he said dependability. And so, as grassland farming grow 
‘I’ve never had a harvester in this field before that it noreasingly profitable to carry the full line of 
could make a pass without stopping once or twice New Holland grassland machinery 
‘Tell me about FloTrac later.’ The New Holland Machine Company, a sub 
“Funny thing, I never did get | him the sidiary of ‘The Sperry Corporation 


we NEw HOLLAND 


aun er 


co ~ ,/ “Brst in Grassland Farming’ 


New Holland, Pa . Minneapolis . Des Moines . Columbus, C . Kansas City . Brantiord, Ontario 
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New Challenge 
to Selling 
(Continued from page 105) 


was at that time only 278. In the 
period from early February of 
1951 to March of 1952 the index of 
prices received by farmers de 
clined nearly 8 percent from the 
peak and it has made a lesser de 
cline since then. On August 15 it 
was 258, on September 15, 256 
The index of livestock and live 
stock products on August 15 was 
276, despite the widely publicized 
decline. In comparison, the index 
of prices for products farmers buy 
was 278 on August 15; on Septem- 
ber 15, it was 277. The parity 
ratio, however, which is the rela- 
tionship between prices received 
for a list of basic commodities as 
compared to prices paid during a 
given period, had dropped from 
113 at the peak to 93 on August 15 

Even these changes in 
over-all relationships that 
place farmers in a less favorable 
position economically than for 
several years, there are many ele 
ments in the economic picture that 
will continue to encourage mech- 
anization and investments in labor 
saving machines by farmers. Take, 
for example, the matter of high 
wage rates for farm labor. The in 
creasing searcity of skilled farm 
hands described earlier has been 
accompanied by steadily increas 
ing wages to farm hands. On 
September 15 of this year the in 
dex of wage rates was 514, only a 
little lower than the peak in the 
spring of 1952 

All production cost 
rising, and labor is one of the most 
important items. So long as farm 
wage rates remain at their present 
extremely high level in relation to 
farm equipment prices and other 
elements of cost (and there is no 
assurance that they may not go 
even higher), farmers will be en 
couraged to substitute mechanical 
equipment for manpower wher 
ever possible. Low labor input is 
essential for low-cost production 


with 
price 


have been 


Now consider another major ele 
ment in over-all farm production 
costs, that for fuel and other sup 
plies for mechanical power. On 
June 15 last the index of motor 
supplies was only 158, far below 
the index for farm labor. This also 
is highly favorable for mech 
anized farming. The motor sup- 
plies index may also be compared 
with the latest index of feed sup 
plies, which on August 15 was 222 
With prices of products they have 
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Power Take-Off Dryer 
Handles Corn, Hay, Grain 


THE NEW “CROPGARD” Farm Dry- 
er which can be operated in the 
farm yard or any place in the field 
at harvest time and whose speed 
of drying will, in most cases, 
match the volume of corn picker 

hellers and combines is designed 
with the temperature and safety 
controls to prevent overheating or 
scorching of grain, according to an 
announcement from the manufac 
They add that a fire hazard 
ince the dryer does 


turer 
is eliminated 
not have to operate beside a build 
ing, barn or crib. Twin oil burners 
give a wider range of temperature 


to sell now lower than a year ago 
farmers are paying more attention 
to such items of production costs 
as motor supplies which are in 
their favor 

Prices of farm machinery and 
motor vehicles are at a higher level 
than in the years during and im 
mediately after the war, but the 
increases since the 1935-39 period 
at least until recent months, have 
than the increases in 
prices farmers for 
their products or the increase in 
A recent cal 
increases for 


been les: 
received by 


wages of farm labor 
culation of price 
selected items of farm equipment 
during the period 1941 to Septem 
ber 15, 1953, showed the follow 
ing 

Wheel-tvpe tractor under 20 
belt horsepower, 95.7 percent in 
crease for the period: wheel trac 
tors of 20 to 29 horsepower, 85.9 
wheel tractors of over 30 
117.6 


percent 


horsepower percent. Per 


for drying various crops. 

The user loads the box to the de- 
sired depth, starts the heating unit 
dries the grain to any desired low 
point, then cools the grain by shut- 
ting off the burners. Side exten- 
sions are used for hay drying so 
that six feet of hay or forage can 
be dried at one time. The manu- 
facturer states that operating costs 
average 2¢ per bushel for grain, 
$2.00 per ton for hay. During off 
seasons the “Cropgard” is used as 
a general duty wagon box 

Manufactured by the Lakeshore 
Mfg. Co. of Minneapolis, the firm 
is a subsidiary of Arid-Aire Mfg 
Co., makers of commercial grain 
dryers for elevators and mills 


centage increases on various other 
items are shown in the accompany- 
ing table. The prices are, of course 
average and might vary with the 
community or locality. These per- 
centages might be somewhat high 
er now 
Most of the price increases for 
farm machinery since June 1950 
occurred in the last half of that 
year. Only moderate increases oc 
curred in 1952. As most members 
of the industry know, levels have 
held relatively steady most of this 
vear. The agricultural index for 
farm machinery on July 15 stood 
at 312 
As to the over-all percentage in 
in machinery price ince 
the pre-war period, based on the 
wholesale price index serie of the 
Bureau of Labor Statistics, the in 
crease between 1941 and Decem 
ber of 1952 was 72.6 percent 
The ove! all increase Wa con 
siderably less than for many of the 
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Red Seal vertical 
shaft series— 

direct drive AD 

and belt drive 

AW, are also 
available in the new 
3 h.p. "85" versions. 


AW 
SERIES 





4 ie 
oa 


— AIR-COOLED 
|  A-CYCLE 
: ENGINE 


MODEL AU8S5, 

equipped with 

4 Contex ignition 

system and 

governor, 

7 \ patented and 
r exclusive 

Ee \\ \ \ Continental 
\' feature. 


... Built for 

muy HEAVY DUTY 
and Backed 

by Experience 
Dating from 1902 


In response to industry's need, Continental Motors has 
rounded out its line of air-cooled heavy-duty Red Seals by 
the addition of higher-displacement versions to all three series, 
both conventional and vertical shaft. These ""85s"’ incorporate 
the same proven design as their 2 and 2/2 h.p. companion 
models, but piston displacement has been increased to 8.5 
cubic inches, to deliver a generous 3 h.p. at 3600 r.p.m. 
They combine all the other Red Seal characteristics—high 
torque at low speeds— quick starting—long, service-free life. 


ANY EQUIPMENT iS BETTER WITH RED SEAL POWER y —> 


PARTS AND SERVICE 


MTT TTT (TE TG LTT EVERY Commyyyry 
AIR-COOLED INDUSTRIAL ENGINE DIVISION 


12800 KERCHEVAL AVENUE 


DETROIT 14, MICHIGAN 
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“HE WHO SERVES AGRICULTURE 
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tO gether | 


H, NRY Forp was born on a farm. He was raised on a 


farm. At heart, he remained a farmer all his life 


He designed the first cars that were practical for country roads and farm 
use. He developed trucks that brought farmers and their markets closer 


together in terms both of time and cost. 


He was working on a farm tractor even before his automobile business was 
firmly established. It was his vision and oft-stated purpose to do all he could 


to lift the burden of farm labor off the backs of men and place it on machines. 


How well he succeeded is evidenced by the more than two million Ford- 
built tractors which have contributed so notably to the easing and speeding 
up of farm work—and by the revolutionary advancements in tractor design 


and manufacturing methods for which he was responsible. 
Thus, a deep and sincere interest in farming is traditional with Ford, 


And, today, we of the Ford Tractor Division of the Ford Motor Company 
can see new and greater opportunities for service to farming, particu- 
larly in the development of more and even better ways of using efficient, 
economical tractor power. 

All of this, we confidently expect, will play its part in strengthening still 


further the long-standing relationship between Ford Motor Company, the 


dealers who sell its products and the farmers of America. 


Let’s look ahead together to the day when the full possibilities of mecha- 
nized farming will be realized, when machines will handle all the heavy 


drudgery on American farms, and do it better, faster and more economically. 


FORD TRACTOR DIVISION, Ford Motor Company 


Birmingham, Michigan 





SERVES ALL MANKIND” [FARM EQUIPMENT) 
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commoditie that are important 
components or elements in Manu 
facture or fabrication of farm 
equipment a well a for the 
thing 
example, increased 179.3 percent 
bituminou coal 152.5 percent 


paint 


farmer ell. Lumber, for 


iron and steel, 99.2 percent 
and paint materials, 73.3 percent 
pig iron, 131.9 percent 


The biggest influ 


ryry ? 
price olf puly } 


iif 


commod i¢ 


other manu ired 
of man labor cost i} 
along the 


to finished machine 


line from raw product 


Since the Vape of factor 


worke! are ich an important 
it} well to consider 
Bae 


) 


element 
hourly earnings figures issued 
the Bureau of Labor Statistic 
They how average hourly earn 
ing of production worker ul 
manufacturing industries to be ap 
proximately 2'2 times the 
level at the beginning of 1941 
Changes during the last 
months have been mostly on the 
up side rather than down 


everal 


Labor costs are inclined to be 


“sticky”; in ae declining — price 
movement they tend to lag behind 
just as on an upturn. This may be 
one answer to why prices of prod 
ucts farmers buy uch as farm 
equipment, don’t and can’t adjust 
immediately to decreases in price 
of products farmet ell. On the 
other hand, high earnings for in- 
dustrial and other urban workers 
are the basis of profitable prices 
for agricultural product 

It is impossible, of course, in an 
article of this length to review all 
of the many factors that have a 
bearing on farm equipment dis 
tribution that may help salesmen 
meet the day-to-day problems of 
selling. Careful study of agricul 
tural prices issued each month by 
the U. S. Department of Agricul 
ture and the wholesale price in 
dexes and hourly earnings issued 
by the U. S. Bureau of Labo: 
Statistics will, howeve: 
helpful information 


provide 


Intangible values are certainly, 
not to be overlooked in developing 
any sales program. Sometime 
these may even justify investment 
by farmers in extra 
Farms that are fully equipped have 
greater advantages in doing job 


machine 


on time and in meeting emergen 
cies that require much work in a 
short time. For example, in_ the 
véry wet springs of 1943, 1944 and 
1945, land preparation and corn 
planting in the Corn Belt were de 
layed until farmers began to de 
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ground of bot-flies and other para- 
ites. 

Used behind a fertilizer spread 

it aids in top dre the ac 

of the tin works the fertl 


into the 


veatment for every farmer Just  ceerelt Hervester Bays 
how vi an an extra ma The Moto-Mower Co. 
chine 


, 
that related 


RCHASI 


found partially 
ood Cor crop 
6,000 bushels compare 


tically no crop at all 


. 


100.000 , f 


Flexible Tine Harrow iu 
Introduced by Fuerst 


Richmond 

This 1 old-time: 
ettir together! aid Smith 
Moto-Mower. founded in 1919, is 
being di i pioneer in the power! law! 
tributed by Fuerst Detroit Harveste1 
York) Ine., 87 Nassau St.. New ilso a pioneer in the mowe1 
York 38. N. Y ilthough it 

Designed primarily to break up in the farm mower industry 
Later, the Harvester Co 
automoti\ 


a Cant 


FOR GRASSLAND FARMING, a Fl 
ible Tine Harrow 1 


Bro New er field 


beginning in 1922 


and spread droppings in the field became 
the harrow 1 


it hug 


constructed so that interested in produce 


the contours of the ground n and today it ight division 
thus insuring complete coverage i id subsidiaries 

putting the fertilizer to maximun i of the country 

use instead of standing to turn the 
grass “sour.” Use of the harrow 


| tf preci 


equipment for the automotiy 


also eliminate the breedit and farm implement indust 





Flexible tine Harrow being distributed by Fuerst Bros. 
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LA BELLE 
DISC ADVANTAGES 


1. @ full line for all 
soil conditions 


unmatched quality 
and uniformity 


available for 
most makes of 
herrows and plows 


product of a 
a eT 
ee 
to finished dis« 


mode by the most 
experienced producer 
of farm implement 
steels—since 1860 








[CRUCIBLE] 





53 yous of Sine steelmaking 


REX HIGH SPEED * TOOL * REZISTAL STAINLESS 
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LaBelle 





made by the most experienced 
producer of special steels 


for farm implements 


No one has had more experience in the 
production of agricultural steels than 
Crucible. And it’s this backlog of experience 
that gives Crucible LA BELLE discs 
better, longer service in the field 

Keep your customers happy. Sell ’em 
time-tested Crucible LA BELLE dises 

they are available for all makes of disc plows 


and harrows, and for all soil conditions. 


AGRICULTURAL STEELS 


MAX-EL MACHINERY ° SPECIAL PURPOSE STEELS 
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I-H Sets Up Counsel for 
Used Equipment Phase 


RECOGNIZING THE need for effec- 
tive merchandising of used farm 
equipment, International Harvest- 
er Co. has set up a new facility to 
provide its dealers with counsel in 
this phase of their business 

Co-incident with the appoint 
ment of R. P. Morrissey to the 
newly-created position of general 
supervisor of used farm equipment 
merchandising, the company said 
that it “recognized the need for de- 
veloping effective merchandising 
practices in the handling of used 
equipment because it was becom 
ing more apparent each year.” 

“Most new farm equipment,” 
the company pointed out, “is being 
purchased in a replacement market 
rather than in an expanding mar 
ket.” 

Mr. Morrissey, formerly product 
specialist in dairy equipment, a 

umed this new position with a 
background of experience in re 
tail merchandising. Previously he 
erved in an TH dealer operation 


Porter Henderson on 
Partnership Problems 


Continued from page 106) 
I 


There 1 hard] anv room tor 
questioning the reality of the prob 
lem for both deales 


that exist 


and manufat 
turer in dealer inven 
torie 

It is quite obvious, of course 
that a dealer should maintain an 
adequate stock to meet the de 
mands of his territory, But, unle 
he is located where the agricul 
tural economy is stabilized, it is 
impracticable if not impossible, for 
him to buy in proper amounts to 
care for his needs—as far in ad 
vance as he must make his pur 
chases 

This year, in our territory, our 
agricultural collapsed 
because of the drouth. It could col 
lapse for other reasons. But in thi 
case it caught dealers who had an 
ticipated normal or near normal 
sales in their buying 
When the merchandise came due 
they could not pay, had to borrow 
to meet their commitments and 


economy 


advance 


consequently, lost both discount 
and interest 

For a dealer who has made a 
human mistake in his advance 
purchases or who is caught by a 
drouth or some other misfortune 
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R. P. Morrissey 


manager of a retail 
Watertown 


and also wa 
McCormick 
S. Dak 

He also has had experience a 
regional refrigeration representa 
tive, and assistant district man 
ager at Des Moines from which he 
wa transferred to Harvester’ 
general office in Chicago, as a 
istant product in May 
1951. He assumed the dairy equip 


ment post in August, 1952 


store at 


per ialist 


reduced price 

i By 

comes involved to the point that hi 
hurts hi 


nanufacturer as well 


doings a) 
fellow-dealetr and th: 


It is my opinion that a plan for 
the redistribution of merchandise 
In Cast uch as have been cited 
here could be made workable to 
the advantage of all involved. It 
could be a sort of disaster relief 
plan, implemented when justified 
to relieve an unfortunate dealer 
holding an excessive inventory 

My second point i 


the warranty period, and this ap 


service for 


plies specifically to tractors 
Since in the advancement and 
evolution of our industry it has be 
necessary for dealers’ to 
maintain skilled 
nel. the manufacturer has been 


come 
service person 


relieved of a major portion of thi 
ervice work. However, it seems 
only reasonable that the dealer 
should be able to recover at least 
a portion of the labor cost involved 
during a warranty period. My ex 
perience has been that the parts in 
volved in such warranty service 
at net cost, represent a very minor 
portion of the expense entailed 
As for the 
third 


most manufacturer 


finance plan, my 
point enumerated above 


have in effect 


a good, satisfactory, finance plan 
without endorsement, but it 1 
available only on new merchan 
dise. However, to take advantage 
of this plan, the dealer must sacri 
fice his cash discount. And, on 
used merchandise, the dealer must 
choose one of two requirement 
He must either endorse the papet 
or create a substantial reserve to 
take care of possible losses. I be 
lieve a finance plan more advan- 
tageous to both dealer and manu 
facturer can be devised and put 
into effect 

It is my hope that the foregoing 
comments will not be construed as 
criticism of the manufacture! 
alone, because I recognize that for 
a satisfactory partnership to exist 
must assume certain re 
to factor 


dealers 
sponsibilities 

These responsibilitic 
the dealer to: Provide 
facilities for displaying and ware 


obligate 
adequate 
housing merchandise of the manu 
facturer; respond promptly, and 
with efficiency. to customer call 


for service: demonstrate and othe 


f the 

With de 
esponsibiliti« 
manufacture will 
the full extent of their 
ipplying remedial me 
the need ha been ir 
what I consider to be 
most pressing problen 
further conviction that de 
iccomplish more ; . 
tions if they take into their confi 
dence, the branch manager, and ir 
that spirit discuss existing prob 
lems, without bias, and from the 
viewpoint of mutual progress that 
can result 


SFEM Holds Annual 
Convention in Atlanta 


(Continued from page 126) 


Gotcher, Gotcher Engi- 
neering & Manufacturing Co 
Clarksdale, Miss.: W. A. Taylor 
Taylor Machine Works, Louisville 
Miss.; B. C. Thompson, Thompson 
Machinery Co., Inc., Thibodaux 
Louisiana Robert H 
Powell Manufacturing Co., Wilson 
N. C.; and H. E. Ashley, Modern 
Implement Development Ce Dal 


are J. W 


Powell 


la T< Xa 
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It's the one great quality your customers need in 
a water system. And with the F& W line you sup- 
ply them with unmatched dependability whether 
they have a deep or shallow well and whether 


they prefer a centrifugal-jet or piston type pump 


And all these F&aW water systems are great 
performers Py pu il is the new baW (wo-stace 


It delivers 


it depths formerly reached only by 
sive three-stage ips. Go on down 
FaW line nad ye I] firmed the 


{ quality 





your « stomer;rs necd na 


Dro; us a line and we'll | lad to send yo 


mnftor ition on the line that sells Gnd Sta 


FLINT & WALLING MFG. CO., INC. 


1119 Oak Street, Kendaliville, indiana 


DEPENDABLE 
FOR 
87 YEARS 


WATER\SYSTEMS 
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You profit again...again...and AGAIN... 
from the NEW [DEA-)2(O)RIN loaders you sell 


~~ 


S 7 << 


DIRT BUCKET 
MANURE BUCKET 


BSQrk «ewere 


MANURE 
BUCKET 
ANGLE DOZER PUSH-OFF STACKER 


4 Vere 


a 


GRAPPLE 


“Be 


"NEw [DEaA-HORN 
owners buy attachments 
too... sooner or later F we 


gti L maths 
vee, mF 
. -* ~“4 


New loea-HORN “LS” Loader 


A New Ipea-Horn loader sale is only the 
beginning of a ‘‘chain reaction.” 

Once the customer becomes aware of 
the hydraulic power he controls —and sees 
how he can use it as an ‘‘extra pair of hands” 
to do 101 different back-breaking jobs the 
year-round — he's soon back for one or more 
of the 10 easy-on, easy-off attachments. 


That's why it's such a pleasure to sell New 
lnta-Horn loaders —why it's so PROFITABLE, oy all 


too. 


NEW I 0 
DEA HORN *'s0 CONVERSION LOADER 


FARM EQUIPMENT COMPANY 


_ AVCO 


distr ibuting ¢ orporation 


COLDWATER, OHIO, U.S. A. 








Most for the Money!  \——_—— 


Partnership Problems 


fCoonti ed tro? pade 107) 
E W Dp E y:X de pends upon io ost of the com 
moditic he grows on his farm 
Cares Where can we turn except to the 
farm ! 


equipment and chemical in 
dustrie if the challenge of the 
the world’s finest line of spread ute it be me 
@ worids finest tine of spreaders yen th gg 
of living were built by producing 
more and producin; t cheaper 
and since “a prosperou and succe 
ful agriculture is de pendent upon 
the use of improved and more ef 
machinery, then, a 
and dealet we 


jornt = re 


t busine 
and the 
are un 
very na 
required 

the cros 
land the 


No. 15 P.7.0. Spreader 
120 bushel capacity 


rmer and 


pr ... With sales advantages | slag farmer reflects a 


| of ru ( dividualism and, 

no other spreader can Offer | \s«reiore. « aeater salesman 
“it will 
iccessful 


When farmers find a manure 


spreader that does a better job than 
any other they've ever used .. . one in effective 
’ ’ Nl ind ie time 
that lasts years longer than they ex sal Sas laadilaen canidinieiies Gail Ruan cel 


pected, requires little or no mainte ‘ : ay dividends. The first 
tructive and builds 


nance, yet has a higher trade-in 
mori f om oul is de 


value—they keep right on buying it! tructive of i ti and break 


Briefly, that’s the reason New » tals 
iaju um 


IDEA is the world's fastest selling lf ane iles and service per 


‘ rmal competitive 
No. 14-A Spreader 22 © apac: line of manure spreaders and t] | P ‘ 
tire are i! no 


the reason New Ipea dealers find gre; opportunity for Nec 
had. When we 
that sales are so easy to make ' hag 

on t parm 


nechaniza 


NEw]pra 


"FARM EQUIPMENT] 











of experience in this partnership 
have heard the statement many 
times that, in our business, there 
is excessive dealer competition 
This statement, I believe, is a good 
indicator of faulty thinking. It 
hows lack of constructive plan- 
ning, for without keen competition 
America would never have 
achieved the highest standard of 
living, by a wide margin, of any 
country in the world 

Remove the competitive factor 
from our way of doing business 
and our entire American system, 
as we know it, will collapse. Com 
petition is the very life blood of 
our business, as well as every 
other business. It is the stimulant 
that makes every manufacturer 
produce the best possible equip 
ment at the lowest cost, and is the 
timulant that requires the dealer 
to render the very best service to 
his customer 
dealer 
conducted on a 


Unfortunately 
not alway 
and we always have had 
will have, the 
problem of the price-cutting deal 
er. While it 


problem for 


competi 
tion 1 
fair basi 
and perhaps alway 

pose a 

those 
have a reputation for doing bu 


temporary 
deales who 
ne and rendering a service on a 
ound and legitimate basi 

one that usually take care of it 
elf the 
able to make a profit, goes out of 
With respect to this un 
manu fae 


price-cutting dealer, ut 
busine 
fortunate practice the 


turer has a re spon ibilitv to see t 


it that a dealer } not over-sold 


and a dealer has the responsibilit 
to see that he does not buy beyond 
hi ability to ell 
More attention to these 
on the part of both manu 


ervice and 
finance 
factor 
facturer and dealer, will, I believe 
reduce the problem of price-cut 
ting competition to a minimum 


As mechanized § farming pro 
new and improved 


available, the 


gressed, and a 
machinery became 
‘trade-in’ problems for the dealer 
became pronounced Thi 
ituation will continue for research 
and the experimental work bein: 
U.S.D.A. and the land 
grant colleges make it necessary 
for farm equipment manufacture: 
to design and produce new and im 
enabling the 


more 


done by 


proved machinery 


farmer to reduce cost increase 
production and thus fulfill the food 
and fiber needs of an ever-increa 
ing population 
Therefore, a 
policy is important to a 


ound — trade-in 
farm 
equipment dealer, It is as nece 


sary a part of hi business 
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trade-in are to the automobile 
dealer. The larger and more pro 
gressive farmers traditionally buy 
the latest and most improved ma 
available to them. Since 


compara 


chinery 
farm mechanization 1s 
tively new, the ‘trade-in 
able from this represent 
good equipment for the 
farmer starting in business, o1 
the small farmer at a price eithe: 
can afford to pay. At the same time 
uch sales enable the dealer to 
maintain his operations on a prof 
itable basis. A sound ‘trade-in’ 
policy is as important to a farm 
equipment dealer as his policy on 
the sale of new machinery. Trade 
ins undoubtedly will require more 
care and good management, but if 


avail 
ource 
young 


properly handled can indeed be a 
profitable part of the business 
To accomplish the objective of 
our partnership, which is 
volume, the dealer and 


maxi 
mum sales 
his organization require training 
This is the responsibility of the 
manufacturer 


Wigton to Head Sales 
at Ford Tractor Div. 


©. L. WIGTON, farm equipn 
ale executive, has been 1 
eneral sales manager of the For 
rractor Division, Ford Motor C 
ecording to Thoma 

dent of Ford 


opera 
held by 
Robin 
John J. Dzorni 


Dutior 


formerly distri 


control manager ucceed 


0. L. Wigton 


Fundamental to successful sell 
ing are 

(1) Knowledge of the basic prin 
ciples of selling 

(2) Knowledge of the product 

(3) Knowledge of the customer’ 
requirements 

(4) Knowledge of 
equipment and the dealer's 
will do for the buyer 

If the dealer and his sales and 
service staff master these four 
points, increased sales will result 


what the 
ervice 


and his success is assured 

Much has been accomplished by 
the manufacturers toward meeting 
these objectives through sales and 
service schools at the plants, dealer 
club meetings, good literature and 
instruction books, and dealer coun 
cils, plus the stimulating effect of 
national and local advertising, in- 
cluding radio programs and direct 
In dealer training 
assistance by 


mail campaigns 
frequent 
alesmen is of particular 


programs 

company 

importance 
The dealer 


mn joined Deart 


formerl 


Co 
1 the Flintkote 
1940. he wa 


h Celotex Cort 


1990 
1928 to 


a salesman 
and being promoted successively 
to territorial representative and a 

tant manager of the Chicago 
division 

Robins ha 
ale manager! ince the organiza 
tion of the Ford Tractor Division 
August 1, 1953, a position which 
he also had held with Dearborr 
Motor ince June. 1951 

Dzorni, with Dearborn Motor 
from 1947 to 1953, developed the 
distribution system which moves 
tractors and farm equipment to 
distributors throughout the United 
States, Canada, Cuba and Mexico 
He has served in various capacitie 
with the distribution department 
of Nash-Kelvinator 1925 to 
1947, becoming manager of the or 
der and distribution department in 
Detroit in 1942 


served a western 


from 
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reat Opportunity / 
for WISCONSIN 
ENGINE DEALERS 


| to Sell Servicing, too 
| Backed by On-the-Spot 


Advertising tlelps 


During the farm work season, a drive along any road in 
your Wisconsin Engine territory would convince you of yous 
servicing potential. You'd see Wisconsin Engines powering 
balers, combines and garden tractors. You'd find mixers 
and pumps on construction jobs . . . see fork trucks and 
welders for industry. And on railroad right-of-ways, you'd 


Overhauled ‘| isc spot ere equipment, all Wis« | n Engine-powered 
wiscONsin ENGINES. HS on shine — all potential prospects for servicing by your shop 
e 


ke New! 
Leave Our Sher 1° Why not bring in the owners o ms equipment as custome 


\ ~~ 
\ aa, / Tell them the finest engine " even better if overhauls ar 


“ 
made by your authorized Wis¢ in Engine Dealer service 


sh p. How to reach them? 


Make use of the Wisconsin Engine Dealer Service Ads illu 
trated on this page. Put the ads to work in your local paper 
And use direct mail post cards to “rifle your servicing me 
sage to rural box holders or your entire mailing list. You get 
four different cards tor a mailing in the spring, summer, fall 


and winter. 


Remember, now's the time fo re ach pro pect ! Flag them 


before the peak season work load ties up equipment 


Look at Your Market...and What a Market! 


Over 500 makes of original equipment are powered by 
Wisconsin Air-Cooled Engines, including — 

12 makes of pickup balers * 7 makes of combines 
24 makes of garden tractors ... and many other kinds 


of farm and orchard equipment. 


Moke your requests for Wisconsin Engine Servicing Ad Mats ond 
Post-Card Mailing Material direct to your regular Wisconsin Enyine 
Distributor 


WISCONSIN MOTOR CORPORATION 


World's Largest Builders of Heavy-Duty Air-Cooled Engines 
MILWAUKEE 46, WISCONSIN 
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take advantage of the complete 
training program made available 
to him by the company or com 
panies he represents, and in thi 
respect it is the responsibility of 
the company salesmen to see that 
he does 
Finally, there is one activity in 

this partnership, the importance 
of which needs to be stressed above 
all others. This is the dealer's serv 
ce operation, a phase of the busi 
ness in which the manufacture 
has a right to expect good manage 
ment and competent personnel. In 
efficient and incompetent services 
have been the greatest 
contributor to unsuccessful deale 
ships. Surely, good service shop 
with competent 
good field service 
through resourceful 
tives backed by adequate repair 
tocks, are a dealer's most valuable 
asset, Such service builds customer 
goodwill and will bring in new 


operation 


mechanics, and 
rendered 
representa 


customers 


+ 


M-M Develops New 
Tractor Depth Control 


A NEW HYDRAULIC depth contro! 
valve for automatic control of 
tractor drawn implements is an 
nounced by Minneapolis-Moline 
The control is adjustable by mean: 
of a thumb screw to give inter- 
mediate depth settings, ranging 
from 25°. to full cylinder travel 

Company engineers claim great- 
er ease of operation is afforded 
than that of previous fixed-control 
devices because of handy location 
and flexibility of operation. Each 
time the lowered 
from fully 
same pre-set 
However, if a temporary deeper 
setting is desired this is 
without losing the original setting 
the implement slightly 


implement is 
raised position, the 


depth is obtained 
possible 


by raising 
and then relowering 

When the implement is lowered 
part of the oil from the main inlet 
chamber of the control bleeds 
through the adjustable 
valve into the chamber containing 
a shut-off piston and the outlet 


Trapping of the bleed oil behind 


pre-set 


the piston causes it to close the 
outlet and stop the main flow from 
the pump to the remote cylinde: 
when the implement has reached 
the pre-set depth 

To lift the implement the flow is 
reversed to release the oil trapped 
behind the piston which reopens 
the main stream. For more rapid 


144 


lifting and lowering cycle the 
bleed oil is released through both 
the adjustable valve and an addi 
tional return valve. In hifting 

lightly to obtain added depth the 
piston needs to move only a short 
distance, but increasing the di 


tance also increase the extra 

depth below the pre-set level 
Two inlet openings and a 

mounting lug are the means of in 


tallation on all MM tractors 


* 


Dealers Report on 
Used Equipment Sales 


(Continued from page 109) 


make it as attractive as possible t 
the prospective buyer. While some 
prefer to sell old models or obso 
a majority 
make 


lete equipment “‘as is,” 
completely overhaul ol 
whatever repairs are necessary on 
trade-in 
Despite these 
large majority of the dealers par 
ticipating in the survey—75 per 
cent—reported that they make no 
sales of used equipment 


varied efforts 


profit on 
while 19 percent indicate that they 
profit 


make only “very little 


“Competition won't let vou,” one 
dealer said in protesting the high 
trade-in allowances being made by 
territory 

the dealer 
re ple d 


ome dealers in hi 
Six percent of 
answering thi question 
that they do show a profit on sale 
of used equipment, emphasizing 
that this is accomplished primarily 
by holding initial trade-in allow 
ances to logical levels 

Of the reporting 
23 percent handle their own pape? 


dealer only 


entirely in financing sales of used 
equipment. 37 percent have bank 

finance all such sales, while 29 
percent hold some paper in some 
instances while banks in 
other cases. Six percent use agen 

cies other than bank 


using 


Following are some typical re- 
plies of dealers to the question, 
What special steps do you take to 
increase used equipment sales’ 

North Carolina Recondition 
used equipment. Have set 
tractor lot 

Virginia — Recondition 
and guarantee. Use classified ad 


ip used 
re} aint 


vertising 
Alabama 

displays 
Arkansas—Advertising 

We back up used equip- 
ervice it to customer 


Advertising. Good 


Texa 
ment and 
atisfaction. 

Tenne ee Reconditioning and 
repainting 

Alabama 


tadio and newspape! 


advertising 
Georgia—We use the 
methods for both new and used 


same sales 


equipment 
Oklahoma 
play 
Texas 
stration 
Alabama 
trations and radio advertising 
Recondition and re 


Recondition and dis 
Direct customer demon- 


Canvassing, demon 

Tennessee 
paint 

Virginia—Recondition and paint 
used units. Display properly and 
advertise 

Mississippi Consistent adver 
tising 

Arkansa Put in first-class 
shape 

South Carolina Recondition 
and paint unless sold on an “as is’ 
basis. 

Texas—Put in first-class 
tion and guarantee 

Alabama—Newspapet 
ing and proper display 

Louisiana Radio and new 
advertising and_ personal 


condi 


adverti 


papel 
solicitation 
Mississipp! 


Selling small farm 


Kentucky Recondition and 
guarantee 
Virginia—Road work 
Florida Recondition 
mail advertising 
Complete overhaul 


Direct 
Louisiana 


+ 


It's a Matter 
of Merchandising 


(Cor.tinued fron page 111) 


spend than that of your com 
petitors.”’ 

The company’s 
is double-barreled It 
service trucks to make 
calls on the farm, and an efficient 


ervice program 
operates 


service 
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‘ , , } 1} rn ‘ eit . on } rt t 
hop to handle all major repan any equipment sold he Am » "ass - 
iobs quickly ican ! ket toda ind throug! »-to-the-1 te pK 
sg . ' ' t 

The service truck is a new fea ert plannit ( tact e bet ‘ / ‘ Ih , 
ture of the busine Other Im the made which Cal larantet at mportant of these charts are U . 
busine aid he would lose mone ivery of parts o1 equipment " custome fabo om ; 
on it, and he did for the first t vith to 4 ce rm 
j But } +} tirne the Ora ‘ ( 

‘ } 

( ( ‘ 1 1? om I ill 1 } 
to the hop which made $1.000 f lepartment , } ‘ ‘ ‘ ' 
this de tment. “If I hadn't had tathe t Dh 
those truct om iti I vO ervice he ( . " 
} p ‘ +) p Th Recent ce cM ‘ ‘ ‘ ‘ | t 

hy . +} ‘ thy id ny I } 

| t t { { . : 
’ Smit! ‘ } ( ‘ 

cre ed | ‘ 72 perce t ove T t ( 
t . 2 ‘ -- _ — -_ 

One truc me ted « ! | 
lack periods and anothe led 

t} , t Ty wae ee 

‘ ( ! 1 ‘ 
? ‘ I | che 
nd try to get a 1 th , 
( ( 10 1 t a 
I ‘ he ‘ | ! 
‘ ce t ch ‘ ‘ ited 1 
definite objective 1 | ld Pt. | 
sgt 4 
‘ cemen are ( ed tor 1 te a] 
aa 
ill far? vhere ec} ‘ ‘ iy} rie 
aul Wi §4a4.¥) ; 
ment ed. He t et I wy 
elf tel] a} hye One 1 1 Gs ‘ 
a VED, 
ish a I te | il ‘ ce t ai “S 
_ 7? Px 
ou The y i 1 wu } wt A 
e obviou It create odwil ¥ 4 
; 
y ; 
ind establish os — va Shae ' VO La 


athe pemvice wucks we of he | Ain It’s good business to 
equipped with bins for easy stor ( CH> : 
me of gaits, Peay cane 6 rosin niche Stock a complete line of 





lies fan belt ) ignition ‘poleil : 
ee eee Herschel Cutting Parts 
other parts which can be replaced 


in the field You do your customers a favor and increase your sales when 
The servicemen make routine you stock and sell a COMPLETE line of Herschel cutting parts 
operating checks and usually ask Prompt and periodic replacement of SECTIONS and COMPLETE 


that the operator and owner be KNIVES to fit mowers and combines is necessary for fast, clean 
present if convenient Discrep cutting and to guard against costly breakdowns in the field 

anc in operation are called to 

t] Paws ttentior ' Remind your customers too that replacement of heads, guards 
i¢ armet! attenti ana Corl 


guard plates, rivets and knife hold-down parts is also important 


rected if pe ible If too big for E 
Cutter bars must be kept in true-running condition for best cutting 
field repair, the serviceman as} . : 
. service and longer mower life 
for a service appointn ent and i 


gests that the farme brit the HERSCHEL PARTS are available to fit many kinds and al! makes 





equipment in when convenient f farm machines. They're field-tested and guaranteed to fit the 
have a compat epresentative product of specialists in the manufacture of farm machinery cutting 
ome out and pick it up. If no ae edges for 66 years 
tio? taken ite the ( Vice! i 
leaves, the offer is repeated on the @ Write for HERSCHEL CATALOG No. 87 and large HERSCHEL 
next visit WALL CHART showing parts to fit mak f pow wet 
If the eld ‘ cen I ( ‘ 
i Ie I bilit the 1 pect 
; ‘ ( FACTORY AT PEOR‘A, ILLINOIS 
irned ‘ ole 
follow-up Branches: Omaha, Nebr.; Minneapolis, Minn.; 
: Toledo, Ohio; Harrisburg, Pa.; Auburn, W. Y. 
On a cost basis, the salesmen and DISTRIBUTORS: R. C. Cropper Co., Macon, Ge. 


MANUFACTURING CO, INCORPORATED | 


servicemen account ercent Southern Supply Co., Dalles, Texas 


of Smith annual operating cost 


The service hop which operate 
at a profit, is equipped to handle 


HERSCHEL PARTS 
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Look how Keystone will help 





Millions of people will be told 
how to find better values .. 


leading poultry and farm papers, Keystone is 
featuring the service its dealers can render to 
SAVE MORE BABY CHICKS. We're telling 


vour very best customers where they can get help. 


in Keystone dealers your pouty 


raisers will be looking for this poster as their 
guide to helpful information ...and a reliable 
source for poultry supplies. We furnish it free to 
all dealers who feature Keystone Poultry Netting. 


KEYSTONI 


MAKERS OF RED BRAND FENCE 


a), Me 3240), = NETTING 
Cry Code 
brvoders 
oN a GAVE MORE BABY CHICKS 
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you move Poultry Supplies! 








Advertising mats for your 
local NEWSPAaPel iere's another 


spark plug to accelerate sales of poultry sup- 
plies. Ties you in locally with national adver- 
tising . . . helps create sales for poultry netting 
as well as your full line of poultry supplies. 


= Fret At Station 
CP tae Ponty Sepaton = 
SAVE MORE BABY CHICKS 


Banners help you feature 
poultry supply department 


These colorful eye-catching banners will draw 
customers to your poultry supply department 
... Will help you build volume in this profit- 
able field. Available free to Keystone dealers. 





POUL 


ae 











Order your poultry supplies . . . and Keystone Sales Building Helps. . 


First Aid Station sale 
SAVE MORE BABY CHICKS 
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Valuable foots on how 
to save more baby chicks 


There are certain basic facts to tell your cus- 
tomers about How To Save More Baby Chicks. 
We supply Keystone Dealers an authoritative 
chart, plus supplementary data, with answers, 


plus this attention: arrest- 
ing poultry netting display 


Government reports say 84% 
of all farmers raise poultry. 
They’re all prospects for 
poultry netting. Many folks 
in and near towns are pros- 
pects, too. This point of sale 
display will help build poul- 
try netting business. It’s 
available free to Keystone 





dealers. 


. Now! 


Keystone Steel & Wire Compeny, 


Bare EPA 
rRY NETTING 
Ss ow Peoria 7, Iilineis 


RED TOP STEEL POSTS-~- GATES: BALE TIES- NON-CLIMBABLE FENCE -NAILS 


POULTRY Bi NETTING 




















to internal labor and 

thi year’ ervice shop 

with that of last year 
Charts are al kept 

counter part ale hop. part 


compare 


Income 


ale gro part ale (combina 
tion of the two preceding value 
and monthly ale 
latter is a record of sales by eacl 
alesman and jj mimeographe 
and handed to these men on the 
10th of each 


to increased ale 


month as a stimulu 
effort 

An to-date comprehen 
pare pal tem adds to 

of Harry Smith 

energeti thoroug farm equip 
ment dealer Spare pal 
tocked In 
ment operating tin 
pardle of what dealer 


planr ed 


relation 


original ale and l 
the horizontal o1 


theor 1 at least one of ever 


broad COVCT: 


part in stock 
To keep thi pare part inver 
tory up-to-date, Harry maintain 
a perpetual inventory and em 
ploys a_ part 
helper to keep the’ inventor) 
cards posted 
maximum and minimum parts re 
quired, the 


hand, the 


number of items on 
number sold and the 


howing 


volume, The 


1 


foreman and two 


Each card lists the 


When new 
ved which ha 


Howe Vel 


paper, and direct ma 


be re-ordered tadio is used du 
periods and 
ually t 


equipment 1 re 
not been handled 
re information concerning 
parts which wear rapidly o1 
wn frequently is gathered 


ite and 


equipment 
al equipment 
and I ry 


centa 


atisfaction 
hi equipment and 


he also uses radio 
] 











price for cer- 
tain models. Other 
models up to $213.00 


SELL The LOADER 
That Leads All In 
PATENTED FEATURES 


1. Patented lever Control to tilt fork 
and controi the dip 


FOR AGGRESSIVE SEALERS oe et to Hay 


the CASWELL LINE the 


Inve 


2. Patented CURVED GUIDE to hold line of 
lift in line anal 


3 Patented CROSSED CHAINS lift thou 


qua 


evenly, no twisting 


for 


MANUFACTURING CO 


profitable sale 
DEALERSHIP 
details now. Address Dept. S11! 


A REAL PROFIT-MAKER Hay Buck may be Caswell 


“ORIGINAL Farm Equipment. Cas 





Another 


FIRST...BEST... 


and still 
as low as 


$191.00* 
s 
F.0.B. Cherokee 
There's 50 years of manu 
facturing experience and 
20 years of loader ex 
perience back of the 
Caswell Hydraulic 
Power Loader The 
firat loader of the 
past ia atill the 
beat loader of the 
preaent 





Casweut Actematis CATTLE CURRIER 
Keeps stock sleek, clean and healthy free fron 

Se tea tine, self-cleaning, long wearing 
A real profit line! 


wrube me 
teel combs 


5 LABOR SAVING CASWELL 
LOADER ATTACHMENTS 











Caswell 
Loader 


Buck 


Stacker 
i eurrier have been used on 
farn for yeur Their higt 
w price ’ 1s faster, more 
s for u! A CASWELI 
1S GOOD BUSINESS. Write 


a 


Snow & Grain Scoop 





‘ Cherokee, lowa 
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Two percent of gross sales are 


t 
allotted each year for all forms of 
advertising. This amounted to 
$8,000 last year i ) 
Finally. Smith's salesmen and 


ervicemen produce the most ef- 
fective advertising, in his opinion, 
with their “beating the bushes” pil 
approach. Each of them is required REB 

to approach every potential cus- ws 

tomer who is farming 10 acres or pRO 

more and ask if there is anything : HA ‘ h 

he need: wil 


The sale of used equipment plays 


‘ leq " 
an important role in Harry Smith’s UT Y DISKS 
busir A dealer has got to rid > A 





using 

himself of his used equipment be cLARK 
cause that’s where his money's 

tied-up.” Out of gross sales 


amounting to $400,000 last vear, 
20 percent of this amount is real- 
ized through the ale of used 
equipment.” 

Equipment received on trade-ins 





is quickly reconditioned and 
checked before being di played for 
resale. Purchasers of this equip 
july & . 

ment receive a 45-day guarantee 
which is one-half that given on qd sur ign pro 5 * 
new equipment 

The re le price of the used 
items Is dete ed by adding the Trent's big profit in rebuilding disk harrows —— do 
trade-ir illowance cost of parts ; / : - ‘ 
asiadlh Natiaaae tin tans Cin ania tana te the job with Clark “Cutaway” Disks. and you're building 
operating condition, and a 3 per- solid customer satisfaction! 
cent handli charge All part are 
*~harved aga t th piece of equip ’ ‘ 
mE ap Pbitre — Phese rugged blades bite into the hardest soil with 14 
ment at a 30 percent mark-up 

What about the future? Harry more cutting edge-— slice easier. pulverize finer. Exclu 
Smith is maki lans for hi “ . 
smith mn wae r harder sive Clark “Cutaway” hammer-forging makes tough steel 
ellir ahead He ha cleared the % 
ground for a new $35,000 plant even tougher. keeps the edges sharper for longer than any 

if y) , floor Pa) 0 8 F P : : 
with a main floor space of 180 x blades your customer ever used. They Tl keep lim: satistied 
60° to house a more modern shop ; 
parts department. appliance sec and thinking of you with satisfaction, 
tion, display roon and sales of 
fices. He plans to link his service Clark “Cutaway” Disks are packaged in’ built-to-take-it 
truck to the main office bv two 

; cartons——every disk reaches you in perfect factory con 

way radio in order to more ef . ’ 
ficiently meet emergencies to farm dition. They're safe and convenient to handle. easy and 
equipment during rush asons and ’ . ve “9 

—— a compact to store. There's a Clark “Cutaway” Disk to fit 
to lowe cost f operatior , 

These and other plans are de any harrow. any rebuilding job. 
signed to help him keep a high 

ales volume when the pressure is 
on. As Smith points out These 
plat e de gned to give the best 
service to my custome! This i Ve 
the ba f mv whole merchandis 
ing program. Any dealer who get 
away from this fundamental ap- 
proach to selling will perish in the , 
competitive eal to come <me .* 

- Mariow 


Blueprint for Effective 
Outside Selling 


(Continued from page 123) 


Factories at 
Higganum, Connecticut and Bucyrus, Ohio 
General Offices at Galion, Ohio 








ice work has been so successful 
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CHAPIN 


SPRAYERS + DUSTERS - FUEL TANKS 


Large Capacity Models 
Designed for Rugged Duty 


Model No. 197, 4 gal capacity tank of 
Armco Zinc Grip galvanized steel with 
dome top. All seams electric welded 
An open head model with 3 prong 
positive closing 14 pump of one 
piece deep drawn brass Discharge 
equipment includes 30” of oil resistant 
hose, trigger action shut of and new 


adjustable nozzle 


Model No. 320, 
is model No. 197 
on balloon tires 
Hose length is in 
creased to 108” 
Lightweight cart 
of tubular steel, 
has two brack- 
ets for hose 
storage. Sprayer 
is held firmly 
by simple lug 


€ lamps 


Model 
No. 320 


New Flame Sprayer 


Here is a powerful model with a 4 gal 
steel tank. Jet of flame produced is 
20 to 24 inches long at over 2000 F 
New features in 
clude the improved 
dome top; electric 
seam welded tank 
seamless steel coil 
burner; removable 
burner block; 6 ft 
of oil resistant hose; 
positive pressure 
gauge adjustable 


handle for leverage 


<< raat 


and the adjustable 


shoulder strap 


R. E. CHAPIN Mfg. Works, inc. 


© Acts 


Since Miuaae 


r 


1887 Bee 


apsrack and Wheelba 


100 CHAPIN STREET BATAVIA, N. Y. 
Seuthern Representotives 
K. Roth, P. O. Box 1664, Asheville, N. C 
Killebrew & Brackman 
738 3rd National Bank Bldg, Nashville 3, Tenn 
John H. Mullins, P. O. Box 13044, Houston, Tex 
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that McGaha now serves farmers 
in five counties. A majority of his 
customers bring their machines in- 
to the shop. Where pick-up service 
is requested, the company levies a 
charge of 10 cents a mile each 
way 

Mr Mac overlook 
has attention-getting value. For 
example, as far as the owners will 
to keep all Ford 
newly 


no idea that 


permit, he try 
equipment in the area 
painted. When equipment has that 
perpetual new look it has a favor- 
able effect or consider 
ing new equipment purchases, he 


| prospect 
ay 

Not long ago McGaha bought the 
oldest Ford tractor in his county, a 
1923 model still in use. His idea 
was to play up the endurance of his 
equipment through display of this 
old, but. still model 
He had the tractor reconditioned 
completely repainted and general 
ly made to look like something 
just off the 1923 assembly line. It 
now sits alongside a shiny 1953 
model, serving to imply, for Mc 
Gaha, the sturdy dependability of 
his line 


erviceable 


+ 


Papec Sales Manager 
Retires after 25 Years 


WALTER W. LUCAS, retiring as 
Sales Manager of Papec Machine 
Co., Shortsville, N. Y., after 25 
years of service is being followed 
by Ernest W. Mattheis, who has 
erved two years as assistant sales 
manager and several months as 
acting sales manager 

A native of Hillsboro, Ohio 
Lucas worked for his father in the 
retail implement business, later 
spent two years with the Pennsy]l- 
vania Railroad, and from there 
joined Procter and Gamble as in- 
troductory salesman, He also spent 


Walter W. Lucas 


ten years with the Bell Co. of 
Hillsboro, Ohio, after which he re- 
entered the farm equipment field 
when he became division sales 
manager for the Ohio Cultivator 
Co. Three years later he joined 
Papec as sales manager 

Mattheis has been with Papec 
since 1948 


Farm Equipment 
Financing 
(Continued from page 118) 


needs of the individual community 

Most bankers will agree that a 
loan made for production and re- 
payable out of earnings is the 
most desirable type of credit to 
have in their note-case Credit 
for the purchase of farm equipment 
falls in this category. Farm ma- 
chinery paper is good because it ts 
based on a sale made for produc- 
tive purposes and can be retired 
out of earnings made _ possible 
through use of the equipment 
bought 

This principle was used years 
ago, when equipment began to be 
manufactured and sold to farmers 
The factory had to develop a credit 
plan of its own to move its product, 
because banks were not aware of 
the desirability of the machines as 
collateral. Manufacturers’ experi- 
ence with paper of this kind has 
been unusually good. The theory 
as to its intrinsic soundness has 
been proven 

The time has now arrived when 
it should not be necessary for this 
tvne of credit to be handled by 
either manufacturers or dealers. It 
is better that local banks extend 
the credit for the purchase of farm 
equipment, and nearly all manu- 
facturers have arranged their pro- 
grams to include bank financing 
By so doing, the dealer stands to 
benefit by being able to spend 
more time on merchandising and 
less on credit problems, while the 
banks obtain paper of good quality 
and adequate return. Too, the 
community benefits by retaining 
the business within its own area 
In addition, farmers can feel more 
secure in financing with local 
banks than in dealing with distant 
institutions not acquainted with 
on-the-spot conditions 

Banks engaging in farm equip- 
ment financing should be _ pre- 
pared to render a complete service; 
that is, not only must the sale to 
the farmer be financed, but the 


SOUTHERN FARM EQUIPMENT Section for NOVEMBER, 1953 








bank must also be willing and able, fact—in which event we lend him ayment by trade-ins, in lieu of a 


if requested or necessary, to fi- the entire amount needed imilar payment in cash 
nance a reasonable inventory for Ordinarily, we finan nearly all instances, we ask 
the dealer. A complete service al- second-hand equipment upon pay ni i rs and, frequently, com 
so involves an understanding of ment by the farmer of 1 uN and balers, be insured. We 
the farmer, who buys the machin- than one-half the ircha rice lo not deem the risk on plow: 
ery, his situation and problems, as As with new machinery al arrows and like minor items suf 
well as a thorough knowledge of times, advance the full amoun icient to justify the carrying of 
the ability and integrity of the funds required, when desi ul insurance, We have been able to 
dealer. on the inclusion of enough furthe arrange with two of the largest 
As a practical example of how 
in my opinion, banks can best 
serve both dealers and farmers, 
shall briefly set forth the plan that 
is followed by my own Bank of 
Greensboro, North Carolina, in 
financing farm equipment. Our 
bank has established and main- 
tains what, so far as we know, is Se 
the largest and most completely ell a 
organized farm department and 
specialized agricultural service op- 
erated by any bank in the South- 
east. Our department is staffed by 
a sizable force of experienced per- 
sons who have no dutie other i ° “= in 22, 3.and 5 hp. 
serving the farmers of our area <a es MIDLAND 
The department occupies an entire } : “ 
floor of one of our branch bank 
buildings in a part of town con- 
veniently located for farmers and 
on a lot of sufficient size to pro- 
vide the parking space adequate 
for their use 


collaterial to make the loan sound pi to insure tractors and 
In the case of both new and used other equipment against every 


I equipment, it is, of course, agret conceivable hazard or accident, ex 


able with us, as the lender, for the cept war damage, at a rate of 
farmer to meet the requirement even cent per hundred per 
for one-third or one-half down month, with no deductible clause 








© a 


As farm equipment financing 
develops it is apparent that the 
purchase by banks of sale con- 
tracts from dealers is declining 
with a corresponding increase in 
loans made direct to farmers, We 
prefer, where it is possible, to 
deal directly with the farmer since 
it brings him into our bank and 
affords us the opportunity of ob- 
taining his business as both a bor- 
rower and, in many Cases, as a de- 
positor as well. Once a buyer of 
farm machinery has established 
himself with a bank, he usually 
prefers, in the future, to deal di- 
rectly with it 

Too, the dealers have shown a 
marked preference for our policy 
of making direct loans because it 


relieves them of the duty and ex- Suburbanites, farmers, estate owners all are 
your prospects because a Midland fits their 


requirements, You offer 24, 3 and 5 hp. Dandy 
toy models, with 5 forward speeds plus reverse 
other responsibility, c ge ) . : , ‘ , 
th ; — ut SY, COMEINGENS 01 - °; Also, 31 attachments for year round jobs 
peascrtneaatieaen year ‘round sales 


pense of servicing and collecting 
as well as freeing them from all 


We finance all types of farm Use coupon today for complete details of 
equipment and machinery. On 1, EXCLUSIVE Midland dealer plan 
new equipment our usual policy is FRANCHISE 
to require one-third down and al- 2 
low the equipment only to stand ‘ 
as collateral for the loan. Often, 3. Merchandising plans 
however, there will come to us a that help you sell. 
good farmer, who does not have 4, Active field repre- 
the cash down payment, but who sentatives to help 
does have sufficient acceptable you. 
additional security to offset that 


YEAR ‘POUND SALES THE MIDLAND CO., Dept. SH-11 South Milwaukee, Wis. 
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y The “3-Speed” Line! 3 


Planet Jr.. 


PLANETIZED 
SWEEPS 


eae 


give you more 
sales opportunities! 


Whether a customer culti- 
vates at low, medium or high 
speeds, you can supply him 
with exactly the sweeps he 
wants when you carry the 
Planet Jr. line. This means 
more sales opportunities .. . 
more sales for you. And you'll 
be selling the finest steels on 
the market, too . . . every one 
is ‘‘Planetized”’, an exclusive 
hardening and 
that results in 
toughness 


process of 


tempering 
longer life, and 
without brittleness. 


1 
i 
i 
I 
l 
! 
I 
I 
1 
I 
! 
! 
I 
I 
! 
l 
1 
! 
! 
! 
! 
LOW SPEED 1 
“CROWN' 
4" to 18" 

I 
! 
i 
l 
! 
I 
! 
i 
| 
! 
l 
! 
! 
i 
1 
! 
! 
l 
l 
I 
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MEDIUM SPEED 
“TRACTOR 
6"' to 24" 
HIGH SPEED 


“SPDE" 
4'' to 24"' 


Over 200 sizes and shapes 
in Planet Jr 


line of 
steels! 
boananen se 


SALESMAKER ! 


Self-service display 
rack makes sales, 
saves space. Available 
af cost-price. 


? SEND FOR DETAILS TODAY! R 


S. L. ALLEN & CO., Inc. 


3421 N. Sth St., Phila. 40, Po 








However, if a substantial and 
financially-responsible farmer has 
ome good reason for not wanting 
to take out insurance, we will 
that requirement. Most of 

our customers like the insurance 
plan and rate offered and avail 
themselves of the protection 

Equipment loans usually run fo! 
a period of two years. However, if 
a farmer especially desires anothe: 
year, and has a sound reason for so 
doing, we will allow up to three 
years for repayment. As has been 
stated already, it is recognized 
that loans made for capital pur- 
are ordinarily for relatively 
large amounts and that farmer 
can hardly be required to repay 
within one year. They are, there 
fore, permitted to run for longer: 
terms, in accordance with existing 
circumstances—even, at times, up 
to four years 

Rates of 5° to 6% 
equipment and all other classes of 
loans made by our farm service de 
partment. Interest is charged for 
only the period that funds are used 
and is assessed on actual outstand 
ing balances. There are no extra 
fees of any kind 

At present, we are 
most of the farm machinery sold 
on time in our area. The dealer 
brings or sends his prospects to 
our offices, where an application 
and financial statement are taken 
The loan papers are prepared and 
if the risk is acceptable. we make 
the loan direct to the farmer, send 
ing the proceeds to the deale1 

Sometimes a dealer will bring to 
us a farmer whose situation we 
deem to be not sufficiently strong 
to merit the loan for the equip 
ment being obtained, but the deal 
er is willing to endorse the pape! 
with recourse, and it is made ac 
cordingly. These instances are rare, 
because we usually are able to deal 
with the farmer directly. In cases 
where dealers endorse, the setting 
up of a reserve account is not re 


pose 


apply to 


financing 


quired 

The farmers and equipment 
dealers of our section have re 
ponded generously and gratify 
ingly to our program. We believe, 
therefore, that we are rendering a 
ervice which is appreciated by 
and is profitable to them 

It should be added that we have 
never sustained a loss nor has 
there been a repossession in con 
nection with the many thousands 
of equipment loans made 

It is my sincere belief that, when 
the agricultural Gepartment and 
program of a bank are conducted 
with a sympathetic understanding 


A> SPRAYERS 


RITESIZE SPRAYER 


2 GAL. COMPRESSED AIR 





X 





Complete line of sprayers and dusters 


As advertised in House & Garden, House 
Beautiful and Many other National Publications 


D. B. SMITH & CO. 


4/ Main St, Utica 2, N.Y 

“Originators of Sproyers” 

Canoedian Rep G. L. Cohoon 
1265 Staniey St, Montreal 2, Canada 














You can elweys depend 
Poultry Waterers for fast 
profits and year-round sales 
supply on hand at al! times nd ] ay e 
or two on your floor Your an w 
usually close 4 sale. Daisy 
waterers are a's available 
with heater attachments 
for winter. Write for the 
name of your nearest dis 
tributor who handies the 
Daisy Line—the first name 
in waterers for over 45 
years! 


Daisy Hog and 
turnover nice 


Keep a good 


CALF WEANERS 
ANOTHER FINE 
PROFIT ITEM. 


QUINN WIRE AND IRON WORKS 
DEPT. 1643 BOONE, IOWA 
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of the farmers’ problems and a sin leans, La. Secretary, J. J. Craw renn 
‘ ‘ ¢} " ford, 1007 Guaranty Bank Bld 


Son sen trverabic tutere posa. -Alouamdta, Ua paeannieds mate Poses Duly 
» annual con 
bilities exist for such a bank in the Florida Farm Equipment Asso- vention, Dec. 8-10, Hotel Jeffer 
field of agricultural development ciation, annual convention on, St. Louis, Mo. Secretary, 
and financing. It should be able to Nov. 16-17, Hotel Angelbilt W. E. Parsons, 211 Hotel DeSoto 
render a valuable service to farm Orlando, Fla. Secretary, Allen Bidg., St. Louis, Mo 
ers and farming, likewise to firn Hutchin on, Box 3066, Orlando Oklahoma Hardware & Imple- 
ind individua ‘ iged in har Fla ment Association, annual con 
dlir fa equipme vention and show, Feb. 2-4 


Georgia Farm Equipment Asso- 


ciation, annual convention. De Headquartet Municipal Audi 


7-8, Hotel Biltmore, Atlanta torlam, Oklahoma City, Okla 
Ga. Secretary J. F. Pruett 90 secretary k N Thomas, 711 


CONVENTION DATES _ ttiversice Drive, Macon, Ga Wright Bldg, Oklahoma ‘City 








- Kentucky Farm Equipment As- 

sociation, annual convention Texas Hardware & Implement 

Nov. 5-6. Brown Hotel, Louis Association, annual convention, 
Alabama Farm Equipment As- ville. Ky Sorreters Frank Jan, 25-27. Headquarters, Hotel 
sociation, annual convention Dornheim, 978 Barrett Ave.. Plaza, San Antonio. Secretary, 
Nov 19-20 Hotel Tutwiler, Louisville, Ky Ray M. Souder, 822 Texas Bank 
Birmingham. Secretary, Mrs ‘ Bldg., Dallas 2, Texas 

ina Ramsey, 1006 Frank Nel ; 
a boas Sicdaateen — pat ee Tri-State Hardware & Imple- 
, ssociation, annual convention : 
> - ment Association, annual con 

Farm Equipment Dealers’ Asso- Feb. 1-2. He adq oaks _ Hotel vention, Feb. 8-9. Headquarters, 
ciation of the Carolinas, annua Emmerson, Baltimore, Md. Se Hotel Herring, Amarillo, Texas 
convention Feb i-9 Head mn tary, Millard E Eyl r, <00 Secretary, Marshall D. Shep 
quarters, Hotel Char'ctte, Char East St., Winchester, Va herd, Box 660, Canyon, Texas 
lotte, N. C. Secretary, A. A - . ; 
Chappel, 210 National Bank Mid-South Farm Equipment Virginia Farm Equipment As- 
Bldg., Wilson, N. ( Association, annual convention sociation, annual convention, 

Jan. 20-21. Headquarters, Hotel Jan. 31-Feb. 2. Headquarter 
Deep South Farm Equipment Peabody, Memphis, Tenn. Sex Hotel Roanoke, Roanoke. Sec 
Association, annual conventior retary, Graham McDonald retary John Raine, 823 N 
Dec. 7-9, Hotel Jun New Or Hotel Chisca Bldg., Me mphis * Robinson St. Richmond, Va 





Make a Year ‘Round Profit Selling 


F 1903—GOLDEN ANNIVERSARY—1953 


fw}, Ft A Complete Line-Big Market 
FOR THESE NATIONALLY ADVERTISED 
DU-ALL” NATIONALLY-ACCEPTED MACHINES 


Garden and Small Farm TRACTORS | | 
























@ OUTSTANDING FEATURES 1%, 2%, 3, and 5 H.P. Y ° 3 

> Paice ane aden tentines A Reputation for Quality Construction 

. . 
.. ede OA (Res and Customer Satisfaction 
De olf yord : 

ss icy Aig seas built ¢ Profit-making opportunities are wide open to those hand- 
garden jobs. Ru edly bui r power PI I 
and traction “ane include variable ling the established SHAW line. Dealers are assured of @ 
speeds, adjustable wheel widtl in S: Z “ famous brand name national acceptance .. . greates 
dividual gang tool cor 4 : market potentials 
trols. Power turn models Ss Seven different walking and riding models, ranging from 
available Riding Mod SAW . i| - |! to 12 Hi P help you sell every box y the complete 
els. Provide low cost (pown races) | market from home gardeners to owners of good sized 

1/2 to 12 H. P. farms. You feature these sturdy, efficient machines with 


power for small forms “5 
Pull 10, 12, 14-inch Le att RIDING utmost confidence because they are fully guaranteed by 


plows. Plow, plant, cul- 9? TRACTORS P SHAW nationally preferred for quality construction and 
tivate, mow, rake, do 4 * ”" ‘ simplicity of design When you sell SHAW you 
w sell superior tractors famous tor outstanding per- 


many other jobs with 
formance... proved dependable for many years. f 


f Cor \ & 
rf , STOWE wood 
pulley operates many be fai/ 
different attachments. 3 J , 
New Rotary Pulver. , e000, 
“SH alte 


izer model available. 


ease Power take 


Get Fects on Dealer Openings 


Write, wire or phone for catalogs on com 
plete SHAW line, franchise informauon 


Extra Money /évt 6003s 
in Attachments amo WEEDS ae opener Faas 
Complete e easy ' 
tools for o and prepor wea L 


atien end cultivar . MANUFACTURING CO. 
Popular power take off tS - a E S TA B L | Ss H E D DEM A N D SHAW i Front 8 Galesburg, Kansas 


ettachments available 
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Kerr ce 


be eheu 
Hettis Cory 
Sevin-W 


Blair Man 


In 


ta Divis 


hinery & Che 


sibar Paint 
ampbell CO) 


Griffin Co 
Griffin Mfg 
X 
ain 


(on 


ardinal Paint Co 


arlon Prod 
J 
Mar 


or lh 


ta 

I 

if 
Ar 


y Mower 
sh Mfg 
ne Steel & W 
e Wire Cloth ¢ 


t 
Hardware Co 
Sons, Mathias 


o~a 


ers 


_e— Oe an 


Mall Tool 
Marshall 
Massey-! 
Master L 
MchKinne 
Midland 
Midland 
Midwest M« 


Company 


Mfg. Co 


Nations 
National 
National 
Neatslene 


almer 


Radiant ( 
Radiator 

Rain Beau 

Red Devil Te 
Red Head Brat 


Reeve Co 


ne Mfg. Co 


SOUTHERN HARDWARE for NOVEMBER, 


1953 








SERVICE 


SHARES | 
si 


Patterns are available 
for practically all 
plows, listers, middle- 
breakers in No. 1 soft 
center or No. 2 cru- 








Fully 
GUARANTEED 


AS TO QUALITY, 
FIT, AND 
FINISH 


cible steel of the high- 
est quality obtainable. 
Send today for catalog, 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U. S. A. (EST. 1873) 





A NEW WHIZ 
PROFIT 
MAKER 


for every 
dealer 








THE WHIZ 
EDGER 
CUTS TRENCHES ALONG DRIVES, 
2 WALKS QUICKLY AND EASILY 





MOWER 





—" 


CIRCULAR SAW 


If your Jobber cannot supply you—write 


ROOT MANUFACTURING CO., INC. 





127 East Eleventh St. Baxter Springs, Kansas 

















setting 
Sales 
records... 







THE 
DEMPSTER 
COMPLETE WATER 

* SYSTEM LINE 












Centrifugal 
10-3600 GP | 
| 


Because Dempster Water Systems meet ever) 
water need from windmill power and shallow 
well pumps to the latest multi-stage ejector, 
extra-deep well submersible and high-capacity 
centrifugal pumps Ly mpster dealers are in the 
best position to fulfill the requirements of 
their Customers Dependability is assured in all 

Dempster products bec 1s 

of Dempster design, engi 

neering, quality materials, 







and workm inship 





Dempster’s 75th Year! 


DEMPSTER MILL MFG. CO. 


Nebraska 


1+ 5 
waTeR SUPPLY EQUIPMENT 





Beatrice 
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Announcing: 


The NEW PUMP LINE 
(2 that pays 


BIGGER 
~ PROFITS! 


. have more 


Radiant pumps are made better . . 
return 


uses... carry a factory guarantee ... 
a larger profit to you! 


RADIANT AUTOMATIC 
ELECTRIC SUMP PUMP 


transfers water for irrigation for cellar and 
basement sumps drainage problems 
eee eee ee eee eee Eee Se -C 


RADIANT 
UTILITY PUMP 


for laundry tubs 
washing machines and 
other seve and ap 
pliances located be 
low sewage outlets 
draining water tanks 
and ponds, circulating 


water in cooling sys 


INVESTIGATE! tems, efc 


Dealers! Write-wire for prices, literature i 
Jobbers! Write-wire for available protected territories! 


RADIANT UTILITIES CORP. 


8817 18th Avenue, Brooklyn 14, N. Y. 


Ol BL ANER 














FOAM RUBBER 


TRACTOR CUSHION 


EYE AND SALES APPEAL 


CUSTOMERS 
WANT IT 


Order TOOAT trom your local distribeter or 
write ws for your meorest source of supply 


FABRICS, Inc. 


311 BELL ST MONTGOMERY, ALABAMA 











Model X 


give him more 


Whether you sell a customer a Papec standard 10” 
Hammer Mill or a Papec 13” Heavy Duty Mill, you 
mill for his money. Both mills are priced right, and each is GUAR 
ANTEED to grind ANY dry feed to ANY degree of fineness faster 
and cheaper than ANY other mill in the same power cla 

For complete information on Papec Hammer Mills and the Papec 
Protected Territory Contract, write Sales Manager, Papec Machine 
Y.; 22 S. Senate Ave Indianapolis, Ind 
Kansas; or 18 N Ywler Aver 


Company, Shortsville, N 
2925 Chrysler Road, Kansas City 
Hopkins, Minn 


A GOOD LINE TO HANDLE 


HAMMER MILLS 
ENSILAGE CUTTERS 
FORAGE HARVESTERS 


HAY CHOPPER-SILO 
FILLERS 


CROP BLOWERS 
FEED MIXERS 
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THE FASTEST GROWING MARKET 
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deve 


"U.S. EXCEPT SOUTH 


|__f 
Tit tI 


1929 1939 



































Increase in ‘Hardware Store’’ Sales—1929 to 1948 


T-tal U. S. sales (except South) for 1929 $ 594,454,000 
Total U. S. sales (except South) for 1948 $1,842,226,000 Increase 209% 
Total U. S. sales (all states) for 1929 $ 706,043,000 
Total U. S. sales (all states) for 1948 $2,493,669,000 Increase 253% 
Sales for 16 Southern states for 1929 $ 111,589,000 
Sales for 16 Southern states for 1948 $ 651,443,000 Increase 483% 


(Note that these figures are for sales of “hardware stores’’ only. They 
do not include hardware sales of such important trade outlets in the 
South as general stores, farm equipment stores, etc.) 














com 


~ TREMENDOUS POWER, 
PERFECTLY BALANCED (. - A | 
$30500 FOR EASY HANDLING. \ ~ i} 
————a >) “ 
CUTS IN 8) 


20” siZE @ F.O.B. ASHLAND ANY POSITION 


THREE SAWS FOR TRIPLE PROFITS! 


~;)) MODEL 30 TREMENDOUS POWER, hornessed in a 
16” SIZE compact, easy-handling unit thot cuts the 
$228.50 i 
F.0.8. ASHLAND big ones down .. . and fast. If your 
customers are cutting the big stuff GET 
< ON THE BAND WAGON write or wire 
MODEL 3A _ lye". for the hottest proposition in the chain 


16” SIZE $265.00 : 
F.0.8. ASHLAND saw field. 


DEALER OPPORTUNITIES IN SOME AREAS 
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A MARVEL OF THE AGE 


In 1924 one of 
the first uses ever 
made of Warp’s 
Flex - O - Glass 
was to enclose a 
porch on a farm 
home in Ne- 
brasko. 


This picture 
shows a recent 
installation of 
Warp's new, 
crystal-clear 
Flex - O - Glass 
enclosing a 
porch on a mod- 
ern Illinois home. 


oe o A WORLE 


dome Owners, Renters, Builders, Industrial Users have bought 


Dver 77,000,000 Yards of Warp’s Window Materials 


| 


. 


29 Year Old Policy of ‘ 


‘Quality First’? Makes 


Warp’s Window Materials the Leaders 


Flex-O-Glass was first developed back in 
1924. This early beginning opened the 
door to better living for millions of home 
owners and renters. This revolutionary 
new substitute for glass brought low-cost 
protection from cold, wind, snow, sleet, 
and rain, within easy reach of everyone 
who could drive a tack. 

The 29 years from 


THEN to NOW have been 


search, experimenting and testing by Warp 
Bros. The original Flex-O-Glass has grown 
into an entire family of window materials 
that fit every purse and purpose. . . from 
the modern day crystal-clear Flex-O-Glass 
to the reinforced types so well suited for 
extra heavy duty and long wear. These 
boys also pioneered in storm window kits 
as well as packaged molding. Warp Bros. 
have always offered the largest and most 
complete line of Window Materials in 





This 6’ = 9’ porch was 
enclosed with one of 
Warp's Window Mate- 
rials by the owner and 
his wife in just two 
hours. Total Cost only 
$11.50 


filled with continuous re- America. 


The Best known Stores carry “Warp’s” 
—the First Name in Window Materials! 


Today's hometown merchant is keenly aware 
of his responsibility to render better service 
to his customers. That is why he prefers to 
handle only reputable name-brand merchan- 
dise such as “Warp’'s."’ Thirty thousand 
hometown merchants from coast to coast are 
enthusiastic over the steadily increasing con- 
sumer acceptance of Warp's Top Quality 
Window Materials... the all-out national 
and local advertising and merchandising 
support makes for easier sales, friends, 


and repeat business. 


WARPS PRICES ARE NATIONALY ADVERTISED 


WINDOW 


} 


| 


DISPLAY 


WARP’S FLOO! 
DISPENSER 
at end of aisk 


For dealers 
who prefer a 
counter type, 
ask for Warp’s 





No. M-400 


a 


FREE DEALER TIE-INS 
Window Posters, Ad Mats and Counter C 
Free to tie you in with Warp's National 
Write Warp Bros., Chicago 51. 





& 
Py 
‘es 


MATERIALS 


“WORLD'S LARGEST PRODUCERS OF f 


TOP QUALITY WINDOW MATERIALS—ESTABLISHED 1924” 





Give Hand “Jools ™ 
“oes FOR YEAR-ROUND PLEASURE 


a ae 








Ingersoll | 


XTRA LITE 


Shovels 


ent 35 ‘Pounds | 


Re-order No. Stamped on Socket! 








® So light, so right, so easy to @ Blades made of Ingersoll's 
handle famous Tem-Cross steel — 
@ Hollow back design is extra ete aga $0.0 oF CUM 
strong—blades specially heat © Galt vevad:eclat ond cquess 
treated for added strength point models available with 
@ Re-order No. stamped right Dee or Long handle 
on socket. Saves time—elimi- @ Handsome aluminum finish 


nates errors. on blades 


EXTRA STRONG! 


Weight test proves 

ruggedness of new 

Ingersoll Xtra Lite 
Shovels 





WRITE TODAY FOR FULL DETAILS 


INGERSOLL STEEL DIVISION 


Borg-Warner Corporation 


NEW CASTLE - INDIANA 





